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Radio is better with Battery 
Power 
There is a kind of radio reception 
that is radio at its very best. Clear. 
Hum-free. True in tone, faithful. 
Reliable. Reception from a re- 
ceiver that is working under ex- 
actly the conditions for which it 
was designed. For such reception, 
recommend batteries. For bat- 
teries provide pure D.C., Direct 
Current, the only kind of current 
that is silent and unnoticeable in 
radio. For utmost delight, un- 
disturbed enjoyment, and unal- 
loyed delight, use Battery Power. 





In the radically different 
Eveready Layerbilt the cells 
are flat, and the battery is 
assembled under pressure 
into a solid block, eliminat- 
ing waste space, packing a 
maximum of active mate- 
rials within the battery case, 
and making those materials 
more efficient. 











HE ordinary dry cell “B” bat- 

tery is full of useless holes— 
waste space between the cylin- 
drical cells. In a battery using 
large-size cells the wasted space 
may amount to as much as 30 per 
cent of the total. 

A number of years ago we set 
about correcting this state of af- 
fairs. Dry battery traditions were 
dropped. An entirely new kind of 
dry cell was developed. It was flat 
and square like a book instead of 
eylindrical. Such cells were 
pressed together into a solid bat- 
tery block with no waste spaces. 
The new invention was patented, 
thus making it exclusively Ever- 
eady. Such, briefly, is the history 
of the Eveready Layerbilt “B” 
Battery that embodies the first 

radical changes and im- 











provements ever made in 
the dry cell. 

But before this remark- 
able battery was ever sold, it 
was tested and retested for 
several years in the labora- 
tory. Then it was put on trial 
in home service in all parts 
of the’country. Several 


Illustrated to the left is the cylindrical 

cell type of B battery construction. Each 

cell is a unit connected to the others by 

soldered wires. The space between the 
cells is wasted, useless. 
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AYERBILT 
we have put the holes to work. 


remarkable things were discovered 
in this way. The battery contains 
more active materials than a cy- 
lindrical-cell battery of the same 
outside dimensions—and it gives 
over 30 per cent more service! 
The Layerbilt construction puts 
the active materials in closer con- 
tact with each other, and makes 
them produce considerably more 
electricity. 


This is why the Eveready Layer- 
bilt “B” Battery No. 486 is the 
longest lasting of all Evereadys. 
It is a heavy-duty battery for use 
on all loud-speaker receivers. 
Hundreds of thousands of people 
have found it to be the most eco- 
nomical radio battery they ever 
used. 

Your dealers give a new de- 
gree of satisfaction to their cus- 
tomers when they sell them the 
Eveready Layerbilt. Sold to the 
trade through jobbers only. 


NATIONAL CARBON CO., INC. 
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New York fl © ® San Francisco 
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Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 





Radio Batteries 
marie. -they sell faster 
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Here’s a Thing to Remember! 


T ISN’T general business conditions 

that will decide the extent of the 
Electrical Industry’s prosperity for 
the year 1928. 

The extent of our prosperity is 
strictly up to us—as an industry. 

If the four branches of the industry 
are serious in their decision to join 
hands and go forward enthusiastical- 
ly with a broad program of market 
development, we will make our own 
prosperity. It is strictly up to us. 
The more we put into the proposition, 
the greater will be our prosperity. 

* * * 
Our New Dress 

UR business is the “manufac- 

ture” of a trade magazine. And, 
like all manufacturers, our problem 
is to improve our product to the 
fullest extent. Some changes are, 
therefore, evident in this issue. 

On the front cover appears an ad- 
vertisement. We feel that the 
thoughts expressed in this and suc- 
ceeding copy will be found essentially 
sound and of sales value. 

The group pictures of jobbers here- 
tofore found on the front cover, have 
been received with so much interest 
that they will be continued, on page 
three, where additional space is avail- 
able to tell their stories. 

For some time it has been felt 

that the one page allotted for edi- 
torial expression was too confining to 
permit the fullest comment being 
made on the problems of the jobber. 
As a consequence the editorial page 
has been expanded and can now be 
found on pages 26 and 27, where 
sufficient space is to be had for the 
interpretation of the needs and the 
tendencies of the jobbing industry. 
, With this issue, radio comes into 
its own. More space will be given 
to it. This subject will be intro- 
duced from month to month by a 
series of editorial articles which call 
black, black and white, white. They 
will be devoted to a discussion of the 
problems which have always proved 
most perplexing to all those concerned 
in radio. 


Published monthly. Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 
1879. Copyright, 1928, by The Electrical Trade Publishing Company * 
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Appliances 


28 Ranges—5 Hot Plates 





ERE is a complete, rounded out line of 
ranges for jobbers to sell in any and every 
territory. It is a plug operated line not 

limited to special wiring. It has the finishes that 
are selling today. Every number is listed by the 
Underwriters. Every number carries a satisfac — 
tory profit. | 


“Satisfaction” of the kind that a jobber must 
have to do business, has been built into this line 
from the raw metal to the finished product. | 














We want jobbers, and you want a real line of § 
ranges and hot plates to handle! 


Let us get together. Write 
us at once for territorial ar- i 
rangements. 


| Jobbers! 
) We offer you 


a LINE that is 
Complete 


{} It is also a Socket 
Line of Quality backed 
by a Jobber Policy. We 1] 
believe that the proposition : 
we have to offer youisa sound one. 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio ce | 
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contracting business in Cedar Rapids. The growth of 

this business was not a great deal different from any 
other screw driver and plier electrician’s business. The 
main difference being that there was no electrician con- 
nected with the organization. 

The originator of the business, J. B. Terry, seemed to 
have more inclination for selling merchandise than for 
taking contracts and doing wiring. However, the electri- 
cal contracting business progressed in very good shape. 

Credit responsibilities seemed to be of very little im- 
portance to the many salesmen who called on this concern, 
then occupying one-half of a retail plumbing store. After 
a period of about a year and a half, they had plenty of 
debts and plenty of merchandise. The business was 
growing much faster than the capital would warrant. Also 
the need was felt for larger quarters. After a period of 
about six months, a move was made to a much better 
location and larger quarters. 

A stock of fixtures was added, and eventually the con- 
cern got into the automobile business, retailing and re- 
pairing. The automobile business at this stage did not 
seem to fit in well with the electrical business, and espe- 
cially as the tendency seemed to be leaning entirely to- 


[: 1906 the J. B. Terry Co. started in the electrical 
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TERRY-DURIN CO., CEDAR RAPIDS, IA. 
A. E. Durin, Sec.-Treas. 


J. B. Terry, Pres. 


ward the possibilities in the wholesale supply business. 

After about 18 months in the retailing and contracting 
business, it was definitely decided that this concern would 
go into the wholesale field. The business was incorporated 
as the J. B. Terry Co. This name was retained until 
1923 at which time it was changed to the Terry-Durin Co. 
This change was made for the reason that A. E. Durin, 
as secretary and treasurer of the company, had been 
identified with the firm since the incorporation in 1908. 

In the early days, one salesman covered the entire State 
of Iowa by touching places that looked to have plenty of 
prospects. One shipping clerk was able to handle all of 
the business while the president and secretary seemed to 
find time to play golf each afternoon. Regardless of all 
the pars and bogies that were being piled up each after- 
noon, the business continued to grow and prosper a little 
bit. 

In 1914 the company was able to purchase a building 
site and put up its own building. Then came the World 
War, which, as everyone knows, made business good for 
several years. By careful and conservative management, 
the company has been able to increase its business until 
at the present time, it has a force of seven salesmen, a 
sales manager, and approximately 15 other employees. 
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Here’s another way of looking at it. 











5 OU can sell the 
best grade rubber 
insulated wire but you 
can't sell a good circuit 
if, at one and the same 
time, you should fail to 
take an order for the 
finest grade of tape. 


That's because a cir- 
cuit is no stronger than 
its weakest splice. The 
insulation at a joint 
should be as strong as 
any other section of the cir- 
cuit and that, of course, means 
Okonite and Manson Tape. 


THE OKONITE-CALLEN 


SALES OFFICES: NEW YORK 
ATLANTA BIRMINGHAM 

F. D. Lawrence 
Novelty Electric Co., Phila., Pa. 


Cuban Representatives: 














Factories: PASSAIC, N. J. 


SAN FRANCISCO 


MON. 
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Sign them up for 
Okonite and Manson; 
therefore, every time 
you sign them up for 
rubber covered wire 
you'll be doing your 
customers a_ service 
while making a much 
better showing for 


yourself. 


There is also money 
to be made by a timely 
recollection of our old 
friends—the Dundee Tape 
Twins—Dundee “A” and 
Dundee “B.” 


THE OKONITE COMPANY 


DER CABLE COMPANY, Inc. 
PATERSON, N. J. 


PITTSBURGH 

LOS ANGELES 

Electric Co., Cincinnati, O. 
Pettingell-Andrews Co., Boston, Mass. 


ST. LOUIS 
SEATTLE 


CHICAGO 


Canadian Representatives: Engineering Materials Limited, Montreal 


ictor G. Mendoza Co., Havana 
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How Electrical Jobbers Can Get 
Utility Business 


The Business is There in Most Attractive Volume, 

But Getting it Requires a New Order of Salesman- 

ship and “Preparedness to Serve” on the Jobber’s Part 
By J. W. BUSCH 


Assistant Vice-President, Illinois Power and Light Corp. 


and my friendships and large acquaintance among 

the electrical jobbers impelled me without waiting 
for the completed question to join the chorus and yell 
“He’s all right.” When the question was completed to 
“What is the matter with our jobbers as far as utilities 
are concerned,” I hesitated—because with the question 
completed I had to admit to myself that much as I ad- 


[s asked “What is the matter with our jobbers?” 





mired the men themselves I couldn’t get enthusiastic, 


generally speaking, over the work done by them with the 
utilities, and I further felt that their sales to the utilities, 
if disappointing to the jobbers, were fully commensurate 
for the work done by the jobbers to obtain these sales. 
The utility with which I am connected, like all other 
utilities, is in the merchandising business for one reason 
and one reason only and that is service to our customers. 
We merchandise and will continue to merchandise just 


so long as we can be of service to our customers, and if 


the day comes when this merchandising can be done by 
other retail outlets equally as well or better than we do 
it, the present need for us 
to merchandise will no 
longer exist, and I feel free 
in saying that, as far as 
our own utility is concerned, 
we very likely will go out 
of the merchandising busi- 
ness entirely. 





















In our merchandising activities we propose to be ag- 


gressive and to carry our sales work in many cases to 


the customers’ homes because our sales results depend 
largely on the education of the customer to the use of 
labor-saving devices and in this day of strenuous competi- 
tion with the automobile, radio, victrola, etc.. the customer 
is not coming to us so we must go to him or else deprive 
the customer of the opportunity of learning of the use 
of devices which once purchased by him he never would 
be without again. In our merchandising we will be fair 
competition to all other retail outlets because our plans 
provide for the regular profit on our merchandising goods 
sold, this policy being wise in our opinion both to en- 
courage increased efforts on the part of other electrical 
of the 


chandising promotional and educational expenses which 


retailers and as well to off-set some heavy mer- 


we, in common with other utilities, must assume the sole 
burden of, to our cus- 
toniers. 


ing at a profit is not at all new with the utilities and is 


if we are to carry out our duty 
This policy on the part of utilities of merchandis- 


mentioned here only because 
some jobbers have the opin- 
ion that the only profit re- 
sultant from utility 
merchandising transactions 


most 
is the profit the manufac- 
turer makes at the time the 
device is sold to the utilities. 
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W. BUSCH, the author of 

e this article, is assistant vice- 
president of the Illinois Power 
and Light Corp., with headquar- 
ters in Chicago. This central sta- 
tion company has properties in II- 
linois, Iowa, Kansas and Missouri, 
serving altogether 700 communities 
with a total of 450,000 to 500,000 
meters. In the position which he 
holds, Mr. Busch has an intimate 
knowledge of the merchandising 
problems of central stations op- 
erated through a holding company, 
and of the way that the jobber 
could fit into such a picture. Like- 


wise, he can look at these prob- 
lems with a jobber viewpoint, for 


Being a utility, we are called 














upon by our customers for serv- 
ices in connection with merchan- 
dizing that no other electrical 
retailer is expected to perform 
cheerfully give these 
services to the best of our ability 


and we 











q 
about seven years ago he organ. 
ized the first merchandising de- 


partment of the Westinghouse 
company and was its manager for 
several years. In that capacity, 
which had to do with the opera- 
tion of not one but a whole chain 
of electrical jobbing houses, he 
was in reality a jobber. When 
| you read his article you are go- 
ing to get an angle on the central 
station business as related to the 
electrical jobber that is written 
with the authority back of it which 
comes from a thorough and prac- 
tical knowledge. What he says is 


straight from the shoulder, for Joe @ 
Busch is that kind of a fellow. ‘ 














position to take advantage of 
something you have which we 
can utilize. You may be conscious 
of being able to perform satis- 
factorily in our chain of opera- 
tions but why keep it a dark 
secret from the utilities? Why 














for we must endeavor to maintain 
the same standards of service 
whether it be the 
of current or the devices which consume the current. 


furnishing 


Some jobbers will interrupt here and say: “Why worry 
us with your problems—we have troubles of our own.” 
And I might say that it is just this attitude of indiffer~ 
ence and lack of vision which has kept these jobbers 
from participating in the utility business to their own and 
to the utility companies’ profit. The jobber, generally 
speaking, does not know the utility business the way he 
should and not knowing it has drifted along hoping for 
some miracle or act of legislation which would permit 
him to get some of it, contacting only with the 
electrical contractor, whom he has served for years and 
thoroughly understands. In my opinion the tailor has 
a lot to thank the jobber for in the jobber’s attitude 
toward the utility and the shoemaker has much to com- 
plain of, for it seems to me when it comes to dealing with 
utilities that the jobber always buys himself two pairs of 
trousers with each suit and gets along throughout the 
year with one pair of shoes. 


The jobber is not acquainted with the utilities—their 
And who has ever conducted a 
without the fun- 
damentals of the problems surrounding that business? You 
can’t blame the utility for not seeking out and cultivating 
the jobber, because, like the jobber, we ourselves have 
our problems. And besides, when did the buyer ever seek 
the seller unless the seller has something the buyer 
wanted and how could the utility know of the advantages 
of jobber connections unless the jobber told him of them? 


needs, their problems. 


successful business understanding 


Letters won't do in seeking a connection or in selling us. 

There has been a change in the attitude of many utili- 
ties towards the jobbers, for we realize that you have a 
service which we can use to the good of our customers 
and ourselves and that you could form an important link 
in our merchandising and good will operations if you 
would only recognize your opportunities and put us in a 


J. W. Busch 


not tell it, and after telling it 
and being given the opportunity, 
above all, prove it. 

There are no two ways to go about it if you want utility 
business in volume, Mr. Jobber Executive. You yourself 
must leave that nice warm office, put on the same kind of 
shoes your salesmen wear and get out among the utilities 
and find out what “it is all about” and what “makes the 
wheels go around.” After you have become acquainted 
with us, our problems and our needs you will for the first 
time be in a position to estimate your possibilities as far 
as sales are concerned—you can determine how much the 
business is worth to you and then if it is worth while 
you can prepare to compete for it and above all to prop- 
erly take care of it after obtaining it. You would prob- 
ably learn for the first time of a surprising volume of 
business available for someone who could get it through 
proper functioning, and you might be willing to look a 
little bit differently on your “spread” when you con- 
sidered the amount of all classes of business obtainable, 
besides other advantages accruing to you. 


I have heard jobber executives, when they were tem- 
porarily through criticizing the utilities for ruining the 
business of their dealers, take a little time off to give 
their own salesmen a good “razzing” for not securing 
more utility business. Personally, I would hate to work 
for a “boss” who couldn’t give me some constructive ideas. 
The manufacturers don’t depend upon their salesmen 
alone for their utility business, and it is the past con- 
tact of the manufacturers’ executives with the utilities 
that has put the manufacturers’ representatives in such 
a favorable position with the utilities as compared 
to jobber representatives. The jobbers’ salesmen are 
more welcome to the contractor-dealer than the manu- 
facturer’s representative. This is not due to lack of 
effort on the part of the manufacturers’ salesmen but be- 
cause of the feeling on the part of the electrical con- 
tractor that the jobber, through knowing him and through 
confidence and performance, is a (Turn to page 62) 











a a oe 


_ 


Ce ee eee ee ees 





January, 1928 THE JOBBER’SIJSALESMAN 7 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





A Method of Figuring 
Selling Price 


Something of Value to Pass on to Your Contractors. Courtesy 
of L. W. Davis, Manager, Association of Electragists, 
International 


As an aid in figuring selling price, the following exposition may be of interest. These figures 
represent an average based on sales billed, which can be safely figured by contracting firms. With 
a strictly retail merchandising store this overhead amounts to considerably more, averaging about 
30 per cent. 


AVERAGE OVERHEAD PERCENTAGES 


Per Cent Delivery Expense ek scion 
Non-productive Labor... s——s«4233 Insurance == i 
Sl 8.48 EE a ie | 
9 AR . ae Bad Debts and Allowances S72 
Light, Heat and Power aS. ae nee oes tti‘_OCOCO*S 
Postage, Telephone and Telegraph .43 Maintenance Bein ic ace 
Ane a — 2 i ie 
a Miscellaneous oe 
Stationery and Printing 41 —_—— 
Incoming Freight and Express. —S_—.58 . Rie ee 


Knowledge of the overhead in itself, however, is not sufficient. Probably no other one thing is more responsible for failures among 
electrical contractors than lack of knowl edge of how to use overhead percentage and to apply it upon the selling price of contract work. 

It must be always remembered that this percentage of overhead is the relation of the cost of operating business to the gross busi- 
ness done and therefore must be applied upon the selling price, and not upon the cost of a given piece of work. This may be compared 
to the discount off from the list price of merchandise. 

For example, if the list price of a washing machine is $142 and the discount is 30 per cent, such a discount would amount to 
$42.60, making the cost to the dealer practically an even $100. In order, therefore, a return the selling price of the article to its 
listed figure we cannot add 30 per cent but rather 42 per cent to the cost price of $100 

The great mistake of the average contractor has been that after ascertaining his overhead percentage he has added it to the actual 
cost of a piece of work and then added to that whatever profit he has felt like obtaining upon the job. 

As a matter of fact, in most cases this process, instead of showing him a net profit upon his work, has left him with nothing. 
or at best very little net result to show for his efforts, and we find all over the country contractors who have struggled for years and 
made little or no headway in developing themselves. 

The following table shows the proper percentage which must be added to the cost price of any job to show respective profits of 
from 2% to 20 per cent, with an overhead of from 10 to 30 per cent. 


TABLE FOR FIGURING THE SELLING PRICE 





























Overhead Percentages 
Percentage (Cost of Operating Business by Gross § Sales) 
of Net Profit i. 1 wl a es | ae.) 2714 30 
Desired : apes ; . 2 
Percentage of Mark-up to Add to Cost of Labor and Materials 
24 15 18 er. ae ok |. a Lee. oa 
5 18 21 25 | 29 | 33 | oS |... 4-3-2 & 
1% 21 25 29 | 33 38 43 | 48 | 54 60 
10 25 29 33 | 38 | 48 48 | 54 60 67 
12% 29 33 ee ee ee 54 | ~=— 60 67 74 
15 33 38 eo |) 4... a 2: we. ee 82 
17% 38 43 a ee ee otek he 90 
20 43 48 54 | 60 |G? 14 82 90 | 100, 








NOTE—lIn the above table the percentages shown are the nearest whole numbers, omitting fractions. 
EXPLANATION—If your cost of operating business (overhead) is 22% per cent, and you desire a net profit of 15 per cent, add 
60 per cent to the cost of labor and materials. 


EXAMPLE 
I aC hee ee ee Oe Latch a ee co Lok Ee Chet as os Ue be bees CeMok cede chaceeacecacnenwaencecs $100.00 
I a ag BIZ Wein 6.0 dd Se bon » 4 SUNS ore oe 6 Or Ms ew digh UW a Wwe Ee 66 Whale dinee dasdee Reece ndeges cats uccgde dedece 60.00 
Selling Price Ree ee Sa res SS ON eee on ee ee a ete ME Tse ae aah awakes nels'ciaanwonmn. canoe $160.00 
PROOF 
Nc sc ns vb coke baws cess Pa hedde.ceBe nes hee bueehene ¢ Bree ee See oe PS ee Peer $100.00—Cost 
nT or Ck Vikas, tals Gawd ack aan e os SEN CWS < dat eee he Crpatens CR CER Ss reKdetecdisensecqeseds 36.00—Overhead 
iS SES oe cn a a u's ete Gomme OM ASSIA © Min om ue oad a Sa o.dni mh Wes & Ong Ghats cacbenetna ct 24.00—Profit 
NE I od Gay CU « 0154s cad weed Rae nes aan Te 0-4 CW ONES e oa v Ebb UeEN Guede Oee seas s br ver gt acueeun $160.00 
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Where are [hey Coming Fromr 


“I Have Bought Golden Opinions From All Sorts of People.”— [Macbeth] 


for the doctor, depending on whose baby is sick.” 
This old adage has a particular significance in con- 
nection with the electrical jobbing business today. 
There is a complaint, so general that it cannot be over- 
looked, or laid to ordinary grumbling, that profit in the 
jobbing business is a disappearing quantity. That being 


TT MAKES a very great difference how fast we go 


the case, the baby is sick and since profit on the part . 


of the jobber is essential also to the well-being of the 
manufacturer who sells through the jobber, it is not as- 
suming too much to say that both are willing to make the 
utmost speed in securing a remedy. 

Tue Josper’s SALEsMAN, hearing so constantly the 
cries of this sick profit baby, could not stand the strain 
longer without trying to do something at least to ease the 
pain. Of course the ordinary physician would say upon 
inquiry as to what was the matter: “Oh, a slight erosion 
with a trifling acid condition,” and then go on about his 
business of experimenting with the case. That did not 
seem to be the way to get at the root of the matter in 
this instance. 

It was believed that there must be some underlying 
condition or set of conditions that are the cause of the 
trouble, and that a plain statement of fact on the part 
of both jobbers and manufacturers, as to the things they 
thought could be done with advantage to increase the job- 
bers’ profits during the coming year, could not but be 
helpful. 

Therefore, 20 representative jobbers and 20 represent- 
ative manufacturers were asked to embody within a 50 
word telegram their ideas as to what could best be done 
to increase the jobbers’ profits in 1928. Of the jobbers it 
was asked what they needed most from the manufacturers 
and of the manufacturers what the jobber could best do to 
solve the problem. Fifty words gave little opportunity 
for reiteration, elaboration, or preachments. Nothing was 
possible but a boiled down statement of facts and opin- 
ions, and that is what came in. Sixteen jobbers and 17 
manufacturers replied and their messages will be found 
farther along in this issue, reprinted verbatim. 

Five years ago if the jobbers had been asked this ques- 
tion—‘“‘How can your profits be increased ?’”—probably 
80% of them would have said “Give us more margin” 
and let it go at that. But now they are apparently think- 
ing along far broader and more varied lines. In fact 16 
jobbers in this case were urgent that help or co-operation 
be given them in no less than 28 specific ways. 

And the manufacturers, all told, had 18 different sug- 
gestions to make to the jobbers to help them. 


To enable the reader to visualize these answers, the 
gist of all the replies has been compiled in a table which 
appears on this page. No attempt will be made here to 
analyze it and go on from an analysis to a remedy. Prob- 
ably no one could take this tabulation and lay his finger 
on any part of it and say—“That is the thing.” 

(Turn to page 40) 


WHAT JOBBERS WANT FROM MANUFACTURERS TO 
HELP INCREASE JOBBER PROFITS 
NO. JOBBERS 
SUGGESTING 
Large and small orders to be handled through the jobber— 
100% policy—respect channels of distribution............ 5 
Distributorships only to those who invest and service—fewer 
and better distributors—investigate distributors thoroughly 


I Uo oi eis/a' nad ¢ Jaa seein so tise We ca siedaictes oes 5 
Make more satisfactory arrangement on merchandise exchange 
(obsolescence or change in design or prices).............. 4 
Reduce the number of manufacturers agents................ 3 
(Particularly the unethical; curb them) 
Recognize mutual responsibility, closer co-operation........ 3 
Give larger margin of profit............. pad haba wacacacaes 3 
Rey CIN ROO gn aco civcb cbeccncccecccncaest 2 
Discontinue unnecessary, slow moving items and styles, in- 
CS so ca gicte Sense dew ec Clvenecestcccceccscsacs 2 
Manufacturers jointly or individually do more national ad- 
vertising to increase use of home appliances.............. 2 
Discontinue manufacturer’s local warehouse stocks.......... 2 
Spread advertising over more mediums..................... 2 
I i beh hades heed nb isdn cseccndncanen 2 


Maintain same policy in all territories so as not to disturb 


Ee ee acces ia Pid aed aaa es es na eu din ds Konag <a 1 
Keep quality of merchandise up—don’t be stampeded........ 1 
Urge maintenance of suggested trade prices................ 1 
Insist that jobbers retain full share of their profit.......... 1 
Financially and morally support the re-wiring and re-fixturing 

OES 2 olo.o 5 wens SEM Pasa eee ee ees dd tebe deers neces 1 
Confine advertising to the merits of your own products rather 

than superiority over competing lines...................- 1 
Discourage sale of appliances by utilities except on a depart- 

IIE ey Clas t Suds o 48a dces cds dcusnasccseede 1 
Send more direct sales representatives who will work with us. 1 
Pack goods in smaller, re-shipable carton quantities......... 1 
RRO TEs DNOMNEIOIAE WORE soy a o.oo ccc cc tes eccecccsens 1 


Simplify your selling methods and merchandising campaigns.. 1 
Encourage dealer to buy from distributor and consumer from 


GUN Ten dn ower cctets<acnnisdnc nen obslecendensaeesuree 1 
mame als prices F. OF B destination... 2.2... 2 ceeds. cctees 1 
Publish net price lists for both dealer and consumer trade.... 1 


Call meeting of your leading distributors and get their ideas.. 1 

Remove or reduce to minimum in establishing selling prices 
such factory charges as liquidated selling expense, depre- 
CU NOES os o's bce er CiGncee we naCduuevcntecbcenmateade dee 1 


WHAT THE MANUFACTURERS SUGGEST JOBBERS DO 
TO INCREASE JOBBER PROFITS 
NO. MFGR. 


SUGGESTING 
Co-operation—with other branches of the industry and with 
WO aie aida a oo ne's ky Ran a6 s'5dea se cadaue aed + 
Organize local jobbing groups and co-operate with competi- 
ee ee ge | 3 
Avoid tangling alliances preventing your carrying preferred 
lines, or alliances with debauching price-cutting manufac- 


WUE dean patted chou eee Tae Kok s 4 aweKOsdae.s 6 cew.ees 3 
Warehouse and sell well-advertised specialty lines............ 2 
Analyze your market trading area..................eeeeeee 2 
Carry fewer lines—and no parallel items—concentrate....... 2 
Direct your energies to the profit lines and get a proper 

balance with the low-profit lines... ...........cccccccccecs 2 
Plan ahead and avoid telegraphic orders—carry sufficient, 

ET MMs 6 do vob es dneescebhgadscencdecseceeewecece 2 
Don’t attempt to sell specialties on a brokerage basis....... 1 
Eliminate expensive and distant markets—concentrate....... 1 
Use greater care in selection of lines:..........ccccceees ] 
ie MNINNOUINS (Rida c 5 ok Gan a coha view hc ka cn'bd oes valde eves cc 1 
Use manufacturers’ co-operative helps more freely.......... 1 
PAR TA I IIIA 6 oa 3 ops eeletnles eas co dares de ecaeesec 1 
Limit volume to proper ratio to invested capital............. 1 
Stock articles you sell—push articles you stock.............. 1 
Consider carefully balance between turnover and stock for 

MING eck ccncindbeknweedccctseubaswesccesscccccéeccecces 1 


ee 
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phone as a developer of business? (P. 10) 
2.—What jobbers have consolidated? (P. 28) 
3.—If overhead is 221%4% and net profit desired 15% 
















terials to find selling price? (P. 7) 

4.—Where was the first electric bell in Minnesota in- 
stalled? (P. 60) 

5.—What is Found’s “hot cathode” lamp? (P. 12) 

6.—What voltage is the world’s largest X-ray tube? 
(P. 238) 

7.—By what factor can you best gauge an industrial 
plant to ascertain if its electrical requirements are 
worth your while? (P. 138) 





“Quizzically” Speaking 


1.—Do jobbers generally look upon the long-distance tele- 8.—What comment does Gerard Swope make on the busi- 


what per cent do you add to cost of labor and ma-  19,What electrical jobber does his own printing? (P. 116) 


ness outlook for 1928? (P. 50) 


9.—What slogan should manufacturers use on all their 
advertising and literature? (P. 27) 


11.—What promotions took place in the East on January 
1? (P. 30) 

12.—What merchandising methods are affecting radio 
sales in general? (P. 98) 

13.—What is one of the leading industries and what are 
the causes for it? (P. 68) 

14.—What group has gone on record as opposing direct 
advertising over the air? (P. 104) 



















This Arm o 


S AN efficient aid in securing business for the job- 
A ber, the long distance telephone has in general 
been looked upon as a factor of importance. 
Naturally, to the jobber operating in a restricted territory 
of a large metropolitan district it is not of importance. 
Also, among our friends out around the western mountain 
territory where three or four large states are covered, the 
cost of long-distance calls, if indulged in too freely might 
well lead to disquieting expense. But all in between these 
extremes jobbers under average conditions use the service 


“Long Distance Calling” 


How Some Jobbers Are Using 


f the Service 


A little study has been made among a few jobbers in 
widely separated localities to ascertain just how much of 
a factor long distance calls are with them and the results 
appear in the table below. While these figures cannot be 
taken as an accurate index, they are no doubt fairly 
typical. 

Fifteen jobbers are represented in this study. The 
the average number of outgoing calls per month is 109 
at an average of 41 cents each. Incoming reverse charge 
calls average 51 at 65 cents each. 


































































































































freely, both in calling customers and having customers That they increase business is the general opinion of 
call them, reversing the charges. the jobbers reporting. 
Number | Cost Number Incoming | Cost Number | Number | In favor of Long Dis- 
Outgoing | Outgoing |Incoming| Reverse Reverse {Calls from|Calls from) tance Telephone to In- 
Calls Calls | Calls Charges Charges |Salesmen| Dealers crease Business 
ag | $12.50 | 35 | 28 | $20.00 | 7 | 28 | Yes—Intelligently Used 
wie ee ee ee ee 45 | Yes—for Rush 
35 | 200 | 7S | «0 | Some | > a) eee 
a oe ie le Se 12.50 10 25 | Yes 
| ~ 50 90:00 | 2 | (45 | ““40ee 5 20 | Only for Orders 
| 400 | 887.50 | °6ee a) ee 12 | Yes 
| — ~ ipgept igh 2 er ee fee ea ee 10 Yes 
141 30.00 | 169 | 169 | 101.00 38 133. | No 
oer ees ee ae es es ee 17 25° | Yes 
"300 | «| 5500 | 180 | 2804 ee de 20 | Sometimes 
60 | 6000: 1 -AE8O: Acie ck meee Few —- | Sometimes 
40 | 35.00 ek: tae eae Bee eae 2 + 25 Yes 
20 15.00 | 60 15 10.00 0 50 | Yes 
143 €2.45. || ——. |~ Ab. oe 2 Eee) ee 
205 Yes—Limited 
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“The Next Subject We Will 
Take Up at this Sales Meeting 


I 99 says the 
S Sales Manager 


And then THe Jospser’s SALESMAN hour is 
on at the Conference. The products, the plans 
and the policies of the manufacturers for 1928, 
that are new and intensely interesting, are gone 
over “in class,” so to speak. The sales mana- 
ger directs and the salesmen take active part. 
It is the hour for questions, answers and discus- 
sions; an animated and fruitful hour. 


manufacturers as well as the number of jobbers 

increases to a corresponding degree. With the 
former having anywhere from 25 to 200 distributors and 
the latter having connections with as many or more sup- 
pliers, the impossibility of both sides having personal con- 
tact during the jobbers’ periodical sales conferences 
becomes evident. At best, a jobber could have only a 
few of his suppliers’ representatives present if he so 
desired, while of the latter there are not enough to go 
around. 

Tue Josser’s SALesMAN for some time past has real- 
ize that this condition existed, and it developed a plan, 
put into effect last year, which to a very considerable 
measure solves the problem in the jobber sales manager’s 
mind when he is confronted with the necessity of building 
up a program for his January sales meeting; namely, 
“How am I to bring up and discuss with my salesmen all 
the new products, new lines, new advertising campaigns 
and new policies on the part of manufacturers, either our 
present suppliers or others in whom we are interested, 
when, at the outside, we cannot make a place for more 
than five or six of their representatives on our program?” 


A S THE electrical industry grows, the number of 


“A place for as many manufacturers on the programs © 


of as many jobbers as possible” is, therefore, the broad 
problem which the plan, operative throughout the month 
of January, undertakes to solve. 

In operation, the plan follows these lines: We desig- 
nate the January issue of THe Jopser’s SALESMAN as the 
sales conference number. Manufacturers are urged to 
use their advertising space in this issue for clear and 
specific announcements of their new products and policies 
for the coming year. This is information that the jobbing 
industry is “fretting” to get, it might be said, as soon 
as possible. 

As the next step, the sales managers of the jobbers are 
notified, and they undertake to set aside in their confer- 
ence program an hour, or what time may be necessary, 
to study and talk over with the salesmen the important 
phases of these announcements. At the same time, each 
sales manager requisitions from us a number of January 





Plans, Policies 
and Products of 
The Manufacturers 


issues sufficient to permit every salesman present in the 
meeting to have a copy before him when the discussion 
begins. 

The manufacturers who are to “be present” at the 
meetings, through their announcements in the January 
issue, are also requested to furnish us with a brief and 
concise statement of their 1928 plans, in a form that 
might be presented at the meetings—in these statements 
they have a wider range to elaborate upon the most 
essential points. ,These statements are then printed and 
bound into a “salés manual,” which is placed in the hands 
of every sales manager participating. This, together with 
the advertising announcements, constitutes his ammunition, 
so to speak, in conducting this part of the sales conference 
program. 

Speaking now to the sales managers who have entered 
into the plan—you can profitably spend several hours of 
your leisure time analyzing this issue that is in your 
hands, gathering your ideas and marshalling them into 
shape for the discussion. As a matter of fact, if your 
conference were scheduled for tomorrow and every speak- 
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er on your program had sent in his regrets that he could 


























not be present, and the big chief had been called out of 
town, and you suddenly found that you would have to 
hire a room in a hotel, still you could take this issue as 
a basis and get from it the material and ideas for a sales 
meeting that would go down as one of the most interest- 
ing and profitable ones that you ever held. 

And again, to the salesmen of those jobbers who have 
adopted the plan, you can well afford to do likewise. 
How many times have you attended your sales meetings 
and after several days, perhaps, of discussion, got back 
onto the old territory again and then said to yourself: 
“Damit, we never did get down to that matter of those 
new ‘Connecto’ splicers. I know I could sell them to 
my customers, and I know some of the other fellows 
could too. They have been advertised in THe Jopper’s 
SALESMAN right along but somehow we never get started 
to do anything. I intended to bring that very thing up 
yesterday but didn’t get around to it somehow.” 

Now is your opportunity. Pick out at least the one or 
two of the things that interest you most among the manu- 
facturers’ announcements in this issue and get your ideas 
together, then, when “THe Jospper’s SatesMan hour” 
comes, spring them! You'll get your chance. 

















SMALL quartz tube wound in 

a close spiral 114 ins. in diam- 
eter and filled with neon gas, con- 
stitutes the “hot cathode” lamp 
invented by C. G. Found of the 
General Electric Co. He is shown 
above holding the new lamp and also 
demonstrating it is a special reflector 
for use as a fog penetrating light to 
help aviators to find the landing 
field. 

In operation, the lamp resembles 
a ball of orange fire and emits prac- 
tically all its light in long wave 
lengths, which have a far greater fog 
penetrating power than rays higher 
in the spectrum. The voltage used 
is low, substantially that used in 
household service. 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 


Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


Vil. 


HE TERM “industrial” is a rather broad one which 

may be used to include all customers buying elec- 
trical merchandise for their own use as distinguished 
from those customers buying for resale. The new sales- 
man is easily misled by this term which infers that ‘“‘in- 
dustrial plants,” or factories, are his only prospects. As 
a matter of fact his industrial prospect list is a very 
wide one and may include:- 

Factories of all kinds. 

Mills; Textile, Steel, Lumber, etc. 

Mines. 

Shipyards. 

Refineries. 

Public Utilities; Gas, Water, Railroad, Trolley, Bus, 
Telephone, etc. 

Printing Plants, including newspaper plants. 

Department Stores, (maintenance dept’s). 

Office Buildings. 

Theatres. 

Public and Private Institutions; schools and colleges, 
hospitals, sanatoriums, prisons, insane asylums, etc. 

Outdoor advertising companies, etc. 

This list, while not necessarily complete, will offer 
a guide to the salesman in surveying his territory for 
industrial prospects. Undoubtedly he will discover ad- 
ditional groups of customers in his own locality. 

It is obviously impossible for the salesman to call on 
all industrial prospects in his territory. Here again he 
must pick and choose. The requirements of many in- 
dustrials are too small to render their accounts profit- 
able. Such concerns should be passed up by the job- 
ber’s salesman and left to the electrical contractor. The 
electrical requirements of individual industrials vary 
within very wide limits depending upon the type of in- 
dustry and the condition of plant and equipment, and 
it is very difficult for a jobber’s salesman to estimate 


SELLING THE INDUSTRIAL. 


their purchases. Some salesmen use the number of em- 
ployes of a mill or factory as an index of its buying 
power but the writer has found deductions made in this 
way to be practically without value. 

The number of electricians employed full time by an 
industrial furnishes a much more accurate index of its 
purchases of electrical merchandise. As a general rule 
if an industrial does not employ at least one full time 
electrician its purchases are too small to warrant any 
attention from the jobber’s salesman. In cities and 
towns which require that master electricians take out 
local licenses, a list of licensed electricians employed by 
industrials may usually be secured from the office of the 
electrical inspector. 

The new salesman usually finds it more difficult to 
secure business from’ industrials than from electrical 
contractors. Their requirements seem less tangible to 
him and it is harder to find a definite objective for each 
call which will lift him out of the class of the “just 
dropped in to see if I could sell you anything” type of 
salesman. 

The salesman should always call on the purchasing 
agent first and not call on the plant engineer or chief 
electrician except with the purchasing agent’s approval. 
The officials of many industrial plants welcome direct 
contact between the jobber’s salesman and their plant 
engineers and electricians because they realize that the 
salesman possesses a knowledge of his goods and their 
application which is of value to their own organization. 
In such plants the salesman should call regularly upon 
both purchasing agents and plant engineers. The of- 
ficials of other plants believe it is the function of the 
purchasing agent alone to interview all salesmen and to 
relay to the proper department head any information 
which they may give him concerning their goods. Should 
the salesman attempt to interview the plant engineer or 
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electrician in an industrial where this policy is in force, 
he would immediately gain the ill will of the purchasing 
agent. 

On his first call the salesman should see that both pur- 
chasing agent and electrician have copies of the catalogue 
of his own house and make 
certain that they are familiar 
with his more important lines. 
He should also secure at the 
first opportunity information 
on their lamp contract and, if 
the customer is in the habit 
of sending out for bids, should 
have his house included in the 
list of bidders. As new man- 
ufacturers’ catalogues are is- 
sued on his lines, the sales- 
man should see that his in- 
dustrial customers receive 
copies promptly, preferably 
delivering them in_ person 
with the name of his house 
written or printed promi- 
nently on the cover. 

The plant electrician as a 
rule has more time to study 
the relative merits of the 
products of competitive man- 
ufacturers than has the elec- 
trical contractor. Hence the 
salesman should endeavor to 
sell him, one item at a time, 
on the particular makes of 
motors, safety switches, re- 
flectors, fuses, conduit fit- 
tings, portable tools, etc., 
handled by his house. Plant 
electricians are usually very 
much interested in new items, 
and samples carried by the 
salesman will generally secure 
for him a very satisfactory 
interview. He should also 
check up, from time to time, 
on the possibility of selling 
new lighting, ventilating, and 
signal equipment, etc. 








These rather random suggestions are given to start the 
salesman on a detailed study of the individual require- 
ments of his industrial customers in order that he may 
provide himself with a definite objective for each call and 
over a period of time cover thoroughly all of his lines. 

The various classes of in- 
dustrials which we have al- 
ready mentioned purchase 
electrical merchandise for 
plant maintenance and for al- 
terations and additions to 
their plants. There is an- 
other group of industrial 
prospects, those who manu- 
facture products which are 
electrically operated and for 
which they purchase certain 
items of electrical supplies, 
usually in large quantities. 
This group includes manufac- 
turers of lighting fixtures, 
portable lamps, heating ap- 
pliances, motor-driven appli- 
ances, battery chargers and 
eliminators, motorized ma- 
chine tools, oil burners, elec- 
tric signs, etc. They are pur- 
chasers of motors, switches, 
transformers, attach - 
ment plugs, sockets, cord, and 
other items. 

While this group often pur- 
chases such material direct 
from the manufacturer, never- 
theless it is quite possible 
that some items can be pur- 
chased through the jobber at 


manufacturers will protect 
the jobber on any new busi- 
ness of this kind which the 
jobber secures on his own in- 
itiative, provided competition 
permits. So, although the 
odds may be against him, the 
stakes are high and the job- 
(Turn to Page 60) 


SEEING AND HEARING IS BELIEVING 


HOMAS A. EDISON recently saw and heard himself talk for the first time, when the initial showing was 
made of talking movies taken during his radio broadcast interview on Edison Night, October 21, 1927. 
The making of this film was accomplished in an unusual manner. Picture and voice were recorded by two 









sets of apparatus nearly 200 miles apart, yet both records were perfectly synchronized later on one film. 

The film is of standard size. Along the left margin, about one eighth of an inch wide, the voice is recorded 
in a small saw-toothed line as shown above. As a beam of light passes through this line, the broken ray falls 
upon a photo-electric cell, which changes the light to electrical or radio impulses, easily changed into sound 
again by a radio receiver and loud speaker. The projector used in showing the talking movie is of the 
standard theater type with a device added for producing the sound. 


no additional cost. Also many - 
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Saving the Day 


Leaders Have Often Had to Skate on Thin Ice 
Where Success Hung Fire on The Turn of A Phrase 


By DR. FRANK CRANE 


ARNUM, the showman, once offered a 
hundred dollar prize for the prettiest 
baby brought to his American Museum 

on a certain day. The building was packed with 
mothers and their infants when he made known 
his choice for first prize. A howl went up from 
all the mothers whose 
babies he had slighted 


head!) he was accompanied upon his expedition 
by a crew of superstitious sailors continually on 
the lookout for “signs.” 

As he disembarked on English soil, he stum- 
bled and fell. Before the crew could mutter 
that this was a bad omen, William leaped to his 

feet, raised his arm and 
shouted: “Thus do I 





and the place was 
turned into a milling 
mass bent on mobbing 
Barnum. As they got 
him in a corner, he 
shouted that he would 
give another hundred 
dollar prize for the 
baby picked by the 
mothers. They fell to 
violent quarreling 
among themselves and 
Barnum saved both 
himself and the second 
hundred as well. 

On such flashes of 
quick wit reputations 
have been made. 
Leaders who have capi- 
talized upon their repu- 
tations have almost 
always had a streak of 
the showman in their 
makeup. By grasping 
the opportunity of the 
moment they have 








grasp England!” His 
quick wit restored the 
courage of his followers 
and saved the day. 
Napoleon returned 
from his successful 
Italian campaign to 
find the people, assem- 
bled in Paris to greet 
him, all looking at the 
star Venus which was 
then visible in the day- 
time. He immediately 
pointed at the star and 
told the people they 
were looking at his 
Star of Destiny which 
had led him, and would 
lead him, on to victory. 
Even so poor a shift 
as the one by which 
Mohamet escaped the 
effects of his failure to 
make the mountain 
move worked. “If the 
mountain will not come 








saved their reputations 
and won the day. 
When William the Conqueror sailed across 
the English Channel in the boat with the golden 
boy at its prow (and wearing a ring said to 
contain a hair which had grown on St. Peter’s 


to Mohamet, Mohamet 
will go to the moun- 
tain,” by its unshakable aplomb overawed his 
followers and saved his reputation. 

Leaders have often had to skate on thin ice 
where success hung fire on the turn of a phrase. 


Copyright, 1928, by Dr. Frank Crane. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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MEN YOU SHOULD KNOW 


Norman S. Brown 


ORN in St. Louis, Mo., Norman Brown likes it so 

B well he has never desired to live anywhere else 

and expects to spend the rest of his life right 
where he began it. 

In his early days he attended Western Millitary Acad- 
emy at Alton, Ill. This was followed by four years at 
Smith Academy in St. Louis, where he prepared for col- 
lege. Next he attended the 
University of Virginia for three 


President 
Brown & Hall Supply Co. 


cousin’s firm than they had habitually received before. 

The reason was that George Brown was one of those 
men who “stand up so straight they almost fall back- 
wards.” He took no chances on being accused of favoring 
his cousin’s firm in the matter of orders. 

Nevertheless, the Electric Traction Supply Co. soon 
took on the entire electrical supply line. One day the boss 
called Norman from his paint- 
ing job and sent him out to the 





years, studying journalism. 

Returning to St. Louis he 
accepted a position with the St. 
Louis Post-Dispatch. His uncle, 
W. C. Steigers, had been con- 
nected with the paper as direc- 
tor and general manager for 
many years. He took delight 
in putting young’ Brown 
through his paces, sicking him 
on the tough jobs instead of 
favoring him. 

After about a year on news- 
paper began 
checking up on different lines 


same answer 


istic. 


work, Norman 


of business preparatory to se- 
lecting a field that would mean 
happiness and prosperity. It 
is worthy of mention that he 





Personality Plus 


ROM several men who know 

him best, the inquiring re- 
porter received practically the 
on Norman 
Brown’s outstanding character- 
He is a happy combina- 
tion of personality and hard- 
headed business. 


A wonderful host, a born 
mixer and an able entertainer, 
he is at the same time keenly 
analytical, having the ability to 
visualize and solve difficult fi- Co. 
nancial problems. 


old Moloney Electric Co. to sell 
some odds and ends of tape on 
hand. Brown went in, talked 
a bit, quoted his price and got 
the order. It was so easy he 
went back and accused his boss 
of framing it up with the cus- 
tomer so he could make the 
first sale. 

At that time, in 1910, the 
only jobbers in St. Louis were 
the Western Electric Co., 
Wesco Supply Co., Ewing- 
Merkle Electric Co., Commer- 
cial Electrical Supply Co. and 
Central Telephone & Electric 
All were association job- 
bers except the Central con- 
cern. The Electric Traction 








did not land in the electrical 
business by accident, but de- 
liberately selected it after much thought. It appealed 
to him, he felt it would grow and offer a future, hence he 
looked around for a good place to start. 

It was in 1908 that Mr. Brown went to his cousin, 
George W. Brown, then assistant purchasing agent for 
the American Car & Foundry Co., for advice. He asked 
for the name of a small company in the electrical line, 
where he could prove himself and win advancement, in 
preference to a large concern where he might be buried 
for years. 

George Brown sent Norman to the Electric Traction 
Supply Co. This concern at that time represented the 
Ohio Brass Co. They handled only material for electric 
railway construction and maintenance. On being asked 
what salary he wanted, Brown said he would take any- 
thing to break into the business. Accepting the magnifi- 
cent stipend of $80 per month, he was given a job “ down 
in the hole’—went to work painting castings in the 
cellar. 

Undoubtedly the man who hired Norman had an eye 
to business, expecting that the new employe, because of 
his relationship to one of the American Car & Foundry 
buyers, would be able to swing that firm’s entire business 
co the Electric Traction Supply Co.’s ledgers. Mr. Brown 
remembers with some amusement that, after he went to 
work, his new employers received less business from his 


Supply Co. was “on the out- 
side looking in.” They had to 
buy loom from Wesco and handled C. S. Knowles wiring 
material, being unable to buy association goods. 

Starting with the famous tape order, Brown made a 
success as city salesman and in 191] was sent on the 
road. He traveled Missouri, Kansas, Oklahoma, Ne- 
braska, Iowa and Southern Illinois, stopping only at towns 
having street railways. The difference between territories 
then and now is most interesting. Where Brown covered 
six states, today his company has 14 salesmen and only 
operates within a radius of 200 miles from St. Louis. 

This was in the early days of the Mazda lamp and Mr. 
Brown remembers going to customers with a lamp and a 
meter to show the saving in current. Also the filaments 
were as delicate as Caruso’s throat and much grief re- 
sulted from breakage. The first small vacuum cleaner in 
the territory was shipped to him as a sample to Parsons, 
Kansas. 

With solid experience and large acquaintance to en- 
courage him, Brown began to plan on organizing his own 
business. The idea at first was to represent the manu- 
facturers on a commission basis, selling through jobbers 
to the friends he had made. But after a year of this 
Brown and his associates launched boldly into the jobbing 
business, as the Brown & Hall Supply Co. 

The first location, after moving from the small office in 
the Central National Bank build- (Turn to Page 53) 
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Norman S. Brown 
President, Brown & Hall Supply Co., St. Louis, Mo. 
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Here are two remarkable photo- 
graphs taken at the Safety In Mines 
Research Station at Harpur Hill, 
Buxton, England, showing how some 
of the “mine explosions and their 
effects” are carried out. The photo- 
graph at the left shows a lively 
experiment in the explosives research 
department. Its effect is photo- 
graphed and measured in the labo- 
ratory. Below is seen a flame burst- 
ing out at the open end of the explo- 
sion gallery after travelling 300 feet 
through a cloud of coal dust.—P. & 
4. Photos. 











It had to come at last— 
the nickel in the slot finger 
polishing machine. The de- 
vice is entirely automatic.— 
Herbert Photo. 


R. W. C. Parkinson, magne- 
tician of the Carnegie Institute, 
with a recording potential gra- 
dient used to measure the 
strength of the electrical field 
about the surface of the earth 
over a period of 24 hours. The 
relationship between this and 
the intensity of atmospheric 


disturbances that play havoc with radio recep- 
tion is one of the subjects under study.— 
Underwood Photo. 

This is a hot idea. Milton Fairchild of Wash- 
ington, D. C., does not need any blankets for 
keeping him warm. He has invented an elec- 
trical bed which does not require any covering 
for the body when asleep.—Harris & Ewing. 
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The Light That Saves 
Your Eyes From Strain 


Clear white light—without 
glare—without shadow—this 
Let Jerry is true“Eye Comfort’ lighting! 
pice You! Indirect lighting is the ideal illum- 
our chiefen- ination for offices, schools, banks, 


gineer, is 
eke, wee wey other place where close 
help you put eye work is necessary. 

that lighting 

oe hace so The light is evenly distributed over 
personally! the entire room by a powerful 


X-RAY reflector that entirely con- 
ceals the brilliant light source. 


Sell Eye Comfort Luminaires! 
The No. 4801 is Our Engineering Service will help you. 
boxed as shown and 


ready for shipment. CURTIS LIGHTING, Inc. 
1119 West Jackson Boulevard 
CHICAGO 


31 West Forty-Sixth Street 
New York 
3113 West Sixth Street 
Los Angeles 


Above is the famous No. 4801 unit that is so 
popular for office and school use. This fixture 
uses either a 500-watt or 200-watt Mazda lamp. 
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A Condensed Outline of 1928 Policies 


OUR policies of handling our orders through jobbers and giving our 
jobbers active leads to Industrial Plants, Public Utilities, etc., for the 
jobbers’ salesmen to work on, has enabled us to place in the hands of 
some 80 jobbers, complete stocks for the servicing of this trade. 


FOR the coming year we offer our jobbers the same policies, co- 
operation and assistance which will enable us to maintain our position 
in the electrical conduit industry. 


OUR new catalog is now ready for distribution. We wish to 
draw your attention to the many types of fittings that have been 
added to our line during the past year. 


WE hope that the jobbers’ salesmen will fully acquaint them- 
selves with the new fittings in our new catalog, and will have no 
hesitancy in calling upon our local branch offices for any assistance 
that they may require. 


A Detailed Message in the 1928 Sales Manual 


ERIE MALLEABLE IRON CO. 


KONDU DIV. ERIE, PA. 
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KONDU STOCKS CARRIED IN 
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The built-in 
fireless cooker 


is a great 
selling point with 


Standard Electrics 


an exclusive I 


| Standard feature 


Different from the ordinary fireless 
cooker—the food is kept cooking all 
the time—all the delicious flavor and 
food value are retained. Prepares 
better, more nourishing food with 
economy of time and operating cost. 
Cooker is full aluminum-lined. 
Illustration shows Model 639-G (full 
electric operation with supplemental 
gas hot-plates). 


Standards have real selling features. Quality, 
first of all—everything made the best way we 
know how—and Standard is the oldest exclu- 
sive maker of electric ranges. Beauty—you 
can see for yourself. Durability—ovens lined 
with aluminum, special hot-plate construction 
for long life; everything else to correspond. 








And there is a complete line, for every cook- 
ing requirement—small and large homes, 
apartments, restaurants, clubs, hotels—a line 
you can sell throughout with confidence and 
success. It’sa matter of general information 
to know about Standards—a really important 
line. Tellus where to send you the full details. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 





TRIC 


“Standard quaiity is never questioned ”’ 





Standard Electric 
Water Heater 


A completely proved, eff- 
cient, economical electric 
water heater. Automatic or 
non-automatic. Write for 
Bulletin A-119. 














CHARLES F. DOWD, INCORPORATED, ADVERTISING AGENCY, TOLEDO, ORTOC 
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A generator in the 
power house of the 
Boston & Maine R. R. 
at Franklin, N. H., 
was flooded so quick- 
ly by the waters of 
the Pemagusette River 
when the water rose 
17 feet over the dam 
that the operators 
were forced to flee for 
their lives before they 
could shut it off. The 
plant was damaved to 
the extent of $50,000. 
—Underwood Photo. 


Experiments are being 
conducted in Los Angeles, 
by Joseph Diskay, noted 
Hungarian singer, with a 
new mechanical device for 
testing the voice. Diskay 
asserts that it is possible 
to determine mechanically 
whether a would-be sing- 
er’s voice will ever have 
the volume, quality, power 
and range necessary to 
win success on the concert 
or operatic platform. Dis- 
kay’s device, if it does all 
that he claims for _ it, 
should be a preventive of 
heart aches and a saver of 
much money for misguided 
souls who waste their 


time, money, and substance 
pursuing the elusive grail 
of music renown.—Herbert 
Photo. 


Above is a gigantic X-ray ma- 
chine, weighing more than four 
tons, and costing $500,000, which 
has been operated successfully 
in the research hospital of the 
University of Illinois in Chicago. 
More than 250,000 volts are sup- 
plied to the tube from specially 
built transformers and so hot 
does the tube become that it is 
necessary to cool it with water. 
—Keystone Photo. 

In an effort to develop a more 
satisfactory type of automobile 
headlight, experts at the Bureau 
of Standards in Washington are 
experimenting with this four-in- 
one headlight arrangement. The 
lights are shown on a car ahead 
which carries a target device. 
—Underwood Photo. 
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Typical Electrical Jobbing Establishments 


Manhattan Electrical Supply Co. 
810 Clark St., St. Louis, Mo. 


At the left is shown a corner of the displa; 
room on the second floor, adjoining the office— 
for radio and appliances. 


Below is the tunnel through which all in- 
coming and outgoing freight is brought in 
trains of trucks, loaded on the elevator and 
distributed to the proper floors. 


Above is the shipping room and conduit 
warehouse. There are three large loading plat- 
forms and a huge freight elevator which make 
for exceptional handling facilities. 


At the right is a corner in the second floor 
warehouse where packing is done. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
Nov. 15 to 
Dee. 15 


PRICES 
General 
Trend 


MARKET 
Nov. 15 to 
Dec. 15 


PRICES 
General 
Trend 


MARKET 
Nov. 15 to 
Dec. 15 


PRICES 
General 
Trend 




















Transformers, insulators, distribution equip- 











Poles and pole-line hardware, 








Switchboards and accessories 














Motors and control apparatus 











Safety switches 











Wiring devices 











Conduit and fittings 




















R. C. wire and cable 











W. P. wire 


























Commercial lighting units 








Residential lighting units 








Street lighting equipment 





Heating appliances 








Motor-driven appliances 
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Fair | Poor || Good | Fair | Poor || Good | 
| | | | | 
10% | 26% 31% 414% | 25% 38% | 42% | 
| l l | l 
22% _ 26% 415% | 29% 45% | 37% | 
| | | 


| 
39% | 21% 35% 2% | 23% 36% | 18% 


Storage batteries 6| 7| 





EASTERN STATES 
Good | 


ALL 22 LINES COMBINED 








Fair | Poor 





Nov. 15—Dee. 15, 1927 25% 





Oct. 15—-Nov. 15, 1927 44% 18% 








Nov. 15—Dec. 15, 1926 40% | 


16% 








*Hastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kaneas, 
Oklahoma and Texas; Central States all between. 
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Sold Through Jobbers 


5 VERY manufacturer who depends upon 
the jobber for the distribution of his 
products will promote his own interests and 
those of his distributors by announcing that 
fact to the world. “Sold Through Jobbers” 
is a slogan that should appear prominently 
on every advertising page, every piece of di 
rect by mail literature, every catalog and 
every letterhead of such a manufacturer. 

Manufacturers who employ jobber distri- 
bution do so because they think it is the best 
thing for their business. It follows, then, 
that they should advertise the jobber’s func- 
tion on every possible occasion. Sporadically 
they have done this, but in no concerted 
way. As a class or a unit they have utterly 
overlooked a tremendously effective means 
of building up the good name and prestige of 
the wholesaler as a factor in business. 

Think of the heartening effect upon the 
electrical jobber and upon his salesmen if 
in every trade magazine they picked up, or 
in every piece of literature that passed 
through their hands from their suppliers, this 
encouraging and satisfying slogan—‘‘Sold 
Through Jobbers”—met their eyes. Think of 
the effect upon their dealer and industrial 
plant customers. 

And carry the idea a step farther, out into 
the national media and newspapers. Witness 
there every electrical manufacturer using 
these publications, wherever he could con- 
sistently do so, employing this same slogan. 
Here again the effect would be salutary upon 
the tens of thousands of dealers and buyers 
in the electrical industry, not to mention the 
ultimate consumer himself. 

Perhaps this may be visualized by making 
a very conservative estimate as to what would 
happen if all the manufacturers got behind 
this slogan in 1928. Suppose Mr. Manu- 
facturer uses just occasional newspapers or 
national media to the equivalent (put it very 
low) of once a year, on the average, in a 
medium of 2,000,000 circulation—that is 
2,000,000 impressions of the slogan. And 
he uses, we will say, six monthly trade pub- 























lications of a combined circulation of 50,000 
—there are 600,000 more impressions in a 
year. Assume that in ordinary correspond- 
ence, form and circular letters, etc., his letter- 
head goes out 100,000 times a year. He also 
gets out, we will say, 25,000 catalogs, and 
at a guess 300,000 other pieces of literature 
including circulars, stuffers, blotters, etc. 

Therefore, we arrive at the astonishing 
number of over 3,000,000 impressions of the 
slogan, that each manufacturer on the aver- 
age might contribute, at practically no cost. 

Then make one more assumption—that 
there are 400 electrical manufacturers who 
are interested enough in the jobber to do 
this, and immediately there would come 
about a “circulation” of this slogan amount- 
ing to one billion two hundred thousand im- 
pressions in a year. What would this mean 
in the way of promoting faith in the dis 
tributor? We leave it to you. 

THE JOBBER’s SALESMAN is going to pro- 
mote this idea actively and_ persistently 
among all electrical manufacturers who have 
a jobber policy. “Sold Through Jobbers” 
would appear on every printed page that 
goes out in 1928 from these manufacturers 
if it were within our power to bring it to 
pass. We cannot do the whole job alone, 
however, and you jobbers, to whom it would 
mean so much, must lend your assistance. 
The first order that you give after reading 
this should be to your mailing department 
to prepare a form letter-—better still, a tele- 
graph night letter—to every one of your 
suppliers asking them to use this slogan on 
everything they print in 1928. If every job- 
ber would do this the jobbing industry could 
get a million dollars’ worth of advertising for 
the asking. 


se 


Lest We Forget 


IVE jobber practices have been 
labeled as unethical by L. W. Davis, 
manager of the Association of Elec 
tragists, International. He enumerates them 
as follows: 1. Careless classification of cus’ 
tomers. The proper classification should be 
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\anaging Editor 


national syndicates, large industrials and con- 
tractor-dealers, through whom all purchases 
of smaller industrials and individuals should 
be handled. 2. Failure to protect the con- 
tractor-dealer. 3. Setting up new men in the 
contracting business. 4. Selling discounts 
instead of distributing service. ‘5. Retailing. 

Fair enough! No right minded jobber 
can quarrel with this program. Except in 
special localities, the contractor-dealer con- 
tinues to be the bread and butter element in 
the jobber’s diet and he who quarrels with 
his own bread and butter is out of luck. 

THE JOBBER’S SALESMAN is in favor of these 
five cardinal points that Mr. Davis has es- 
tablished. We believe that disregard of any 
one of them constitutes just grounds for com- 
plaint on the part of the contractor-dealer 
branch of what we are striving for—an 
united electrical industry. 
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Was This Ultra-Caution? 


T IS stated upon good authority that 

90% of the Christmas tree lighting busi- 

ness is done by two manufacturers— 
namely the Noma Corp. and the M. Propp 
Co. Formerly these concerns marketed their 
product through 7000 dealers and distribut- 
ors. This last season they decided to sell 
wholly through distributors, some 700, 
knowing full well that the success of this 
plan would depend upon their distributors’ 
anticipating the demand and stocking accord- 
ingly. 

That was fine. Jobbers were glad to see 
their industry recognized in that way. But 
what happened? 

Although it looked as though the Christ- 
mas tree lighting business in 1927 would be 
a record breaker, up to about the middle of 
November last, only about 600,000 outlets 
had been ordered by the jobbers as against 
over a million ordered by that time through 
the other channels the year before. It is 
understood that later developments showed 
jobbers coming into the market strong at the 
end, with the usual difficulty in getting their 
orders filled, and some not getting enough. 
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Perhaps it was because the jobbers in prev- 
ious years, not finding the business to their 
liking under the other conditions of distribu- 
tion, were more hesitant than they would 
ordinarily be in ordering under the new con- 
ditions. We don’t like to crab at the begin- 
ning of the new year, maybe that was it. 
But at any rate, when manufacturers of such 
seasonable products make a whole-hearted 
attempt to establish a 100% jobber policy, 
then it would seem not to be asking too 
much of the electrical jobber that he recog- 
nize this seasonable element and do his shop- 
ping early. 
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On Taking a “Hitch” 
In Your Belt 


HERE is a something about the New 

Year which causes a man to take per- 
sonal inventory, freely admit, to himself, his 
errors of the past, and resolve that “this 
year he will correct them. 

A fine sentiment, but the man who will 
allow 365 days to pass before he either 
acknowledges his faults or attempts to cor- 
rect them is far indeed from the right path. 

Be all that as it may, it is worth while to 
decide, even once in a year, to better one’s 
social and financial condition. And, al- 
though the effort to do so ranges only over a 
period of a few weeks or a month, some 
foothold at least has been gained on one’s 
will-power. 

Personal problems are pretty much the 
same—that “nest-egg” for old age, that pro- 
vision for the family, that proper insurance 
coverage, and finally those wasteful and de- 
structive habits—all concern each and every 
one of us. 

The number of “hitches” taken in belts 
throughout the country at this time would 
stretch from here to there or figure it out for 
yourself. It does not matter. 

What is of interest and importance is just 
how long you can keep your own individual 
belt sufficiently tight to accomplish what 
you set out to do on January 1, 1928. 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly “‘What’s the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine More Interesting. 


Commercial and McGraw of 
St. Louis Consolidate 

As of January 1, 1928, the elec- 
trical supply jobbing business of the 
Commercial Electrical Supply Co. and 
the McGraw Electric Appliance Co. 
of St. Louis was consolidated under 
the name of the Commercial Electri- 
cal Supply Co. 

The new company, with headquar- 
ters at 820 South Broadway, offers to 
the electrical trade complete service 
in electrical supplies, appliances and 
radio sets and accessories. 

The officers of the new company 
are: president, Wm. H. Nolker, former 
head of Commercial Electrical Supply 
Co.; vice-president and general mana- 
ger, R. DeLano, former vice-presi- 
dent and general manager of McGraw 
Electric Appliance Co.; general sales 
manager, F. D. Phillips, formerly well 
known to the St. Louis electrical trade 
and recently vice-president of the H. 
C. Roberts Electric Supply Co. of 
New York. 

The McGraw Electric Appliance 
Co. at Memphis, Tenn., will be known 
as the Memphis House of the Com- 
mercial Electrical Supply Co., and 
will continue as heretofore under the 


capable management of Wm. F. 
Cleveland. 
* * * 
News From Robertson-Cataract, 
Utica 


Here is a bit of news received from 
the Robertson-Cataract Elec. Co., 
Utica, N. Y. 

Richard (Dick) Marken, the “‘hard- 
boiled’ credit man has taken on a 
wife for better or for worse. “Time 
will tell” our correspondent adds. 

H. L. (Speed) Scovill is getting a 
home run every day on sales, while 
Roy C. Day is going along at an 
equally good pace. 

George P. Bissell has put up his 
car claiming there is too much snow 


for winter driving. It is understood 





that the snow has not as yet put in 
its appearance in Utica. 

The company has just taken on the 
All-American radio line and is doing 


a good job in merchandising it. 
* *& * 


Charles T. McKinstry 

A lifetime that spanned the devel- 
opment of electricity from the first 
feeble incandescent lamp to the radio, 
came to a close in the death of 
Charles T. McKinstry. Mr. McKins- 
try, for many years president of the 
Erner Electric Co., of Cleveland, died 
suddenly Tuesday, November 30, in 
Ravenna, O. : 

He was born in Cleveland 62 years 
ago, the son of James P. McKinstry, 
president of the old Cleveland Tele- 
phone Co. He was educated in the 
Cleveland public schools, and began 




















Taken at Portland, Ore. 
is full of rats,” says J. L. Beebe (left, 


“My garage 


above), Trumbull representative. “Why. 
don’t you put out some rat biscuit for 
them?” asks Millard Sebern, A. & F. Sales 
Corp. “Rat biscuit?” yells Beebe, “say, 
if they don’t like what we have to eat, to 
hell with ’em!” Below (left) Norman L. 
Bost, Square D, who has moved his office 
to Portland. The man wearing the light 
suit and the sunny smile is L. D. Pulsifer, 
Majestic Electric Appliance Co. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


his business career as an employe o! 
his father’s company. 

Twenty-five years ago when Jolin 
Erner came from Columbus and or- 
ganized the Erner Electric Co., Mc 
Kinstry entered his employ. 

McKinstry became secretary of the 
company and on the death of Erner 
was made president. 

McKinstry is survived by his 
widow, Jessie Payne McKinstry ; three 
brothers, Edward, Harry and Scott, 
and a sister, Mrs. George Maltby of 
Buffalo. 

He was a member of the Chamber 
of Commerce, the Cleveland Athletic 
Club and the Canterbury Golf Club. 


ee Se ae 


With Crescent in Detroit 

The Crescent Electric Co., Detroit, 
Mich., has some interesting news to 
report. 

Ray Smith secured an order for 
800 “‘Perfeclite” Gold Seal units for 
the Michigan Miller Mutual Fire In- 
surance Bldg. at Lansing, Mich. 

Somebody else got an order for 10,- 
000—18 inch R. L. M. Benjamin re- 
flectors for the Yellow Coach job at 
Pontiac, Mich. 

This company, which was last year’s 
champions of the electrical bowling 
league, got off to a slow start this 
year, but expects to make it interest- 
ing for the rest of the teams from 
now on. 

The Industrial Controller line has 
been taken on. 

C. E. Green is the new shipping 
clerk. 

Frank Gillisch, formerly on the 
counter, is now working in the order 


department. 
* * * 


Globe Electric Moves 
The Globe Electric Co., Seattle. 
Wash., is now located at 307 Ist. Ave., 
South. The company now has 17,000 
square feet of floor space distributed 
over three floors. 
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Your Story 


OBBERS’ SALESMEN can increase their sales 

on Buffalo “Breezo” Fans immeasurably in 

1928, by securing a copy of the booklet illustrated 
and studying its contents. 


It is a comparatively simple problem to decide on 
the proper size fan for any given condition and with 
this booklet you will be prepared at all times to fig- 
ure a fan size and give a prompt decision on your 
recommendation. 


Profitable business on Buffalo “Breezo” Fans 
awaits the jobber’s salesman who makes a serious 


effort to secure it. Prospects are on every hand, and 
the field is of a type that never reaches a saturation 


point. 


Sales managers are urged at this time to arouse 
the enthusiasm of their men on the profits that lie 
ahead of those who, during the next 12 months, go 
after every conceivable prospect for a Buffalo 





“Breezo” Fan. 
n 
This booklet will be mailed Sold Through Jobbers 

s on request to any jobber’s 

salesman or will be sent in 
y bulk to sales managers requir- 

ing them for their men. oe , 
Buffalo Forge Company 
q If your dealers need copies 


advise us at once, giving 201 Mortimer St. Buffalo, N. Y. 


names and addresses. 
In Canada; Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


>t‘ ‘BUFFALO BREEZO” 
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The Gilson Electrical Supply Co., Oakland, Calif. 
Note the immense windows and inside blinds. 





This building is strictly modern. 
Imagine so much sunshine—but there, 


we mustn’t say anything about California sunshine. 





First of the Year Promotions 

On November 21, 1927, Walter W. 
Williamson, vice-president of the 
Alpha Electric Co., New York City, 
was elected president of the Newark 
Electrical Supply Co., of Newark, 
N. J., succeeding O. F. Rost, resigned. 

W. A. Grimes was elected treasurer, 
and has been appointed manager, with 
headquarters at Newark, N. J. 

On November 26, 1927, Walter W. 
the 
Alpha Electric Co., was elected pres- 
of the H. C. Roberts Electric 
Supply Co., Inc., of Syracuse, New 


Williamson, vice-president of 


ident 


York, with branches at Albany, Bing- 
hamton and Utica. 
1928, H. J. Lavner, 


branch manager of the H. C. Roberts 


On January 1, 


Electric Supply Co., at Binghamton, 
N. Y., succeeded F. D. Phillips as 
vice-president and general manager of 
the Roberts 
quarters in Syracuse, and branches in 
Mr. 
Phillips became, at that time, general 
the 
Electrical Supply Co. of St. Louis. 


company, with head- 


Albany, Binghamton and Utica. 


sales manager of Commercial 


* * * 


They Swear Young Down in 

Dixie 
This comes from W. F. Cleveland, 
manager of the McGraw Electric Ap- 
pliance Co., and he says it goes over 
big down around Memphis. 

It had been Johnny's good luck to 
become the proud possessor of a lit- 
ter of kittens. 
had the idea of making some money. 


Having too many, he 


Thus begins our story: 

A ring of the doorbell and a lady 
of uncertain age appeared. 

“Do you want to buy thome toot 
‘ittle tittens?” 


“Some what? I don’t understand.”’ 


“Do you want to buy thome toot 
‘ittle tittens?”’ 

Another lady appears on the scene. 

“What did he say?” 

“Do you want to buy thome toot 
‘ittle tittens?” 

“T don’t understand. 


it again?” 


Will you say 


By this time, Johnny was disgusted. 
“Aw Hell! Do you want to buy a 
dod am tat?” 


Try This on Your Sales 
Manager 
A well-dressed, 
high-power fellow walked into a job- 
ber’s office and sold himself in 10 
minutes by claiming to be “the best 
salesman in the world.” 


up-to-the-minute, 


His line was so convincing that he 
was hired on the spot and sent into a 
territory. Days passed into weeks 
without a sign of an order, so the job- 
ber called Mr. High Tension off the 
road. “I thought you were the best 
salesman in the world” he said bitter- 
ly. “All wrong” replied the go-getter, 
“I’m only second best. The guy who 
sold you that mess of junk I’ve been 
trying to unload—he’s the world’s 
best salesman !”’ 











“T’ll make William Tell look like a bum!” says 
Electric Co., Fargo, N. 


Northwest General 


J. H. (Jimmy) Ogle, sales manager, 
D., as he proceeds to smack a Baby 


Dimple off the eye of P. J. Fischer, his assistant, while Doctor Art Vieau, of Crouse- 


Hinds, stands by to render first aid. 
is still champion. - 


Judging from the lower picture, William Tell 




















er, 
by 
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The MOST 


COMPLETE 


and UP TO 
THE MINUTE 


LISTING 
Y 


POLE LINE 
HARDWARE 
and 


CONSTRUCTION 
SPECIALTIES 


EVER 
ISSUED 


, a 


| Hy Wp 


HH 
Ny 


HE NEW HUBBARD CATALOG FOR 1928 contains 
complete information relative to Hubbard Pole Line 


; , Hardware and Peirce Construction Specialties for electric 
Pp A ea0 S transmission line construction. 
It is liberally illustrated and contains detailed information 


of interest to Electric Light and Power Companies, Telephone 
Companies, Railroad Companies as well as Electrical Engi 


fill out oe 


th This catalog is, in fact, a “Reference Book on Line Con 





struction.” And no jobber’s salesman can afford to call on 
central stations or utilities without it. 
During 1928, we will, in a series of advertisements, open 





its pages and instruct you as completely as possible on the 


iets a. ee ee ae practical merits of Hubbard and Peirce products. 
Please send me a copy of your new 


catalog No. 28. Fill in the attached coupon for your copy and also urite for 
copies for your customers. 
WOE ns ois Pee: «oe So as le Gat « blk It is a Jobber’s salesman’s handbook on high grade line material. 








fT eee ae - Wb DaIE aconeal 


PITTSBURGH ” OAKLAND. CAL.* CHICAGO 
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Note the notched ends 
of the renewable link 
allowing replacement 
with studs only slight- 
ly loosened. 















triking 


Demonstrations 


Clinch Fuse Sales 


Every experienced salesman knows the value of strik- 
ing demonstrations. Customers believe what they see— 
are easily sold. 


This effective selling method is easy with Union Re- 
newable Fuses. Their superior worth is quickly shown— 
and you don’t need to be an electrician to do it. 













Note full-sized 
openings at both 
ends of casing. 
Cleaning and in- 
spection is easy. 
Another feature 
quickly demon- 
strated. 



















Show your customer how quickly renewals are made— 
how the fusible link is slotted at ends—may be replaced 
Note the heavy fbre | When holding studs are onlyslightly loosened. Point out the’ 
bar which holds 


knife blade member  SUbStantial casing construction—the extra strength which 


7 lign ¢ 
= permanent. This will withstand repeated blowouts. And the scientifically 
feature helps keep 


Union im service proportioned vents which release the pressure generated 
by blowouts. Explain that these features guarantee quicker 
renewals, longer service, perfectly satisfied customers. 

D h Catalog No. 32 and the Union “Fuse Selection Chart”’ 

o you nave will be valuable in your work. Write for a copy. 
this chart? 

Get this handy r ‘ed Cc 

Fi siheien the? CHICAGO FUSE MFG. Co. 

customer has one. INCORPORATED 1889 "— 


Free for the asking. of Electrical Protecting Materials iD 
and Conduit Fittings 


1519 West 15th Street, Chicago 


UNION FUSES 


Because they are worth more they really cost less 
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PERMANENCE 
the Factor in Electrical Wiring 


Screws You 
Won’t Lose 


/ 

Thin-walled, square-cornered design , Retaining washers hold assembling 

allows most room for splicing, soldere ail q { screws in place during installation— 

ing and tapping * wires. A neat, pere / prevent screws Soleg dropped and 
manent is made easy. sd = lost. 


Water-Proof Joints Ue kable —Rustproof 


Hubs are accurately and deeply threaded Gem Powerlets are cast in one piece of mal- 

full length. Threaded joints are strongest leable tron— heavily galvanized or enam- 

are water-proof, eliminating high eled. They are rust and deterioration proof. 
resistance. 


R. permanently eliminating high resistance joints—for keeping the 
whole conduit run in a straight and pleasing setup—trust Gem Powerlet 
Rigid Conduit Fittings. Hubs of Gem Powerlets are threaded—full length 
—accurately. There is no compromise with permanence favoring speed 
of installation. Cast in one piece from malleable iron—heavily galvanized 
or enameled as desired—they won’t rust, corrode, crack, fail to preserve 
electrical efficiency even beyond the life of the building or equipment 
on which Gem Powerlets are installed. 


In addition the design of Gem Powerlets provides convenience in seal 
wiring where it saves the most time. Malleable iron construction allows , “8 + 
thin-walled, square-cornered design—assuring ample room for quick, / Ox 
neat and* permanent splicing, soldering and tapping of wires. ‘ 

The coupon, — out and mailed, will bring you complete information 


on the complete Gem Powerlet Line which includes an everlasting 
fitting for every need of rigid conduit wiring. Write for your copy today. 


CHICAGO FUSE MFG. CO. 


INCORP( -RATED 18669 


ote 
Bonudastycere of of = @ Se Xa Mp 
—> Es Materials anc MB is fa 


1519 West saceemen Street, Chicago 4 SER Os ¥ 


GEM POWERLETS 


Because they are worth more they really cost less 
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Otis R. Lait has been employed by 
the North State Electric Supply Co., 
Raleigh, N. C., to cover eastern North 


Carolina. 


Gert_Ler Exvectric Co., Inc., New 
York, recently added to its staff the 
following men: John Braham and 
Morris Plotkin in the supply depart- 
the radio 


ment, and A. Baldwin in 


department. 

Water K. Lyman, formerly with 
the Graybar Electric Co. of San Fran- 
cisco, is now traveling the San Joaquin 
Valley and the coast north to Paso 
Robles for the Western Light & Fix- 
ture Co., Los Angeles. This territory 
was formerly traveled by John J. 
Adams who is now calling on fixture, 
studio, and industrial trade. 

Cuartes McCanna, Globe Electric 
Co., Seattle, Wash., has been trans- 
ferred from the counter to the outside 
force, calling on suburban 
He is succeeded by Milton 
promoted 


selling 
prospects. 
has been 


Jamieson, who 


from the stock room. 


Cuas. Dunn has been placed in 
charge of warehouse sales and ship- 
ping for the Carolina Electric Supply 
Co., Spartanburg, S. C. 

W. J. Cuapman is now calling on 
trade in southwestern Iowa for the 
Terry-Durin Co., Cedar Rapids, Ia. 

A. W. Warpen, who has been with 
the Graybar Electric Co.’s Pittsburgh 
office for the past 17 years, is now a 
salesman at the Youngstown, O. office. 

Tue West PHILapELPHIA ELectrRIc 
Suppty Co., Philadelphia, has placed 
A. Greenberg, salesman, on its pay- 
ro}l. 


MarRsSHALL GREENFIELD iS a new 
counter man with the Belasco Electric 
Supply Co., Chicago. 

ScuvuyLer H. VaANDERVEER has 
been employed by the E. B. Latham 


& Co., New York, to take charge of 
ranges and lighting. 


C. Sampson, Mid-West General 
Electric Supply Co., Kansas City, has 
been transferred from the inside sales 
department to the road. 


CB: 
salesman with the Continental Elee- 
tric Co., Kansas City. 


SENNINGER is a new city 


THe Crescent Evectric Suppiy 
Co., Dubuque, Ia., employed 
H. M. Maire as a radio service man. 


has 


Ep. F. Winter is now covering the 
Illinois territory for the Davenport 
branch of the Crescent Electric Sup- 


ply Co. : 


F. N. Ropinson of the Ackerman 
Elec. Supply Co., Grand Rapids, 
Mich., is now representing the com- 
pany in southern Michigan. Mr. Rob- 
inson was formerly the head of the 
fixture department. 


FS UU, 


“What do I want my picture for now? 
Wait until I get an order.” This was 
Geo. Pain’s comment when we held up 
this little conference in front of the 
Dauphin Electric Co. store in Harris- 
burg, Pa. Left to right: A. J. Musser, 
secretary of Dauphin; Geo. Pain, eastern 
district manager of the Allen-Bradley Co. 
of Milwaukee, and W. R. Lutz, assistant 
superintendent of Dauphin. 





THe Brown-Camp Harpware Co., 
Des Moines, Ia., now has three elec- 
trical salesmen covering the state of 
Iowa. They are: A. R. Newly; D. J. 
Wherry, and D. V. Thompson. 











This is an exceptionally good picture of part of the Graybar organization at Salt 


Lake City. 
manager, and J. P. Anderson. 
E. Wade. 


In the top row are Marion Crawford, Ivy May Perry, J. M. Perlewitz, 
Below are E. Ronneburg, J. M. Drury and G. 
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“Show it—- / & 
They'll buy it!” 


The Foursome—the new four-way electric connector 
has the double appeal of beauty and utility. 


Show it to your dealers and long before you’ve had a 
chance to tell them 


that it multiplies the convenience of electricity — 


that it makes up for the lack of electrical outlets in 
kitchen, dining room, living room, bedroom or bath— 


that it may be connected by its 6-foot cord for use on 
a table, or the top part may be removed and plugged 
direct to base or floor outlet — 


They'll be figuring out how many of each color to order. 


THE FOURSOME 


is handsomely designed and beautifully finished. It thoroughly insulates all cur- 
rent-carrying parts and is complete with 6-foot silk covered flexible cordand plug. 


List price $2.00 each in handsome carton. Standard Package, 12, in Self-Display 
Container. Colors: Black, Mahogany, Walnut, Onyx, Green, Red. 


Cots PATENT FirE ARMs Mrc.Co. COLTROCK 


Electrical Division . @ CAN BE MADE INTO oy pe 


HARTFORD, Conn. U.S.A. 
NEW YORK~BOSTON*+CHICAGO~SAN FRANCISCO 33-0-5-A 
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Perry Jounson, who left Brown- 
Camp, at Des Moines, about a year 
ago to manage the radio dept. of the 
Yonkers Bros. Co., is now back with 
the company as assistant manager of 
the electrical department. 


Tue Sworps Bros. Co. employees 
association, Rockford, IIl., held one of 
its occasional dancing parties on 
December 1. Every one of the 150 
present had a grand time according to 
reports. Holiday business was good. 
A big radio business was expected 
with the first heavy snow, and the 
entire sales organization was all 
“pepped” to close the year in good 
shape. 


A. B. Ferauson, formerly with the 
Belden Electric Supply Co., Joplin, 
Mo., has been travelling for the South- 
west General Electric Supply Co., at 
Tulsa, Okla., since October 1. Fergy 
will be remembered by old timers as 
one of the most active members of the 
old Jovian order. Them was the 


! 
days! pas ss 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 
sions, for November, 1927, as com- 
pared with the same month the previ- 
ous year. Also these figures are shown 
for the first 11 months’ period of 1926 





ee ae oe 
yee tate Son 
Ieee % 


Left to 
Harold W. Steiner. 





right—Robert M. Steiner, 


J. Howard Steiner, Samuel Solomon, 


WHY IT’S FULTON 

No doubt most of the trade is 
already familiar with the chan 
which took place at Harold 
W. Steiner & Co., now known as 
the Fulton Electrical Supply Co., 
at 404 So. Clinton St., Chicago. 
There is a rather interesting little 
story connected with the selection 
of “Fulton” as the name for this 
concern. At first the owners 
thought “Clinton” would be ap- 
propriate inasmuch as they are 
located on Clinton St. However, 
when this name, along with a 
score of others was sent to be 
passed on Sy the copyright 
board, it was found that Clinton 
was unavailable. A couple of 
days later, before a name had 
yet been selected, a customer 
walked into the store and began 
to chat with Sam Solomon. In 
the course of the conversation 
the talk drifted to the subject of 
the name selection. When the 
customer was told that “Clinton” 
had been favored as a name, he 
remarked, “Oh, you were going 
to name it after the fellow who 
invented the steamboat, hey?” 
But he had his history twisted, 
and Sam told him so. “Why, 
Clinton was the bird who super- 
vised the building of the Erie 
Canal,” says Sam. “Well, who 
did invent the steamboat then?” 
the customer asked. Sam thought 
awhile and then it came to him. 

“It was Fulton,” says he. And 
right then and there he decided 
Fulton would be a fine name fo 
the company. . a 








COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
NOVEMBER 30, 1927 
NUMBER OF ACCOUNTS REPORTED 


% % 


Increase Increase 
November or 11 months or 

1927 Decrease 1926 1927 Decrease 

219 —102% 3847 3345 —13. %G 
1644 + 9.388% 13853 1716 
+160. % 240 195 
700 + 189% 9822 9717 
Atlantic.. 150 177 + «218. «% = 2051 1862 


1226 + 3.68% 


and 1927. Division 
* * * 

About Nites and Kurzonlites 

Joseph Kurzon, “The House of 
Service,” New York, has added to its 
extensive lines, a complete display of 
lighting fixtures and novelty furniture 1226 16813 
and lamps. This department is man- TOTAL AMOUNTS REPORTED 
aged by E. J. Renshaw who for a % - 
number of years was connected in the a Increase 

‘ : November or 
capacity of sales manager with Sam 1926 wees Diseranes 
Frost. “Cheer the Nites with Kurzon- $ 42,131 $ 29,476 — 30. % 
lites” has been the slogan adopted for ae “nae Looe = 
the lighting equipment line. 69,573 78,236 + 12.5 % 

Items in vogue for the average 22,940 17,118 — 254 % 
home such as coffee, end, and console 
tables, smokers’ lamps, etc., are 
prominently displayed along with the 
fixtures. The company has at the 
present time on the press a 1928, 
32-page fixture catalogue. 

This firm has its own building of 
five stories and handles in conjunction 
with the above a complete line of 
electrical supplies, appliances, etc. . 


New England 
Pacific Coast 26 
Central 

Middle & Southern 








TOTAI 16835 


11 months or 
1926 1927. Decrease 
$ 569,750 $ 517,554 — 9.16% 

94,571 203,697 +-115.3 % 
35,407 23,340 — 34. %G 
1,029,831 1,070,081 + 3.91% 
244,520 223,182 — 8.738% 

Atlantic - 


TOTAL........$144,985 $148,358 + 2.31% $1,974,079 $2,037,854 +- 53.9 % 
AVERAGE AMOUNTS 


November 11 

1927 1926 

$135 $1628 

New England 125 998 
Pacific Coast 115 1520 
Central 112 1218 1212 
Middle & Southern Atlantic 96 1265 1332 
Readers will note a sharp increase in accounts reported by the New England 
Division. This is due to increased Association activity in this section and not to 

adverse economic conditions. 





New England 
Pacific Coast 
Central 

Middle & Southern 





months 
1927 
$1698 
1308 
1588 
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A} Gass Works, INC. 


6101 West 65th Street 
Chicago 


Successors to 


THE INLAND GLASS MFG. CO. 


New Ownership — New Management 
A Strict Inland Jobber Sales Policy 


Manufacturing a Complete Line 
of Illuminating Glassware 


“Snow White” Commercial Units 


Residential Shades and ‘‘Electrics’’ 
— Decorated and Plain — 


Street Lighting Glassware 


Made in all Types and Sizes to 
cover every Lighting Requirement 


In Full Production — Write for Catalog and Price List 


“Sold Thru Jobbers” 
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‘SUPERIOR 
WIRING DEVICES 
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For every. type and “tone” 
of building 


A . 





Bryant 
Wiring 
Devices 


| en keeping pace with the trends 
in architecture — ever aware of the 
widely varying needs of widely varying 
buildings—and always anticipating the 


Write for 


efforts of architects, contractors and —_— 
this wiring 


builders, in whose creed “the fitness of 
things” includes also wiring devices— devices catalog 
The Bryant Electric Company is serving 












in a truly comprehensive way. 


She 
BRYANT ELECTRIC 
COMPANY 


BRIDGEPORT, CONN. 







NEW YORK 
PHILADELPHIA 


CHICAGO 
SAN FRANCISCO 









Manufacturers of Superior Wiring Devices” since 1888 
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Profits! Where Are They 


Coming From? 


(Continued from page 9) 


Hearl Honored 


Arthur F. Hearl, American Elec- 
trical Supply Co., Chicago, has been 
honored by being elected to the presi- 
dency of the central division of the 
Electrical Credit Association. 

He is the son of Mr. and Mrs. 
Ernest Hearl, and was born Septem- 


ber 25, 1886, in Chicago, where he at- | 
tended school with Jas. H. Taylor, | 


former president of the central divi- 
sion. The friendship of these two 
leaders of the credit fraternity was an 


inspiring thing—founded as it was on | 


mutual respect and admiration. 


His first job after leaving school 
was with the Chicago Fringe & Em- 
broidery Co., with which he was asso- 
ciated for nine years. 

He became associated, May 3, 1907, 
with the American Electrical Supply 
Co., and has never considered leaving 
it. Art, as he is affectionately known 
by Mr. Browne and a host of admiring 
friends, became secretary-treasurer of 
his company in 1914. 

It is generally conceded that Art’s 
absolute integrity and reliability, his 
tireless unselfishness, has done as 
much toward building up the American 
Electrical Supply Co., as any other 


factor. 
* * * 


N. E. L. A. Moves Head- 
quarters 

The address of the headquarters 
office of the National Electric Light 
Association is now 420 Lexington Ave., 
New York, instead of 29 West 39th 
St. The change in location was made 
in order to house, on one floor and 
under one roof, all headquarters de- 


partments and activities, in the inter- | 


est of economic administration. 

















s 


This is the new home of the H. C. 
Roberts Electric Supply Co., located at 
245 N. Broad St., Trenton, N. J. 





Nevertheless, any manufacturer can take this table and 
see 28 things that a large number of jobbers think it de- 


sirable that they should do. 


If he will go right down the 


line and ask himself: “Am I doing this?” or if not “Can 
I do that?” without any doubt he will see ways in which 
his practices and his policies with relation to the jobber 
can be improved in 1928 to enable the latter to do a more 
profitable business for himself and for the manufacturer. 

And by the same token, if the jobbers will give careful 
consideration to the 18 points outlined by the manufac- 
turers, they cannot help but improve their positions if 
they will act upon at least some of these suggestions that 
have been made in a spirit of co-operation. 





Telegrams Received from Prominent Jobbers and Manu- 
facturers Containing Valuable Suggestions on This Subject 


From Jobbers 
JULIUS ANDRAE & SONS CO. 


Manufacturers who sell products 
through jobbers and expect jobbing 
support should have one hundred per- 
cent policy and large as well as small 
orders should be handled through 
their jobbing outlets. Except in 
special case of Mazda lamps, con- 
signed stocks should be eliminated. 
Manufacturers well represented in 
certain territory should not disturb 


| trade conditions by disregarding job- 





bing policy in other territories not. so 
well covered. Too many manufac- 
turers agents on jobbing lines whose 
activities should be taken care of by 
jobbers. 


Juxuivs ANDRAE & Sons Co. 





CRANNELL, NUGENT & KRAN- 

ZER 

Profitable business to manufacturer 
and distributor can only be brought 
about when each party accepts re- 
sponsibility to other. Distributorships 
should only be granted those who in- 
vest and service. Manufacturers’ 
avariciousness has reduced distributors 
to brokers, they acting as purchasing 
agent for buyers. Fewer and better 
distributors produce more business 
and profits. 

W. J. Kranzer 





GREENFIELD ELECTRIC CO., 
INC. 
Ask the manufacturer to keep 
quality of his product up and not be 
stampeded by low quality and price 


From Manufacturers 


BENJAMIN ELECTRIC MFG. CO 

Would recommend concentration oi 
sales effort on lines that offer a con- 
structive and protective policy. Also 
analysis of advantage of carrying a 
sufficient and balanced stock, as there 
is undoubtedly a point beyond which 
inadequate stocks entail loss of dis- 
counts, extra office detail and slow 
delivery which impair service and eat 
up jobbers’ profits. 

W. D. Stee te. 





BULLDOG ELECTRIC 

PRODUCTS CO. 

The fetish of turnover has exag- 
gerated sales effort on staples with 
resultant smaller profit and when spe- 
cialties were sold they were handled 
on purely brokerage basis. Jobbers 
profits will be materially increased in 
coming year by those warehousing and 
selling well advertised specialty lines. 
There is a big field for jobber spe- 
cialists with warehousing function re- 
sulting in increased profits. 

L. H. Frank. 





COLTS PATENT FIRE ARMS 

MFG. CO. 

Referring your letter November 
twenty-ninth we feel intensive work 
by jobber in markets he can profitabl) 
serve eliminating expensive distant 
markets combined with careful selec- 
tiom and proper stock of lines carried 
would point jobber toward desired 
profits. 

D. G. Pue ps. 


(Turn to Page 48) 
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Blue Pearl Finish List fri ¢ € 
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Ivory, List Price 30¢ 
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Special hotel and office equip- Wall fixtures of a new type 

ment designed to meet every are now procurable in colors 

special need is an added to harmonize with the wood- 
R-P-CO Service gakt SWITCH-PLATE work of your home 








The New COLOR VOGUE a Switch-Plates 


IVE ME R-P-Co SwitTCH-PLATES.” That is ahead to the foremost leaders in their field. 


what customers say often enough. And Molded in eight beautiful colors, R-P-Co 
when they merely ask for colored switch-plates, switch- plates have bestowed upon them every 


usually what they mean is the R-P-Co switch- thought and care, to make them not only 
plates. For these switch-plates are sanitary and _ beautiful to the eye, harmonious with the deco- 
easy to clean, exquisite and beautiful as only rative effect, but behind it, efficient and capable, 
Du PonT MATERIAL can make them. so far as their electrical and mechanical require- 


ments are con : 
You dealers who put R-P-Co switch- -plates in ents are concerned 


a 28 eee: OR CS ND eer ree teense recess 1 


SEND FOR #4 GENTLEMEN: 
windows will profit more. mh 5 


L) 

! 

L} 

a | your switch-plate and catalog. 

The growth and possibilities of R-P-Co switch- ; SWITCH- rag ee 
plates is nothing short of astounding. Within — | — eee eee 
a few months, from what may be aptly de- | en menenedy niyeegehiest 

I 
scribed as a “standing start’, they have leaped 1 ee : 


ROBINSON PRODUCTS, Incorporated 


S. W.COR. ORIANNA and CUMBERLAND STS., PHILADELPHIA 
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Brighter Business 


TRADE MARK REG. 


ITE 





Now is the time to Make More 
Money with Reynolite Plural Plugs, 
Heater Connectors, and Cord Sets 


January and February are 
good months of the year for 
the sale of heater and appli- 
ance connectors, cord sets, 
plural plugs, outlets, etc. 


During the short, dark days 
of winter, lights are required 
at breakfast and again long 
before sundown. Then, too, 
these are the days shortly 


after the season of gift giving 
when toasters, percolators, 
heaters, lamps, radios and 
other appliances call for many 
additional outlets. 


This demand can be best 
supplied with Reynolite 
plural plugs, extensions, 
heater and appliance cord 
sets. 


a 
A\'@,"* 





REYNOLITE DIVISION, REYNOLDS SPRING COMPANY 


JACKSON, MICHIGAN 


New York Philadelphia Pittsburgh Detroit Chicago Dallas Los Angeles Atlanta Denver 



















NY 


nver 








January, 1928 





THE JOBBER’S JSALESMAN 


43 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Oklahoma Business 
Phenomenal 
The growth in population and the 
tremendous building operations in 
Oklahoma continue to astonish even 
the natives. 
Tulsa has 75 millionaires and a 


man couldn’t throw a rock with his | 














| ination of jobber price cutters. 








without hitting a structure 


The 


eyes shut 
of some kind being erected. 
Philtower scrapes the sky to the tune 
of 20 stories and all around are 
lesser structures going up. 

In seven years Oklahoma City has 
had an increase of 80% in electric 


meters and telephones. It is estimated | 


that 1,200 families a month were mov- 
ing to the city in the fall. “Such 


popularity must be deserved.” 
* * * 


Jules Lazard Married 

Jules C. Lazard, sales manager at 
the Electrical Supply Co., New Or- 
leans, La., was married on December 
28, to Miss Rosemary Herold at 
Shreveport, Miss Herold’s home city. 
The romance began at Newcomb Col- 
lege, New Orleans, while the lady was 
a student there. 

Far be it from us to insinuate that 
love and golf do not mix successfully. 
The fact remains, however, that J. C. 
was a top-heavy favorite to win the 
Shreveport tournaments in 1926 and 
1927 and failed both times, with his 
fiancee in the gallery. Oh, well, how 
could any man keep his eye on the ball 
with the wedding march running 
through his head? 

Just to prove he is still a top-notch- 
er, Mr. Lazard won the championship 
of the West End Country Club, also 
the invitation tournament at Brown’s | 


| 


Wells, Miss. | 





From Jobbers 


merchandise. Sell only through rec- 
ognized distributing channels at sug- 
gested trade prices insisting that his 
distributor does make some profit on 
his line. His service automatically 
follows this set-up. 

Tue GreENFIELD Exec. Co., Inc. 





INTERSTATE ELECTRIC CO. 


More selective distribution and elim- 
Dis- 
continue unnecessary slow moving 
items thereby increasing turnover. 
More satisfactory arrangement on 
merchandise exchange in case of ob- 
solescence or change in design. 
Larger margin profit enabling jobber 
to help dealer be better merchant 
which cannot be accomplished on 
present margins. 
Interstate Exec. Co. 





E. B. LATHAM & CO. 
Would suggest that manufacturers 


_undertake a broad national educational 





campaign on the use of home electrical 
devices. Improve methods of distri- 
bution through the jobber. Eliminate 
duplications in wiring devices and ap- 
pliances and give reasonable guarantee 
against loss through obsolescence and 
changes in prices. Discontinue manu- 
facturers’ local warehouse stocks. 

| E. B. Latnam & Co. 





C. J. LITSCHER CO. 
The crying need in the industry is 
the development of new business. All 


_manufacturers can help themselves 





_and their distributors by financially 


and morally supporting the rewiring 
and refixturing campaign along the 
lines laid out at the recent industry 
conference on market development. 


| Manufacturers can aid this movment 


effectively by featuring it in all of 

their advertising and other forms of 

publicity during the coming year. 
@uris. J. Lirscuer 





MISSOURI VALLEY ELEC. CO. 
Manufacturers should limit the 
number of their distributors to finan- 
cially responsible concerns in estab- 
lished jobbing centers and quote 
prices only to their distributors. 
Their advertising should be confined 
to setting forth the merits and desira- 
bility of their own merchandise rather 
than its superiority over competing or 
substitute lines. H. A. Esver. 


(Turn to 


From Manufacturers 


E. T. CUNNINGHAM, INC. 

Reference your letter November 
twenty-ninth, in my opinion jobbers 
who make most out of their radio busi- 
ness nineteen twenty-eight will be 
those who analyze their market trad- 
ing area and supply sets and equip- 
ment best adapted. Market now defi- 
nitely divided into two classes; name- 
ly, sets for battery power and sets for 
current supply. 

Hersert H. Frost. 





CUTLER-HAMMER MFG. CO. 

Your favor November twenty-ninth 
we are endeavoring to make earnest 
and intensive study of desires and ne- 
cessities of customers and to have on 
hand or in process goods required 
which should enable us to render serv- 
ice at minimum costs, quality consid- 
ered. Can give no better advice to 
others. 


B. L. Worpen. 





BRYANT ELECTRIC CO. 
Replying to your inquiry November 
twenty-ninth. Believe a source of 
substantial net profit for the jobber 
lies in concéntrating effort and think- 
ing on fewer lines of merchandise and 
not paralleling items in the lines car- 
ried. Competition has become so keen 
that the net on sales is a very narrow 
margin which has to be multiplied 
many times by turnovers to produce 
a net profit on the investment in the 


M. A. Curran. 


business. 





CENTRAL TUBE CO. 

The jobber during nineteen hundred 
twenty-eight should be particularly 
careful to avoid any entangling alli- 
ances which will preclude his supply- 
ing preferred brands of merchandise 
with correspondingly less sales resist- 
ance, especially when the manufac- 
turers of such material have evidenced 
their belief in the efficiency of jobber 
distribution. 

Wituiam G. CamMpBELL 





CURTIS LIGHTING, INC. 

The jobber should dispense with 
parallel lines. Carry comprehensive 
stocks to promptly and fully meet de- 
mand. Also plan ahead sufficiently to 
avoid telegraphic orders for direct 
shipment. He should continually re- 
mind his salesmen of the efficient co- 
operative help offered by manufac- 


Page 46) 
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foresight 


Next year she may want an electric clock 
or another lamp. Protect good will by 
wiring the home for future needs. 


AMILIES never foresee how many outlets they 

will need to serve all the electrical devices they 
eventually buy. Moreover, when building a home, 
they are pretty sure to economize: to be satisfied with 
inadequate wiring. 


But when outlets run short you alone will be 
blamed for an incomplete job. Protect your good 
will by suggesting plenty of outlets when the home 
is built—suggest them to the owner—and to the 
architect for you know best how soon installations 
are outgrown. 


Sell C-H Duplex Receptacles instead of singles— 
and plenty of them. Explain that the attic and base- 
ment can be made comfortable, cheerful parts of the 
home at a small cost. Suggest lights in all closets, 
turned on and off automatically by C-H Door 
Switches—and C-H 3-Way Switches for all stairways. 


When selling C-H Wiring Devices you are backed 
by over 30 years of experience in designing better 
electrical equipment: another protection to good 
will, another way to secure the personal advertising 
of every home owner for your conscientious work. 


We will gladly mail you complete information and your 
jobber can supply the C-H Wiring Devices you need. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 














C-H Duplex Receptacles are | genuine 

moulded Thermoplax — unusually strong 

and shallow. Large binding posts make the 
wiring easy. 





C-H Toggle Switches are the ultimate in 
fine switch design. Easy and positive in 
action, they are built shallow and rugged 
for easy installation and long servite. Sup- 
plied in single-pole, double-pole, 
and 3-way types. 





C H Push-Button Switches for fush mount- 

ing, like thetoggle type illustrated above, are 

unusually strong and shallow. Large bind- 
ing posts are provided. 





C-H Automatic Door Switches are unusu- 
ally convenient controlling the lighting 
of closets and the like. The light is auto- 
matically turned on when the door is 
opened. Designed for installation in any 
type of box. 


& 


AMMER 
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can supply 


Sell complete convenience — 


build good will 






















CINVece sstttes 











46 THE JOBBER'S{A)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


Changes in Personnel 

Z. W. Exuts has been appointed 
purchasing agent of the North State 
Electric Supply Co., Raleigh, N. C. 

L. Joun Beroman, who recently 
resigned his position as assistant 
treasurer of Pass & Seymour, Inc. 
with whom he has been connected for 
the past 25 years, is now assistant to 
Mr. Kline in the management of the 
business of the Western Light & Fix- 
ture Co., Los Angeles. 


Cuas. SHELBURNE has been em- 
ployed in the purchasing department 
of the Gertler Electric Co., Inc., New 
York. 


Francis W. Arcuer, son of F. M. 
Archer, 
manager of the Superior Supply Co., 
Bluefield, W. Va., has been placed in 
charge of iocomotive and industrial 
renewal parts. 
uate of Princeton and was formerly 
in the engineering department of the 
Westinghouse Electric & Mfg. Co., 
Philadelphia. 





C. W. Aven has been appointed 
assistant treasurer of the Northwest 
General Electric Supply Co., Minne- 
apolis, succeeding E. C. Carlson, who 
resigned. 


C. A. Heiser has been appointed 
assistant sales manager for the South- 
west General Electric Supply Co., 
Dallas, Tex. C. A. knows the busi- 
ness and the territory thoroughly and 
his promotion is well deserved. 








Out in Jamaica, Long Island the other 
day we very unexpectantly saw Ed. Dan- 
nenberg—very pleasant surprise. Ed. is 
still selling signal apparatus for Stanley & 
Patterson of New York. 


Mr. Archer is a grad- | 








| to make a living profit. 


| 





vice-president and _ general | 





From Jobbers 


MOOCK ELECTRIC SUP. CO. 

The manufacturers should discour- 
age the sale of their electrical prod- 
ucts by the utilities companies except 
on prices and terms at which these 
products must be sold by regular elec- 
trical merchandising channels in order 
Suggest that 
the utilities companies reduce _ the 
price of current consumed. 


P. E. Moock 





NORTHLAND ELECTRIC SUP. 
CO. 

Manufacturers could best help job- 
bers by eliminating stocks they now 
carry in jobbing centers, by direct 
sales representatives who will work 
with us, manufacturers agents carry- 
ing many lines often unethical and not 
constructive. Give jobber more spread 
thus enabling him to do constructive 
work for manufacturers and jobbers. 

Nortuianpn Exec. Suppry Co. 





PEABODY ELECTRIC CO. 
Manufacturers could increase job- 
bers profits in twenty-eight by cutting 
down number, styles and sizes. Pack 
goods in smaller re-shipable carton 
quantities. Spread their advertising 
over more mediums. Have division or 
sales manager personally interview 
prospective distributors before ap- 
Do more field promotional 
Atvan D. Prasopy 


proving. 
work. 





PIEDMONT ELECTRIC CO. 

It’s my thought the determining 
factor in merchandising from now on 
is Simplicity and the manufacturer 


' who will express that, not only in 


what he makes but in his methods of 
selling, will obtain the quickest and 
most profitable results because every- 


_ body is today too busy to give much 
_ consideration to the other fellow’s 
| problem, what he has to sell and how 


he wants to sell it. 
Won. Farr 


REVERE ELECTRIC CO. 

Many of the ills of the electrical 
industry could be relieved by closer 
co-operation of all branches. Manu- 
facturers curbing activities certain 
manufacturers agents would be a big 
step in the right direction. Respecting 
the proper channels of distribution 
would materially change many of the 
difficulties existing at present. 

Revere Exec. Co. 
(Turn to 





From Manufacturers 


turers of his chosen lines. 
always take full profit. 
Norman B. Hickox 


Final], , 





ERIE MALLEABLE IRON CO. 
Jobbers should focus on manufa 
turers whose product is profitable t 
jobber and restrict their activiti: 
with manufacturers willing to debauc' 
prices for the sake of volume. Jol 
bers should limit volume in ratio pe: 
dollar invested capital; this will pro 
duce larger revenue. 
CiintTon Stark 





HUBBARD & CO. 

Preach and work for a united elec 
trical industry based on the belief that 
no one branch of the industry can b: 
truly successful without the co-opera 
tion and the success of every other 
branch. C. L. Perce, Jr. 





INDIANA RUBBER & INSU- 
LATED WIRE CO. 

The two most important features 
of a jobber’s success is in stocking of 
quality products well advertised, ani 
service. Jobbers should adopt at onc: 
the policy of carrying the highest 
quality article of each in its respectiv: 
line, carry sufficient stock to give quick 
service and then watch a profitable 
business grow. 

R. W. SerBerLinG 





GEORGE RICHARDS CO. 

Better profits are in store for job- 
bers as well as manufacturers on the 
occasion of improved business condi- 
tions. With or without these improved 
conditions, a good method for improv- 
ing of profits can be found in the or- 
ganizing of local groups to develop a 
more profound knowledge of each 
others problems of costs and of serv- 
ices performed. 

Geo. C. RicHarps 





STANDARD ELECTRIC STOVE 
CO. 

Be a jobber. Stock articles that 
sell, push articles you stock. Manu- 
facturers can get agents to take orders 
for factory shipment making longer 
profit, but if the jobber will function 
as a jobber he will build this business 
for himself and increase the business 
of the manufacturer he represents. 

Cuaries A. Pierson 
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Our Catalog Describing 
theNEW LINE of 


BENJAMIN 
STARRETT 


Panelboards and Steel Cabinets 
for Light and Power 


Ce 
Let us send you this book. It pictures 


vividly all the unusual features and 
improvements in this new line of open 
front, dead front and safety panelboards. 
It also lists a complete line of metering 
panels, power panels and steel cabinets. 





FEATURES: 


Underwriters approved 30-ampere, 250-volt HEAVY 
DUTY tumbler switches in double-pole and single- i 
pole. 


Switches removable individually from front without 


The practical arrangement of this cata- 
log and the unusually clear illustrations 


removing trim. 
3 Full four-inch gutter space on all four sides of panel. 


4 All fuse receptacles are individual and are easily 
removable from front. 


5 Fuse receptacles have slot at side which permits test- 
ing of fuses without removing same. 


6 Heavy gauge steel back on which are mounted unit 
bases. 


. 


7 Panels are provided with adjustable mounting studs 
so that panel adjustment may be made both in and 
out and laterally. 


8 Unit composition base for all types of branch switches 
assures interchangeability of parts. 


i) All metal panel parts rust-proofed. 


10 Switch plates removable from front individually. 


Il 
12 


Unquestionably the finest looking panel on the 
market. 


Boxes shipped from stock for immediate installation. 
Unit section assembly assures prompt delivery of 
panelboard. 











make it easy to select the right panel 
for any job in any type of building. 


Note the long list of special features. 
These combine every good idea that 
long experience and engineering skill 
can devise to make these panelboards 
the easiest to install, the best looking 
and most economically maintained on 
the market to-day. 


Your name and address on post-card 
or letterhead will bring the catalog free. 
Write to-day. Ask for Catalog SJ-5. 


Benjamin Electric Mfg. Co. 


120 S. Sangamon Street 


New York 


Chicago 


San Francisco 





SO 


rrr ar 


18 THE JOBBER’SMJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





W. T. Heddinger is general manager of | 


the Graybill Electric Co., York, Pa. 
Judging from his open countenance it 
might be said:—“So sweetly is his tongue 
speech fashioned that men trow his every 
word.” 








All Electric Bowlers 


Toledo has an all-electrical eight- 


| WESCO SUPPLY CO. 


From Jobbers 


| RUMSEY ELECTRIC CO. 


Answering your letter thirtieth 


‘have following suggestions to offer. 


| Advertise their products locally as 


well as nationally, publishing net price 
lists for the dealer trade and consumer 
trade. Encourage dealers to buy from 
distributor and consumer from dealer. 


| Make all prices F. O. B. destination. 


Relieve jobber of stock made obsolete 

due to changes by manufacturer. 

Guarantee against decline in prices. 
Cuaries H. Ketiry 


| F.H. STEWART ELECTRIC CO. 


If I were a manufacturer I should 


call a meeting of my leading distribu- 
| tors to get their ideas for mutual 


team bowling league, which is com- | 


posed of teams from jobbing houses, 
manufacturers, contractors and_ the 
central station. 

That this league has better than 
the usual run of bowling talent is 
shown by the fact that 37 of the 
players have averages in excess of 
150. The highest single score is 263, 
made by Charley Potts, a contractor. 
The contractors’ team holds the high 
game score, 1012. The F. Bissell Co. 
850 and the Standard Electric Stove 
Co. with 819, have the season’s high 
averages. 


The following teams comprise the | me Digs : ; 
|of distributing mediums on part of 


league: The F. Bissell Co.; Standard 
Electric Stove Co.; Electric Business 
Ass’n.; Jeannin Electric Co.; Com- 
mercial Electric Co.; Toledo Edison 
Co.; Scannell Electric Constr. Co.; 
Toledo Chandelier Co. 

* * * 


O’Brien Electric Moves to 
New Building 

Announcement has been made of the 
removal of the O’Brien Electric Co., 
Inc., to its own building at 327 West 
126th St., New York. Two entire 
floors are devoted to the display of 
The bal- 


ance of the building is devoted to the 


exclusive lighting fixtures. 


carrying of a complete stock of the 
numbers on display in the showroom, 
and in its new catalogue. 


benefit. 
signed stocks and excessive profitless 
competition. Look toward the future 
and make distributors territorial 
agents. Listen to distributors obtain 
closer and better co-operation and deal 


Stop overproduction, con- 


direct with them. 
Frank H. Srewart 


Manufacturers should carefully 
avoid overproduction next year. Re- 
move or reduce to minimum in estab- 
lishing selling prices such factory 
charges as liquidated development ex- 
pense, depreciation, etc., and firmly 
ignore threats, promises or other in- 
ducements from large buyers desiring 


| to buy direct and eliminate their dis- 


tributors. 


W. R. Herstein 





| WETMORE-SAVAGE ELECTRIC 


SUPPLY CO. 


Closer confinement and supervision 


| manufacturers would result in better 


prices thereby permitting a reasonable 
profit. 
on to give customers demands better 
margins of profit and policy of the 
manufacturers should be to help ac- 


Special service we are called 


complish this. 
E. V. Wetmore 


Korsmeyer in New | Building f 


The Korsmeyer Co., Lincoln, Neb., 
has just moved into a new brick, fire- 
proof building at 412 S. 9th St., which 
was built from its own plans. The 
building has two stories and a base- 
ment, with a total of 18,750 square 
feet of floor space. The office, ship- 
ping rooms, and counter-sales are Jo- 
cated on the first floor, and the rest 


From Manufacturers 
TRUMBULL ELECTRIC MFG. 
CO. 

Let jobber consider carefully ba! 
ance between turnover and stock for 
service. Point sales energies toward 
lines with profit and employ enougl: 
high grade men to put program across 
making a balance between low-profit 
material and the better lines on whic! 
there is a profit. 

J. H. Trompe 


TRUMBULL- VANDERPOEL 
ELECTRIC MFG. CO. 

Let the jobber’s salesmen concen- 
trate on profitable material. Unprofit- 
able business will come to him without 
invitation. Jobbers get into partner- 
ship with your manufacturers and de- 
velop the best way to solve your 
common problems. Jobbers should 
co-operate with their competitors 
against unprofitable resales on mate- 
rial having an established demand. 

Harmon J. Coox 


_—_ 1 


TUBULAR WOVEN FABRIC CO. 

Let’s make nineteen twenty-eight 
more prosperous by living and teach- 
ing the spirit of co-operation: first 
with customers by helpful guidance; 
second with suppliers by knowing the 
goods we sell, and third with com- 
petitors by getting to know them 
better and realizing they are human 
and want some profit too. 

W. E. Sprack ine 


WIREMOLD CO. 

Back up electrical inspectors in 
campaign to let the Code decide, and 
co-operate with them in discouraging 
sale and use of sub-standard materials. 
The elimination of special local rul- 
ings and special privileges will give 
the industry and the public the bene- 
fits of mass production of safe ma- 
terials. 

D. H. Mureny 


of the building is devoted entirely to 
stock. The fixture salesroom is in the 
form of a small brick house adjoining 
the main structure. 

This company has sold out its retail 
business and is now selling wholesale 
only. 

It has also just taken on the Rice 


line of refrigerators. 
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‘BUSS FUSES 


APPROVED IN ALL 
TYPES AND SIZES 


Buss 























The greatest saies argument you have is the 
silent approval of satisfied users. 


When you tell your customers that such an 
industrial plant as the Niles Tool Works, Hamilton, 
Ohio, makers of the famous Niles Boring mills, large 
machine tools and cranes, have installed Buss Renew- 
able Fuses because they must have the most dependable 
Electrical Protection, you are driving hom the thought, 
“If this company places their huge plant in the safe 
hands of Buss Fuses why should we not do the same?” 


Any production interruption is a deadly 
drain on profits. To guard against interruptions caused 
by unnecessary fuse blows, due to poor contact, Buss 
Renewable Fuses were selected because their design and 
construction reduces the possibility of poor contact to 
a minimum, 

Tell your clients about this case. It is a 
— talking point in favor of Buss Renewable 

uses 





BUSSMANN MEG. CO. - ¢ St. Louis, Mo. 
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S. W. G. E. Men Win Prizes 


Below is the final score in the Hot- 
point golf tournament staged by the 
Southwest General Electric Supply 
Co. A quota was given each man for 
the 18 holes played, and he was al- 
lowed 72 strokes for the course. If 
he made 83 1/3% of his quota the 
first week he would be credited with 
1/8 of 18 holes or 6 holes. As 1/3 
of 72 is 24 he would have made these 
six holes in 24 strokes or four to each 
hole. Bill Goodwin, sales manager, 
said: “If they could shoot on the 
links as they did in this contest, they 
could play Bobby Jones.” Inciden- 
tally the entire group turned 200% 
of the grand quota. 

Grand Prize D. U. Gaston. .$50.00 


OKLAHOMA TERRITORY 


First Prize D. U. Gaston. . $25.00 


Second Prize M.C. Huie.... 15.00 
Third Prize R.S. Gack.... 10.00 
Houston TERRITORY 
Kirst Prize J. O. Bell... . . $25.00 


Second Prize L. J. Locke... 15.00 
Third Prize W. P. Dudley.. 10.00 
Da.uias TrerRITORY 
First Prize R. R. Morgan. . $25.00 
Second Prize G. K. Clement. 15.00 
Third Prize L. Hoffmaster. 10.00 

D. U. Gaston won both the Tulsa 
and the capital prize. 











The reason for the downcast expression 
on the two gentlemen above is the fact 
that their manager is not in the picture. 
These Graybar men are certainly loyal— 
we had to give C. W. Hocenberg, of the 
billing department, and A. M. Hober, 
service supervisor, of the Harrisburg, Pa. 
house, a five cent cigar each to have their 
pictures taken when B. F. Neal, Jr. local 
manager, was out of town. 





Statement By 
Gerard Swope 


The following is a statement 
by Gerard Swope, president of 
the General Electric Co., re- 
viewing business conditions for 
1927 and commenting on the 
outlook for 1928: 

“The electrical manufactur- 
ing business for 1927 has, on 
the whole, been satisfactory, 
and about the same in volume 
as the previous year. The use 
of electric current in homes 
and factories has increased 
seven percent over 1926, and 
with the exception of 1921 has 
shown an increase each year 
since 1919 when the index was 
‘first prepared, and the con- 
sumption in 1927 was more 
than double what it was in 
1919. This is becoming one of 
the best indices of general and 
industrial conditions in Amer- 
ica. 

“The outlook for 1928, is on 
the whole, favorable. Econom- 
ic conditions are sound and 
the satisfaction of the demand 
of 120,000,000 people should 
provide ample business activi- 
ties with the usual attendant 
improvement in the art. Earn- 
ings of labor have never been 
so high and with a continuance 
of good business their earnings 
should continue and employ- 
ment become steadier.” 











Graybar New Orleans 
Changes 


S. A. Greco has been transferred 
from the Atlanta house to New Or- 
leans, working on quotations as before. 

W. Frank Bartlett has been pro- 
moted from the New Orleans office to 
city salesman. 

* * * 


Jobbers Sales Activities 
CarroLtt Exvectric Co., Washing- 
ton, D. C.—A Dover “Gift to You” 
campaign and also one on Torrid ap- 
pliances are under way. 


Western Ligut & Fixture Co., 
Los Angeles.—Beginning January 1, 
this company will send a monthly 
letter to the trade entitled “Supply 
Servicegram.” The name is a tie-in 
with the company’s slogan “Snappy 
Service.” 


C. H. Annis Resigns 

C. H. Annis has resigned his posi 
tion as sales manager of the Mid-Wesi 
General Electric Supply Co., Kansa, 
City, Mo. Mr. Annis has been with 
the Mid-West company for a good 
many years and his many friends in 
the industry will be sorry to learn that 
he has severed connections with the 
former B-R company. 

* * * 


Des Moines Business Good 

Larry Bodkin of the Electric Con- 
tractors Supply Co., Des Moines, Ia., 
reports that November business turned 
out to be the best it has had in any 
month in the last six years. October 
had shown a ten per cent increase over 
any previous month, but when the 
records for November business were 
completed, they showed an increase of 
16 per cent over October. 

* * * 


Andrae Takes Over Water- 
loo House 

Effective November 1, 1927, the 
wholesale electrical and radio business 
of the Waterloo Electrical Supply Co.. 
Waterloo, Ia., was taken over by the 
Julius Andrae & Sons Co., of Mil- 
waukee, Wis., and is now being oper- 
ated as a branch of the latter. 

















Oh! Oh! The boy with the fatherly 
smile is J. L. (Hotpoint) Knapp, St. 
Louis representative of the Edison Elec. 
Appliance Co. The smile is one of an- 
ticipation, however, as the fine looking 
baby doesn’t belong to Knapp. The baby 
is Robert Lee McCauley, heir apparent 
to the throne and fortunes of W. R. Mc- 
Cauley, Wesco sales agent, Springfield, 
Mo. 
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Why a Wagner Fan? 


pena the turnover of Wagner Fans 
is unusually rapid, you need never lose 


sales because of insufficient supply. The 
Wagner Service from Branch Stocks is 
prompt and reliable. 


24 Wagner Service Stations throughout 
the country are located so that one right 
in your territory stands ready in emergency 
to serve your slightest or greatest need for 
either alternating - or direct - current types. 


Breeze Direction Control 


Without moving the base of the fan, the air current from any 
Wagner Fan can be directed up or down by tilting the fan. 
Locking the fan in any desired position is accomplished by 
a winged screw nut. On the 12- and 16-inch Wagner Fans, 
automatic oscillation shifts the breeze to the right or left though 
the base is screwed fast. Ninety or forty-five degrees is the 
convenient control of this arc of oscillation. 









ag _=—_-_,— - ® : 
MOTORS TRANSFORMERS 
Single-phase, Polyphase and Power, Distribution and 
Fynn-Weichsel Motors Instrument 





FAIR anv COOLER 


ny 


CONTINUED 
COOL 





FAIR WEATHER 





COOL BREEZE 










LONG STRONG 
BREEZE 





FANS 
Desk, Wall and 
Ceiling types 


WAGNER ELECTRIC CORPORATION ... 6400 Plymouth Avenue, St. Louis, U. S. A. 








Products: 


Wagner... 


National Motor Service 


AGNER Products are sold by 24 

Wagner Branch Offices and Service 
Stations and by authorized Wagner distribu- 
tors and dealers. 


Wagener Dealers are selected first, for their 
standing in the community in which they are 
located, and next, for their ability to provide 
their communities with a service ol real 
economic value. 


Wagner Products are good products and 
Wagner Dealers are firms who have the 
reputation of selling only the best and of 
being able to furnish full electrical service to 
their customers. 


The Wagner Electric Corporation will be 
pleased to explain its Dealer Plan to firms 
which meet these specifications. 





TRANSFORMERS ... Power, Distribution and Instrument 
FANS ... Desk, Wall and Ceiling types 





MOTORS ... Single-phase, Polyphase and Fynn-Weichsel Motors 


WAGNER ELECTRIC CORPORATION — 6400 Plymouth Avenue, St. Louis, U.S. A. 


61-6238-1 
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Add famous alibis. 


“Where do you get that stuff, driving up on the sidewalk?” 


asks the sheriff sternly. “Well, Ossifer,” answers H. E. Hubbard, city salesman, Fobes 


Supply Co., San Francisco, Calif., “you see there was a 


girl—” 


“That’s enough, here’s a ticket,” says J. J. McDonald the hard-boiled constable. 
J. J. is with Beatly Electric Co., So. San Francisco. 





Norman S. Brown 
(Continued from page 16) 


ing, was at 1124 Pine St. where the 
first stock was carried. Starting 
modestly, as most young organizations 
do, it was customary that salesmen 
selling merchandise also acted as the 
shipping department and they even 
did the billing and collecting. Norman 
did his share of all these things. 

Within a few years it was necessary 
to move into larger quarters, so, in 
1915, the young concern moved to 
1515 Pine St., continuing to prosper 
there for five years. Again needing 
more space, they leased the five story 
building at 1504 Pine St. for five 
years. At the end of this lease the 
basement at 1515 Pine was added. In 
June, 1927, the two story building 
west of 1504 Pine was obtained. To 
secure maximum efficiency three open- 
ings were cut in the intervening walls, 
making the two buildings one. 

The Brown & Hall Supply Co., at 
the outset, confined its attention to 
heavy construction material but soon 
worked its way into general wiring 
supplies, merchandising and _ higher 
profit specialty lines. Brown & Hall 
are, in fact, one of the outstanding 
instances of the power of the electrical 
jobber in radio. Distributors of the 
Atwater-Kent line in the “49th State,” 
each year they stand among the first 
in reaching their quota, among all of 
the Atwater-Kent distributors in the 


United States. Believing that the 
possibilities in radio are unlimited, 
they not only do a very large business 
in sets but also in all radio accessories, 
making radio one of their major 
activities. They are great believers in 
advertising and use efficiently all pub- 
licity matter furnished by the sup- 
pliers, and co-operate to the fullest ex- 
tent in all advertising campaigns. 
Their booth has always been a “show 
spot” in the St. Louis Radio Trade 
Shows. 


“Cap” Brown, as he is known 
among his intimates, has the happy 
faculty of making real friends of his 
trade and always brought in a big 
sheaf of orders personally. Likewise 
he personally saw that they received 
proper attention. The friends he 
made in his early days are still among 
his best customers. 


His thought is that every dealer buy- 
ing Brown & Hall merchandise is a 
part of the organization, a salesman 
not on the payroll. While among his 
personal friends are some of the most 
influential people in the Southwest, 
the humblest counter customer of the 
company is always welcome in his 
office. ' 

He believes in sticking close to his 
natural trade territory as he knows 
when one goes outside of it cutting 
the price to obtain business is almost 
a necessity. “Make your own terri- 
tory every 10 days, then comb the 
highways and byways, help out your 
dealers, and the non-electrical compet- 
itor will not get the business to which 
he isn’t entitled,” says “Cap” Brown. 

He is a home-loving man with three 
small children among whom he spends 
most of his time away from the office. 
Fred Wiebe, vice-president and gener- 
al manager, says his principal vice is 
pitching horseshoes and Fred claims 
that he throws a wicked open shoe 
when experts in this sport get to- 
gether. Also, like many other St. 
Louisians, the last two years, he is an 
ardent baseball and aviation fan! 














The Fobes Supply Co., San Francisco, furnished this group. 
M. S. Henoch, Westinghouse; R. F. (Bob) McDonald, sales manager; his brother. 
J. J. McDonald, Beatly Elec. Co., and H. E. Hubbard, city salesman. The insert is 
W. I. Powell, Fobes road salesman. 











Left to right: 
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THE V SAFETY SWITCH AIDE 


anything the matter with him? No more 


. | 
Sound business methods than there is in any other industry. 
. . During 1928 some folks are going broke. 
will help the jobber How about the Butcher, the Baker and 
4 the Candlestick maker? Some of them 
— Say $s S taible are going broke along with a lot of other 
folks. But—how about the jobber whose 
methods compare favorably with those of 
his banker? Won't he have a nice little 
2% net profit or more on his turnover at 
the end of the year? Accurate account- 
ing methods will guide him to honest 
resales. Good business judgment will 
lead him to take on the right lines. He 
will leave price cutting to his competitors. 
Which one is going broke? 

Knowledge of the industry will make it 
possible for him to teach his salesmen 
the right way of selling. And these 
things will give him, best of all—a high 
grade reputation. With such a reputa- 
tion his business may be destroyed by 
earthquake, but the next morning he will 

be in business and making a profit. 


FRED STAIBLE FRED STAIBLE, 


Why so much fuss and stew about what | District Representative of the Trumbull- 
is the matter with the jobber? Is there | Vanderpoel Elec. Mfg. Co. at Denver, Col. 

















TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


BOSTON CLEVELAND 


On the Pacific Coast—C. Dent Slaughter. 


SAFETY 3 
SWITCHES 


NEW YORK DENVER CHICAGO PHILADELFHIA 








A Model Store 


Four jobbers joined in contributi:, - 


| the floral decorations for the openit.. 


of this electrical dealer’s store—Iro), 
City Electric Co., Pittsburgh, Unio, 





Star Elec. Co. 


Electric Co., Pittsburgh, E. S. & E 
Co., Erie, and Star Electrical Co., 
Erie. To the last named we are in- 
debted for these photographs. 

The dealer is the firm of Dame & 


| Westergren, Titusville, Pa., a city of 

_ about 15,000 population, and they are 

| to be congratulated in having a store 
_of this character, which does credit 
to the electrical business. 











A bit of fun is relished by the best of 
men—Herman Josephs, secretary of the 
Reno Sales Co. of Brooklyn, N. Y. play- 
ing the leading role in a bit of impromptu 
comedy, supported by fair assistants. 
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Old Time Stuff a — — 
Thirty years in the socket and still THE V SAFETY SWITCH AIDE 


going strong! That’s the proud rec-| —— ~~ 
ord of this 32 C. P. 1100 Thompson- | 


Houston (T-H) base lamp. In the —Just a part of V Service 


photograph Chas. Jones, city sales- 


























Old Time Stuff 


man, Sterling Elec. Co., Minneapolis, 
Minn., right, is showing the lamp to 
Ernie Lindquist, sales manager. 











To make it better, this same Chas. 


, Jones sold the lamp in 1897. He was A ¥Y Special Double Throw Change Over Safety Switch 

sy then with the Electrical Engineering 

r Co., Minneapolis. The lamp has been The big ¥ Safety Switch in this picture is 6 feet 
4 in use in the Hennepin County Court- wide, 4 feet high and 18 inches deep and weighs 
f — pm a. rong 6 , ae 1760 pounds. Compared to the standard types of 
| POS ee ay, aye ¥ Safety Switches shown on the top it’s a whale. 


re has been an electrical salesman in the 





Twin Citi Here’s the interesting part of it. A jobber’s sales- 
win Cities for 40 years, and no : ; . : 
doubt ‘pouldl: Gk dep’ ctane aldée” tate. | man did a good job of selling because he sold this 
otal | switch and we made it, and we don’t even know 
where it went. Now the Jobber that this salesman 
works for, paid one thousand times as much for 
this switch as he would pay for the smallest one 
shown above—but his profit probably was three 
times as much as it would have been for 1000 of 
the small ones. All this to prove that the jobber’s 
salesman can sell special and highly profitable items 
for his house—and also to let you know incidentally 
that we can make anything in the Safety Switch 
line and our service is yours for the asking—and 
that goes. 
The most complete line of safety and knife switches 
in the world. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


BOSTON CLEVELAND CHICAGO PHILADELPHIA 





it 
































DENVER 





NEW YORK 





On the Pacific Coast—C. Dent Slaughter. 


All ready for the first tee. In three | AI | Y 














of 

the minutes they will know whether or not 

ay- they are off their game today. At the 

atu left, E. F. Sttong of the National Lamp | 
Works with L. A. Woolley, president of 
L. A. Woolley, Inc., Buffalo. 
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Great Northern Electrification 


The largest motor-generator type 
electric locomotive in the world, one 
of four being built by the General 
Electric Co. for the Great Northern 
Railway for hauling passenger and 
freight trains through the new 7%4- 
mile tunnel piercing the Cascade 
Mountains, was exhibited during Oc- 
tober at cities along the Great North- 
ern road. 


This new locomotive utilizes the 
advantages of both alternating and 
direct current. Within its cab is a 
traveling substation, taking 11,000- 
volt alternating current from the 
overhead trolley wire and changing 
it to low-voltage direct current for 
operating the driving motors. 

The Great Northern Railway was 
the first transcontinental system to 
use electric locomotives, this pioneer 
equipment being initially operated in 
1909. At that time the electrically- 
operated track through the Cascade 
tunnel was about four miles in 
length. Four electric locomotives, 
weighing 115 tons each, were used 
for more than 17 years. Regenera- 
tive electric braking was used on 
these locomotives, this being the first 
commercial application of this fea- 
ture in this country. The use of 
electric power in this tunnel success- 
fully relieved smoke conditions and 
thus expedited the handling of both 
passenger and freight traffic. 


Coincident with the building of 


MPSCENIC4 


the new tunnel between Berne and 
Scenic, which will be the longest on 
the American continent, an extensive 
program of grade and curve reduc- 
tion and the elimination of snow 
sheds between Wenatchee on_ the 
east slope of the Cascades and Sky- 
komish on the west has been started. 
The Great Northern is building a 
change of line from Peshastin to 
Winton. The new line will run 
through an open country, thus elim- 
inating the necessity for snow sheds 
and reducing winter operating costs. 
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Longitudinal Section of New 
Cascade Tunnel 


\. 


The electrification, now 27 miles o 
single track, will be extended t. 
make an electrified zone 96 miles i: 
length. This will make possible 
material reduction in the running 
time of freight trains 

* * 


Electric Club of Chicago Shows 
Increased Activity 


The year just closed shows the 
Electric Club of Chicago to have at- 
tained a most desirable popularity 
during 1927. Luncheons, banquets, 
and dinners were given by all 
branches of the industry at various 
times during the year and the attend- 
ance was most remarkable. 

A feature of the club is the fact 
that its club rooms and dining room 
are open to visiting electrical and 
radio men. F. C. Wilbraham is club 


manager. 
* * 


Ray Riggs A Father 

C. W. Barney, Jr., manager of the 
Electric Appliance Co. branch, San 
Antonio, Tex., is polishing up his Gra- 
flex camera for a picture of Ray 
Riggs’ brand new son, born in Novem- 
ber. Ray kept the news under his hat 
for a couple of weeks, but his light 
step and sparkling eye finally gave 
him away and now its all over the 
territory. 

The Appliance office has a new 
stenographer, Clara Olinger and E. 
L. Yeager is a new man handling the 
order desk. 





> le te 


New Tunnel Which Pierces Over Seven Miles of the Cascade Mountains 
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JOBBERS SALESMEN 


Armored Cable 


Flexible Steel Graduit 














fave you (HE Arguments 
at your Finger Tips ? 


PRODUCT 
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VERY jobber’s salesman should have at his 
finger tips the selling arguments of Ettco. 
First of all you are handling a line dis- 
tributed on the basis of a real jobber policy. 
In Ettco you have a product always in demand 
—a product of quality—one priced profitably 
and at the same time right, to meet competition 
—and lastly you have a product backed by a 
service second to none in its particular field. 
Bear these points in mind when selling Ettco 
«Products. They are sales arguments, which if 
you use them consistently, will result in in- 
creased business for you. 


L 





N\ 





L 





/') 


\V 


Non-Metallic Conduit 
(Loom) 

Non-Metallic 

Sheathed Cable 








BROOKLYN, N. Y. 


EASTERN TUBE & TOOL 

















ream 





58 THE JOBBER’S MJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Taken just after the United Electric Supply Co. moved into its new building at 
117 W. Fourth South St., Salt Lake City. Rear, left to right: W. S. Cowley; H. R. 
Bygel, general manager; S. Rosenfield, partner; H. E. Grimm, salesman; S. Y. Lakin, 
and Coral Lyman. Front: Glen Hermanson; James Gamble; C. F. Critchley. 





Where One Part Volume 
Equals Four Parts Profit 

There has been a condition in the 
automobile tire industry for some 
time that has caused manufacturers, 
jobbers and dealers a lot of uneasi- 
ness. We mention it here because 
it will help to emphasize a some- 
what similar point in our own busi- 
ness. 

Most tire manufacturers give their 
dealers a sliding scale of discounts 
based on volume. If the dealer's 
sales exceed a certain definite quota, 
he gets a bonus. Beyond a further 
definite limit he gets an additional 
bonus. And so on. Apparently a 
great many tire dealers have been 
losing money during the past season 
and the blame is being laid pretty 
generally at the door of “‘price-cut- 
ting, induced by the rebate-for-vol- 
ume system.” In their eagerness to 
win the bonuses accruing to great 
sales volume, dealers have been sac- 
rificing their legitimate profits. And 
they’ve come out at the short end of 
the horn. 

Here’s where the comparison comes 
in. There are some jobbers of elec- 
trical supplies who turn thumbs down 
on the idea of putting any real sales 
effort behind a line of signaling 
devices. 

Before they count the fatal ‘‘ten”’ 
over such humble things as _ bells, 
buzzers and pushes, they ought to 
walk over to a neutral corner and 
make sure they are playing the game 
to their own advantage. Otherwise 


they may find themselves collecting 
the loser’s share of the purse. 

Put these same jobbers on _ the 
frail of an order for one-sixth of a 
carload of conduit, or 120,000 feet 
of No. 14 single braid wire, and 
they’d run themselves and their sales- 
men into a lather to land it. But— 
bells and buzzers? They can’t be 
bothered with such small items. 

We know that no amount of gen- 
eral argument on our part will con- 
vince them we're right about this. 
They figure that we have an axe 


to grind and that anything we sa) 
is just the usual sales talk. So 
we're going to let some good, plain 
arithmetic go to bat for us. 


There's a little story about a new 
building in Denver. The signaling 
material used in this building con- 
sists merely of annunciators, buzzers 
and pushes. The jobber’s cost on 
the entire lot was about $690. His 
selling price to the contractor was 
around $880, giving him a profit of 
approximately $180, or 21% on his 
selling price. 


The same investment in conduit 
would buy a sixth of a carload on 
which our jobber friends seem to 
agree that 5% would be reasonable 
profit to expect. An equal invest- 
ment in No. 14 wire would buy about 
120,000 feet. There would be just 
about the same percentage of profit 
in selling this as in the case of the 
pipe. 

In other words, the jobber would 
have to sell two-thirds of a carload 
of conduit, or nearly a half million 
feet of wire, in order to make as 
much money as the Denver jobber 
made on a single order of “just 
bells, pushes and annunciators.”’ 


Why should a man let himself be 
blinded by the volume complex? A 
five-dollar gold piece is nowhere 
near as big as a silver dollar. About 
80% of the effort needed to sell 
signaling devices successfully lies 











A pair of kings and queens from the decks of the Englewood Electrical Supply 
Co., Chicago. Henry Stanke, on the left, is one of the best-liked and best-known 


jobber’s salesmen in the Englewood district. Everybody calls him “Hank.” Next are 
the two queens—first, Helen Goldman, who has charge of the busy switchboard; 
then Lorraine Harrigan, whom most manufacturers’ salesmen know well enough to 
call by her first name; she is an order-taker. Last we have “Ray” O’Leary, known 
as the “indefatigable”. of Englewood’s “four horsemen of the counter.” It is a real 
pleasure to sit by and watch Ray fill a big order for a contractor-customer. Such 
speed and efficiency! 
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Haring Mirror Glass Plates 


In HARING MIRROR GLASS PLATES you are offered 


a “Specialty with the Sales Volume of a Staple.” Mirror glass plates 
have in the past two years come into great favor in the electrical 
trade. It is a line that is safe and profitable for the jobber to handle 


HARING MIRROR GLASS PLATES are made in all types and 
combinations and accommodate all recent designs of receptacles and 
switches. They are artistic, attractive, useful and sanitary and con- 
sequently appeal to the public and trade alike. 


More HARING MIRROR GLASS PLATES are sold than any 
other make. They are the standard of comparison in glass switch 
plates. They are specified by 
architects and demanded by 
contractors and dealers — in 
short, the leaders in a fast 
growing market that you can 
not afford to overlook. 


HARING MIRROR 
GLASS PLATES are made by 
people skilled in the fabrica 
tion of glass products and who 
thoroughly understand what a 
jobber needs in the way of a 





| Distinguished 
And 


Identified 
By The 


_ Orange 
and Blue 


Carton 


Not content with producing the leading mirror glass plate 
we have devised a selling plan to help you move HARING MIRROR 
GLASS PLATES in maximum quantities with a minimum of effort. 
Our beautiful blue velvet display board is the initial stefp. 


“working price differential.” 





There is 30 per cent profit to you on the sale of this board. The 
board itself, on which the three standard plates are mounted, is free. 
You buy the boards at your regular discount and sell them to your 
dealers for $2.10 each—the dealers price on the three plates. The 
construction of the board is such that it can be easily carried in a 
brief case. 


Attractive individual cartons, done in orange and blue, make HAR- 
ING MIRROR GLASS PLATES a splendid merchandising item. 
They are pleasing to the eye and can be easily distinguished from 
other cartons on a shelf or counter. 


HARING SWITCH PLATE COMPANY 


609 Washington Square Bldg. Philadelphia, Pa. 
Factory: Perkasie, Pa. 





=—— 
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in carrying a good stock of co- 
ordinated devices and in letting 
the contractors know that you have 
such a line on hand. That’s not 
hard to do for four times the profit. 
(Reprinted from the “Edwards 
Line” published by Edwards & Co., 
Inc., New York.) 


* 7 * 


Chicago Office for F. R. T. A. 
The Federated Radio Trades Asso- 


ciation announces the opening of 
permanent headquarters at 82 W. 
Randolph St., Chicago, Ill. The office 
will be in charge of H. G. Erstrom of 
Chicago, Ill., newly elected executive 
secretary. 

With the establishment of this office, 
they plan on being able to provide 
further co-operation and aid for all 
of the association problems. 


* * * 


Coal Moving Slowly in 
West Virginia 


Coal, which is the chief commodity 
of the territory surrounding Bluefield, 
W. Va., is moving slowly, according 
to a statement made by C. C. Camp- 
bell of the Superior Supply Co. Mr. 
Campbell, however, states that “when 
it does come back it comes back hard 


and quick.” 








Seven big Watt and Volt men from Hendrie & Bolthoff Manufacturing & Sup. 
Co., Denver.—V. N. Garretson, Roy O’Donnell, Harry Inglee, J. C. Davidson (mgr. 
elect’! dept.), R. C. Bowes, Frank Draney and W. B. Carrol. 





Minnesota’s First Electric 
Doorbell 
The first electric doorbell ever in- 
stalled in the state of Minnesota is 
today in the custody of the Minnesota 
State Historical Society. The bell was 
installed more than 50 years ago in 
the new home of George H. Christion 
then located at Eight St. and Fourth 
Ave. south, by Vernon Bell, a pioneer 
Minneapolis electrician. 














The above picture shows some of the members of the sales department of L. A. 
Woolley, Inc., Buffalo. Left to right: Merle Bedient, manager fixture and radio 
department; Geo. Buecheler, store manager; Lloyd Woolley, president; Tom Watkins, 
salesman; Bill James, sales manager. Seated: Vern Ellis, counter clerk; Ed. Simon, 


salesman. 


At the same time Mr. Bell installed 
four other bells at a total cost of $22. 
The bells, manufactured in Chicago, 
were made quite large to give ample 
volume for their owners. They were 


mounted on a piece of wood. 
oe: @-@ 


Jobbers Active in Associations 

Two or the employees of the 
Northwest General Electric Supply 
Co., Minneapolis, are taking part in 
the “Minneapolis Brightest Christmas 
City” campaign—Miss T. Munoy is on 
the Christmas Lighting committee and 
P. R. Roney is on the Minneapolis 
Christmas Tree committee. 





H. T. Lona, president of the Caro- 
lina Electric Supply Co., Spartanburg, 
S. C., and two other Spartanburg men, 
have been appointed by the Chamber 
of Commerce as a committee to esti- 
mate the cost and to proceed to as- 
semble materials for decorating the 
main streets of the city with Christ- 
mas colored lamps, trees, etc. 

* *& 

Getting Down to 
Brass Tacks 
(Continued from page 14) 
ber’s salesman can well afford to seek 
out this type of industrial, find out 
what electrical items they purchase 
for their product and make a strong 
attempt to secure some of this busi- 

ness. 

(The next chapter of this series, in 
the February issue, will deal with 
“Selling the Dealer.” ) 











— 
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MOTORS 





The present line of Peerless 
Quality Products is the result of 
thirty-four years of concerted ef- 
fort on the part of the Peerless 
organization to give to the trade 
the electric fans and motors 
which will do more than is re- 
quired of them. 


So sure is Peerless of its prod- 
uct that if ever a Peerless fan 
does “not choose to run” the 
dealer is instructed to replace it 
at once from stock. 

Ventilating fans and general 
utility fans have been added to 
the Peerless line, making it a 
profitable year round proposition. 

Peerless dealers are supplied 
with a variety of dealer helps. 
Peerless advertisements will ap- 
pear in both Electrical and Hard- 
ware trade papers. 


Warren, Ohio 


GENERATORS 











The Peerless Electric Co. 


FANS 
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How Electrical Jobbers 
Can Get Utility Business 


(Continued from page 6) 
confidence and performance, is a vital 
necessity to the success of the con- 
tractor dealer business. 

We all have our friendships in busi- 
ness and these friendships only survive 
in business if the business prospers 
through this friendship. The jobber 
has certainly been a friend of the con- 
tractor-dealer through his many trials 
and tribulations but has closed his eyes 
to a big opportunity to be of greater 
service to this favored customer of his. 

In the competition for business 
which exists between the utilities and 
other retail outlets, real or fancied 
wrongs are probably perpetrated by 
both and these wrongs instead of be- 
ing cleared up as they always can be 
where both parties are clear thinking 
are often allowed to grow into fester- 
ing sores to the detriment of all con- 
cerned. If the jobber had his proper 
position with the utility and was suc- 
cessfully performing the several serv- 
ices which he can perform for the 
utility he would be a friend of the 
utility, and who then would be in a 
better position to correct or arbitrate 
these controversies than*the jobber? 
No one is ever in a position to be a 
successful arbitrator for two parties 
excepting one who has the confidence 
of both, and here, generally speaking, 
the jobber is recognized only by the 
dealer. 

The utilities have no quarrel with 
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Cope & Son, Ltd., of Vancouver, B. C., were established in -1899 to do a wholesale 
business in electrical supplies. Here are some of the present staff. B. F. Cope, left, 
purchasing agent; F. R. Cope, sec-treas.; G. S. Montieth, salesman; H. J. Gough, 
salesman; N. Grabwin, salesman. Note the cute cherries on each side of Montieth’s 


head—a wonderful effect. 





the electrical dealer but on the con- 
trary have every wish to see him pros- 
per, and, speaking for the utility 
which I represent, nothing would give 
us any greater pleasure than to have 
strong dealer and retail outlets in all 
towns in which we operate because 
the better the outlets the more ade- 
quate the service for our customers. 
Just who sells the device to the cus- 
tomer is not of the greatest moment 
so long as the customer is given the 
opportunity of benefiting himself 
through the purchase of it. 

Good dealer competition in my 
opinion is not properly fostered by 
a utility going out of the merchandis- 








Presenting the hungry six of the Illinois Fixture & Electrical Supply Co., Chicago, 
just before putting on the feed bag. The gentlemen before you are: V. C. Grace, 
manager, illuminating dept.; I. M. Solomon, president; H. Aronson, local salesman; 
L. S. Rosenstein, “engineer”; C. W. Whippo, local salesman; R. J. Solomon, another 


engineer. 


ing business just as soon as a good 
dealer locates in our territory becaus: 
it requires the combined effort of both 
the dealer and our own sales forces to 
obtain even a reasonable percentag: 
of our possibilities, and with the 
utility losing interest in the merchan 
dising sales the dealer would find him- 
self faced with expenses and burdens 
which he could not and should not be 
expected to assume. With the right 
kind of an understanding and proper 
co-operation between the dealer and 
our own sales forces the dealer wil! 
find his merchandise sales keeping in 
step with our own increases. 


With the lack of initiative and con 
tact on the part of the jobber execu- 
tives, and I might say often times 
with very indifferent service on the 
part of the jobber on such orders as 
are handled by the house, the jobber’s 
salesman has no easy time. He comes 
into a utility provided with nothing 
else by his executive for a_ sales 
repertoire but an order book and 
“Well, what do you want today?” 
The sales department of a utility if 
it is working properly has very little 
time to visit with salesmen unless the 
salesman’s visit promises to be of 
profit and for the further success of 
the utility sales department, and often 
the salesman is informed that nothing 
is wanted, and, nothing wanted, there 
isn’t much encouragement given him 
to “stick around.”’ He probably feels 
himself atfronted, seeks his best dealer, 
tells of his treatment and if the dealer 
happens to have a real or fancied 
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il - 2 dao as a jobber are interested at this time in so laying your plans 
| Ih a for 1928 that at the end of the year an increase in volume and 
in profits will be assured you. 
= We offer you the Paulding Line. It contains Electrical Specialties 
both widely and favorably known among every branch of the Elec- 
di 0) : +4 trical Industry! 
| < We offer you the Paulding Line backed by a strict jobber policy 
which guarantees you the utmost in a satisfactory arrangement. 


You can profit with the Paulding Line in 1928. And, we print 
below a complete list of our agents who are instructed to make satisfac- 
tory arrangements with you. Get in touch with them at once. 


LIST OF DIRECT FACTORY REPRESENTATIVES 


R. M. Burton Sales Agency, Charles R. Norrish Co., 
rien ska Bldg.. Seattle, Wash. 522 Park Bldg., Pittsburgh, Pa 


s & Lewis Co. M. B. Shaber Com ? 
"Salt Lake City, Uta h 2032 E. 22nd St., Cleveland, Ohio. 
Greene Electric Sales Co., 914 Ford Bldg., Detroit, Mich. 
243 South St., Boston, Mass. 
Walter S. Sweet, 


Wm. P. Johns > Benak <a. ' 
43 So. 3rd St, iinangela iin. 1426 Maple Ave., Los Angeles, Cal. 


Ka & Leonard A. Weiller, 
— De ewaw Hares 5 ee Chicago, III. 617 Lexington Bldg., Baltimore, Md. 


Manufacturers Distributing Co., The Wesco Company, Inc., 
291 Bro ne New York, N. Y. 1160 7th St., Denver, Colo. 
1015 Chestn oT i Philadelphia, Pa 

— E. © ing oi 


Nicholson Electric af ores Dallas 
214 Keller Bldg. Louisville, Ky. 


Atkinson Equipment Co. Wood & Anderson Co., : Hi 
Ads sal Georgia. 915 Olive St., St. Louk, Mo. “ eS 
| 


JOHN I. PAULDING, Inc. (i 


| UL 
NEW BEDFORD, MASS. 


—4 — 
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grievance against the utility a good 
‘‘panning’’ starts and soon there isn’t 
much left to the imagination as far as 
the poor utility is concerned. The 
salesman does not sense the fact that 
there is nothing personal in his “turn 
down.” His wares may be and prob- 
ably are very acceptable—even per- 
haps a little bit better mechanically 
than the ones the utility is handling. 
But—what the commercial manager is 
more interested in than a little bit 
better appliance is how to increase 
the sales of his particular department 
on the devices which he is handling. 

There are many lines of acceptable 
apparatus on the market and the util- 
ity will not go far wrong in handling 
any of them. The utility sales de- 
partment in this age of competition 
is and should be more interested in 
methods and plans of bringing these 
appliances to the attention of its cus- 
tomers than he is in the number of 
screws and bolts in some particular 
piece of apparatus. If the utility can 
increase the demand for th  ap- 
pliance its work is done well. If 
some other retail outlet in the com- 
munity sells it our work is just as 
well done. A jobber’s salesman comes 
into a utility office with a good sales 
plan—an idea on the arrangement of 
the store, some good stunt on window 
trimming, some service to one of our 
customers who might be in trouble, 
helps to “iron out” a difference be- 
tween a dealer and ourselves—anyone 
of dozens of like services would be 
appreciated by the utility commercial 
department and in due time he would 
be rewarded because you can never 





“Oyez! Oyez! Oyez! The Pacific States Electric Co., District of Seattle, State 
of Washington, is now in session!” And then the fun began. Standing, left to right: 
Vern Harrison; Joe Tilley; Ben Baldwin; August Lutz, manager; Harry Stout, and 
Harvey Ball. Seated: E. Stewart Carter, R. C. A.; Harold Smith; Fred A. Block, 
assistant sales manager; Rennie Barton, and A. P. Matthews, R. C. A. The insert 
is Herbert Oiver, radio manager. When the group was flashed, Herb had a cus- 
tomer. So we shot him separately and put him in the lady’s lap. 





get away from that old saying 
“seratch my back and I'll scratch 
yours.” 

The jobber may say he can’t afford 
this type of salesman but I don’t be- 
lieve this because I have had the ac- 
quaintance of hundreds of jobber 
salesmen and as a type they rank at 
the top. Lack of opportunity is their 
principal handicap and this should 
not be blamed on the men themselves. 
A good man is cheap at most any 
price if he produces results and the 
same thinking and training that would 
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A bunch of boys from the Mine & Smelter Supply Co., Salt Lake City. All have 
hobbies, ranging from golf to bridge, but mostly it is hunting and fishing with them. 
Standing, left to right: A. Gerritse, mgr. elec’] dept.; W. J. Berryman, mgr. mill 
and mine supply dept.; J. W. Duncan, salesman; G. Lundstrum, shipping clerk; J. 
Labrum, order clerk; O. G. Nelson, stock clerk; A. R. Emery, salesman; Ted Nelson, 
bill clerk; J. Reid, quotation clerk. Front: W. Emery, salesman; O. R. Bringhurst, 
stock clerk; J. A. Lattner, salesman; C. B. Dalberg, order clerk; G. F. Olson, auditor. 


make a jobber salesman of value to 
the utilities would likewise make him 
of greater value to his other cus- 
tomers. 


On stocks and service alone, the job- 
ber if he will accept it has a very defi- 
nite part in our merchandising plans 
for we are willing to pay a premium 
for the quick shipments from stock 
and for the prompt handling for us 
of orders on the manufacturers. Job- 
bers properly operating are specialists 
in these things and should be able to 
function better and cheaper for us 
than we can perform these services 
for ourselves. 


Recently I have noted several cases 
of three to four weeks shipments on 
certain apparatus which the jobber 
was ordering for us directly on the 
manufacturer. We had counted on 
immediate shipment for our customers 
but the jobber claimed he could not 
stock any more of this particular line 
because of the slow moving stock on 
other style numbers of the same de- 
vice. Our customers and sales force 
were disgruntled and serious thoughts 
were being given towards adopting 
another device which, if done, would 
further handicap the jobber’s turn- 
over on that slow moving stock to a 
point where the stock might be termed 
“frozen,” because it so happens that 
we are the major outlet for this par- 
ticular device in that territory. 
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Dappy New Vear 
To All “Circle T’’ Jobbers 








pa) HE electrical industry as a whole has 
| held up throughout 1927 about equal 
to the banner year of 1926 and in some 
phases has even passed expectations. 





This year has not been a year when we could 
all sit back and let the orders roll in. Competi- 
tion has been keen and it looks as though it 
would continue throughout 1928. 


This year has been and it looks as though next 
year would be good for the industry. In 1926, 
production problems were worked out. This 
year and next year will be years of development 
—new devices, improvements on the old, de- 
velopments in sales promotion with increased 
sales efforts. i 


May we share together the prosperity of 1928 
as we have in the past two years. 


OAD 


The Trumbuti Electric Mtg. Company 


New York PLAINVILLE, CONN. Cliciep 
Boston Philadelphia Atlanta Ludlow San Francisco 
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The jobber is making a grave neil 


take in soliciting business without the 
proper service to back it up for there 
are many good lines of apparatus 
available other than those which he 
sarries, and there is nothing that 
lessens the utility salesman’s enthusi- 
asm for a jobber more than to receive 
a delayed shipment on an article upon 
which the utility salesman has prom- 
ised immediate shipment. 

An intelligent survey of the sales 
possibilities, knowledge of our sales 
plans and close co-operation between 
the jobber and utility would, I am 
sure, result in the “turn-over” which 
the jobber must have, and I would 
earnestly warn you that where there 
is a greatly increased volume to be 
obtained, a tendency to limit your 
service and stock to past sales is fatal, 
for you cannot build up your volume 
with us through poor service—yet this 
is just what some jobbers are attempt- 
ing to do. 

Being a utility we are called upon 
to give better than ordinarily good 
service and we must have stocks for 
our customers when and where and as 
they want them. We would prefer 
not to carry heavy stocks because we 
want freedom of action as far as sales 
plans are concerned. We wish to 
avoid the expense of moving excess 
stocks from one property to another 
and further desire to be able to avail 
ourselves promptly of any new worth 
while devices which our commercial 
managers may elect to sell. 

Personally, I am for the jobber and 
my companies have adopted a policy 
of utilizing jobber service to a very 
large degree in our merchandising 





This very attractive booth of the Doubleday-Hill Electric Co., Pittsburgh, was 
installed at the Pittsburgh annual food show in October. After the show it was 
moved bodily and stands as you see it in the picture on Doubleday-Hill’s main dis- 
play floor. The company has found that its sales have increased to such an extent 
that the money and time spent on the booth have been well worth while. LE. L. 
Chipps is appliance sales manager of the company, coming there after spending five 
years in field sales work for the Apex Electrical Distributing Co. of Cleveland. 





operations. This policy was deter- 
mined upon not from any altruistic 
motives, for whoever heard of any 
one giving anything to a jobber, but 
simply because we believe that you 
are an important link in our service 
to our customers and that you can 
perform certain functions for us in 
this service to our customers better 
and sometimes cheaper than we can 
do it ourselves. 

We ourselves are going out to do a 
sales job for the benefit of our cus- 
tomers and what benefits our custom- 
ers cannot help but benefit ourselves. 
We expect to include in some of our 
sales plans the help and advice of the 
manufacturers and jobbers with whom 











Black Jack Pershing and Marshall Foch never stood at attention any better than 
this. However, it is neither the Marseillaise or the Star Spangled Banner they hear, 
but good old “mess call,” it being a minute before noon. F. H. Thompson (left) 
road, and F. J. Johnston, city, with Fobes Supply Co., Portland, Ore. 


we do business and where we accept 
help on a campaign we will put suff- 
cient sales effort back of that cam- 
paign to insure its success for you, 
for without a profit we realize that 
you cannot give us the kind of service 
that our merchandising plans demand. 

I would like to see the jobbers 
adopt an attitude of “I am going to 
get your business” rather than an atti- 
tude of “‘Can’t you see your way clear 
to give us a part of your business?” 
I would like to see the jobber visual- 
ize the very large business which he 
could obtain from the utilities rather 
than to continue to judge his oppor- 
tunities from the small “pick up”’ busi- 
ness which the utilities were forced 
to give him. 

Why continue to be so highly en- 
thusiastic over a car load order of 
wire and entirely neglect an under- 
standing of and a connection with the 
utilities in your territory, the growth 
and success of which you are largely 
dependent upon for the success of 
your business. Your margin of profits 
on your sales to utilities may not be 
large—but are your profits from any 
customer on individual sales very 
large? Don’t you depend upon vol- 
ume and quick turn and good service 
for your profits and for the retention 
of your customers—why apply a dif- 
ferent policy and a different attitude 
towards the utilities? 

We need you in our business and 
I hope you can realize that your busi- 
ness will be better for the right kind 
of a connection with us. 
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IVANHOE PRODUCTS 


OU may sell an Ivanhoe 
¥e or every application 
in the industrial, commercial and 
residential lighting fields. You 
may do that with complete confi- 
dence, knowing that ae market- 
ing of every item is governed by 
the well-known Ivanhoe policy of 
distribution through appointed 
Ivanhoe Distributors. A partial 
list of Ivanhoe products follows. 


For Industrial Lighting — 


{}RLM Standard Dome Reflectors 
(_] Porcelain-Enameled Bowl Reflectors 
(_) Porcelain-Enameled Angle Reflec- 


tors 

(_} Porcelain-Enameled Poster Board 
Reflectors 

(_] Holders for B-Heel Reflectors 

{_} Glassteel Diffusers 

(_) Vapor-Proof Units 

{_] Weather-Proof Units 

(_} Industrial Flood Lighting Units 

(_] Industrial Spotlights 

(_]) Trutine Units 

(_) Special Service Reflectors 

(] Miscellaneous Reflectors and Fit- 
tings 

For Commercial Lighting — 


(_) The Trojan, fixture and glass 

() The No. 5680, fixture and glass 

_} The Juno, Fixture and Glass 

(_) The Ace, fixture and glass 

_] The Keldon, fixture and glass 

(_) The Tuscan, fixture and glass 

(_] Ivanhoe Celestialite, fixture and 

lass 

(_] Standard Fixtures for Commercial 
Lighting 

() DEPENDO Safety Fixtures for 
Commeraal Lighting 

(_] Glass Reflectors and Shades 

(_] Aluminum Window Reflectors 

(_) Trutint Units 


For Residential Lighting — 


() Espantine Lighting Fixtures 

(_} Dolly Madison Lighting Fixtures 
{_} Rozelle Decorative Glassware 

(_] The Daylight Kitchen Unit 

(_] The Ivadine (Dining Room) 

(_] The Dyner (Dining Room) 

(_) Enclosing Globes (Bed Room) 

{_] Etched Glassware 

{_} Cut Glassware 

() Miscellaneous Lighting Glassware 
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IVANHOE, 1928, and YOU 


Inasmuch as Ivanhoe now manufactures 
Products: a complete line of lighting equipment 
for the industrial, commercial and residential fields, no new 
groups of products can be added to the line. But improvements 
and perfections will be made to present products and new items 
will be added here and there, notably in the industrial and 
residential groups. 


Pl q Ivanhoe’s 1928 plans call for certain refinements 
ANS S in manufacture that assure greater value for the 
consumer; for a well developed sales and advertising program that 
will enable every Distributor’s salesman to sell more Ivanhoe 
material, more items and more volume per item; greater efficiency 
in home, office and factory, assuring more-than-satisfactory serv- 
ice in the dissemination of sales data and the shipment of 
merchandise on order. 
¢ °@ No change will be made in Ivanhoe’s poli 

Policies: of ‘tease through appointed Ditribe. 
tors, satisfactory profits to dealers, carefully planned re-selling 
helps, and genuine value for the consumer. Twenty-two years 
have been spent in building and keeping inviolate this policy— 
it would be both foolish and unfair to tamper with it now. 


IVANHOE DIVISION of The Miller Company 
Cleveland: Ohio 


IVANHOE 


Many jobber’s salesmen sell all 

of these items all of the time, at 

a profit to themselves and the 
ouse for which they travel. 
How many do YOU sell? 








For 22 Years: Quality Merchandise +Definite Sales Policies ~Profits for All Who Serve 
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R. B. McLain of the City Electric Co., Erie, Pa., is proud of one of his dealers, 
George J. Wolf, one of the largest dealers of western Pennsylvania. This picture 
was taken at their annual picnic. McLain was in with the bunch at the time (sitting, 
extreme left). Mr. Wolf is standing at the right end of the back row and Mrs. 
Wolf seated in front of him, second from the right. 





Crime a Leading Industry 
By W. L. BARNHART 
Resident V. P. National Surety Co. of 
New York 

Crime is one of the leading indus- 
tries of the United States; greater 
than the entire foreign trade of the 
country; more than the total value of 
all our agricultural products; more 
than the total yearly cost of the war 
with Germany; greater than all our 
loans to the Allies. 

We all help pay this gigantic toll. 
We pay it in taxes to take care of 
police and courts, we pay it in higher 
burglary insurance rates when crimi- 
nals become especially rampant in this 
section or in any other portion of the 
country. We pay it in higher prices 
that other business men must charge 
for their products to repay themselves 
for their own losses through crimes 
and sometimes we pay it through our 
own lives or the security of those 
nearest and dearest to us, for, when 
the modern criminal gets in a corner, 
to secure his own liberty, he does not 
hesitate to sacrifice human life. 

Perhaps it’s another result of our 
jazz age, the mania for speed and ac- 
tion that seems to possess all Ameri- 
cans, that the lowly dice, once dubbed 
“African dominoes” and relegated to 
the use of negroes and newsboys, have 
become the sport of the gambling 
kings. And I’m told that today in 
hotels and clubs in large cities and all 
over the land the ivory cubes are roll- 
ing to the tune of hundreds or even 
thousands of dollars hazarded upon 
a single throw. I have heard of a 
game in New York where $75,000 was 
won on a single roll of the dice by a 


1\Excerpts from an address delivered be- 
fore the American Electric Railway As- 
sociation. 


gambler who was able to make the 
cubes obey his admonition to “come 
seven.” 

An investigation of thousands of 
embezzlement cases paid by the Na- 
tional Surety Co. shows the primary 
causes of defalcation to be: 

1. Speculation and gambling.— 
Probably 60% to 70% of all embez- 
zlers have lost most of their stealings 
through gambling on the stock mar- 
ket, through bucket shops or by play- 
ing the races. 

2. High cost of fast living and fast 
women.—High life as practiced these 
days in the large cities is an expensive 
process. Expensive liquor, high night 
club charges, speculators’ prices on 
seats for popular shows, and so forth, 
have been a factor in many a defalca- 
tion. The gold digger type of woman 
has seemed to become more numerous 


and more insistent in her demands fo, 
jewels, fur coats and all the thing. 
that take money to buy. And seldom 
does she seem to care how her victin: 
gets the money to satisfy her whims. 
just so she gets it. 

8. Liquor and Drugs.—Those who 
investigate our claims tell me_ that 
there is no question that high cost and 
poor quality of liquor and the growth 
of the drug habit has had a great dea! 
to do with increases in crime today. 

4. “Keeping Up with the Joneses.” 
—Extravagant living is unquestiona- 
bly responsible for a great deal of 
embezzlement and crime today. In- 
stallment sales and long retail credits 
have made it so easy for the average 
American family to live beyond its in- 
come and the spirit of “Keeping up 
with the Joneses” is in the air. Things 
go along so far, then bills accumulate 
and creditors get ugly and the tempta- 
tion to steal from the employer may 
be very strong. 

5. Finally, and the factor responsi- 
ble for the least of all our embezzle- 
ment crime, but still in many cases a 
very potent factor, is actual family 
needs. Sickness or death, or trouble 
of children or parents, may put an 
unusual burden on an employee and 
he may steal because that seems to 
him to be the only way out. 

Such are the five chief reasons upon 
the employees’ part. 

But there are yet three causes of 
crime for which business men must 
accept actual responsibility and, after 
all, they are more vital causes of em- 
bezzlement losses than anything the 














Home of the Pacific States Electric Co., Oakland, Calif. W. W. Sears is checking 


in a shipment of Mazda lamps. 
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Announcement! 


w/ 715° 


LIST PRICE 


IMPROVED! 
DIMACLITE ‘Ne: 23 


Again! as pioneers and leaders in the field of Dimming De- DIMALITE 


vices we offer another perfected and new achievement. 

















- 


The New and Improved Dim-A-Lite No. 23 is so far superior  @ €, a 


to anything previously on the market that it is bound to be a leader ‘ é 
for volume of turnover and maintenance of profits. . 





The mechanical ingenuity and scientific accuracy of the New ? 
Dim-A-Lite No. 23 combined with the low retail price of 75c opens . 

up wide the field of Artistic, Comfortable, Economical and Safe ka Denke Ce Te 
Lighting, and quicker, bigger profits—for Your Dealers. a Standard Package. 





Everything Your Dealer Wants 


.  Embodying the—Enclosed Chains, —Listed under the Re-Examination 

~. ——Perfect Ventilation and Service of Underwriters’ Laboratories 
—Shade Holder Features of our No. 34. —The Only Nationally Advertised 
—Fits Perfectly Under any Shade. Dimming Device on the Market. 
—Insulated Chain Pulls —Unconditionally Guaranteed. 


Sold Through Jobbers—Get Your Dealer to Order a Card---NOW! 


WiRTUV/omMPANY 
5247 Greene St., Philadelphia, Pa. 
New York, N. Y. Chicago, Ill. San Francisco, Cal. 


? 
Hatheway & Co., Inc. Geo. Richards & Company James J. Noble Company 
16-22 "Finkes St. 557 W. Monroe St. 915 Bryant St. 
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This is the inside force of the Electric Corp., Portland, Ore. Left to right: 
Richard Uhl, Eric Skarberg, Esther Wachsmuth, E. L. Owens, Violet Lee, C. E. 


Peterson. 





employee may be responsible for. 

Here are the responsibilities of the 
business man for the growth of crime: 

1. The employee steals because he 
is able to find a way of doing so with- 
out fear of being detected. In other 
words the employee, an expert in fig- 
ures, finds a vulnerable spot in the 
business man’s armor. If he couldn't 
find a way to steal without fear of 
prompt detection he would not become 
an embezzler. 


Every case of loss reveals that 
somewhere a proprietor, a treasurer or 
auditor has fallen down in his duty of 
knowing what is going on. Some loop- 
hole has been left unguarded and 
through it your bank account has been 
attacked. 


Have frequent outside audits made. 
Get the best talent you can and pay 
for the best and most complete check- 
up. It may save you many thousands 
in losses. 


Devote some of your thought, and 
energy to finding out yourself what’s 
going on. Go over the books occa- 
sionally and draw off some figures for 
comparison. Any.anditor or treas- 
urer worthy of the:name:should have 


some sort of personal checking figures’ 


that would tell him very quickly that 
something was wrong when several 
thousand dollars had been extracted 
from the bank balance in a single 
week. , 

Another duty no treasurer or audi- 
tor should ever entrust to a subordi- 
nate is that of going to the bank to 
get the cancelled vouchers and then 
checking them up with the check book 
stubs. We know of many cases where 


employees raised or forged checks, got 
the money and then went to the bank 
for cancelled vouchers and destroyed 
the evidences of their guilt before they 
got back to the office. 

2. The second way in which em- 
ployers encourage crime is by not 
knowing enough about the home life 
of the employees. If more employers 
had any idea of what their employees 
were doing after hours, hundreds of 
embezzlements would be nipped in the 
bud before they got very far. In fact 
I suppose quite as many defalcations 
are discovered through the employer 
accidentally finding out his employee's 
scale of living or his night dissipa- 
tions as from any other cause. 

We recommend that every employer 
of labor should have one or more 
“assistant managers” whose chief duty 
it would be to mingle with the em- 
ployees, especially those handling 
money, and find out as much as possi- 


ble about them. He should be a ma: 
of tact so the employees would neve 
suspect his duties and he should als. 
have some actual work to do about th: 
place, but his chief function should b: 
to mingle with the men, to go around 
with them at nights, to learn anything 
that might be of interest to his em 
ployer. Such a man if well chosen, 
might prove invaluable. 

3. Third and last, don’t put too 
much trust in anybody. It sounds 
wonderfully noble and altruistic to 
trust everybody, to proceed on the 
basis that all men are honest. But to 
believe in everyone has proved costly 
to many. 

Remember this, only the trusted 
man can steal. It was that very trust 
that was placed in him which gave 
him the opportunity to steal. 

And who shall say that it was do- 
ing him a kind act to trust him so 
implicitly? Why that very trust made 
him a criminal, an outlaw, despised in 
the eyes of the world, a betrayer of 
the faith of his family and his em- 
ployer, the wrecker of the hopes of 
his wife and children. 

Would it not have been infinitely 
better from the standpoint of the em- 
ployee, from the standpoint of society 
as a whole and from the standpoint of 
his employers’ bank account to put a 
strong restraining influence upon the 
employee,—such a restraining influ- 
ence for example as comes from the 
knowledge upon the part of the em- 
ployee that he is under heavy bond, 
that his every act will be checked up 
by competent auditors and that if he 
does steal the long arm of organized 
surety prosecution will follow him and 
will bring him to justice sooner or 
later, no matter how far away he goes 
or how leng he seems to escape im 
munity from punishment? 








Northwest General Electric Supply Co., beauty squad at the Fargo, N. D., house. 
Left to right, A. L. Moore, Fischer, J. H. (Jimmy) Ogle and Archie Waller. 
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Reflectg, & Mluming : [tpon Pw 
141] Jack ting Co. 
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“Sore 
of the New 1928 


Si 


A NEW, handy, pocket-size edition of 48 pages just off the 


press, which is very popular because it has the advantages of 





being conveniently carried in the pocket, or is equally desir- 


able for use on the counter or desk. 


THIS catalog illustrates, describes, and quotes prices on the 
complete line of 
Sterling Reflectors for Show Windows . . . General In- 
terior Lighting . . . Cove and Fut Lighting . . . Interior and 
Exterior Spot and Flood Lighting . . . Color-Lites . . . 
Ready-2-Install Wiring Equipment, etc. 


We believe that you will find this new catalog most helpful 
in making sales and suggest that you request copy of it at 


once by signing and mailing the coupon above. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd. Chicago, U.S.A. 
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Rejection of Purchased 
Merchandise 

Here is a case which teaches a use- 
ful lesson as to how to receive goods 
when you have bought them, and how 
to reject them when you find they are 
unsatisfactory. A lesson any reader 
hereof might have occasion to know 
and use. 

In this case a retail firm named Re- 
fowich Bros. ordered a consignment of 
goods from Ireland Bros., jobbers. 
The goods in this case were gloves. 
There were two consignments, one 
dated September 27th and the other 
November 5th. Refowich Bros. got 
the goods and apparently without ex- 
amining them particularly, put them 
on sale in their store. On November 
16th they returned about one-third on 
the ground that they were not “up to 
standard.” A _ little later they paid 
$128.88 on account, which represented 
about one-sixth of the whole bill. On 
December 12th they shipped all that 
they had on hand back to Ireland 
Bros., claiming they were not of the 
proper quality. Ireland Bros. ac- 
cepted the return of November 16th, 
but refused to accept that of Decem- 
ber 12th, and sued Refowich Bros. 
for the balance on the theory that they 
were under obligation to examine the 
stuff as soon as practicable after it ar- 
rived, and if they found some of it not 
in accordance with the contract to re- 
ject it all. 

In the lower courts this contention 
was defeated. Refowich Bros. suc- 
ceeded in convincing a jury that they 
had acted in accordance with the law, 
and they gave them a verdict. But 
the Appeal Court reversed, upholding 
Ireland Bros.’ contention at every 
point, viz.: that a buyer is obliged to 
inspect goods as soon as practicable 
after they are received, and to reject 
all if some are wrong. 

I reproduce the following from the 
decision on this point:— 

It was the duty of the defendants 
(Refowich Bros.) on receipt of the 
goods to examine them within a rea- 
sonable time for the purpose of ascer- 
taining their quality with respect to 
the terms of their contract, and the 
right of cancellation arose when they 
were put on notice of defects arising 
from such inspection, and the cancel- 
lation must have been of the entire 
contract. They could not select from 
the whole bulk of the property pur- 
chased that which was the best and 
return the balance. If not satisfac- 
tory the merchandise should have been 
put at the disposal of the plaintiffs 





The American Light Co., Zanesville, O., recently held a meeting of its Mazda 
lamp dealers. Here is a photograph taken of the group the night of the banquet. 





absolutely. It is manifest that in so 
large a quantity of gloves there would 
not be an identity of quality. They 
were made of leather of varying 
strength and weight as is admitted by 
the defendant who testified. If plain- 
tiffs were dissatisfied with the mer- 
chandise sent them, they should have 
acted with reasonable promptness in 
rescinding the contract. That they 
had prompt notice of defects alleged 
is admitted, and while it may be that 
the strength of the seams might not 
be disclosed by a casual inspection, 
that quality of the gloves was brought 
under their observation within a few 
days. They proceeded with sales, 
however, until December 12th without 
objection apparently, except as to the 
gloves the color of which was not sat- 
isfactory and which were returned on 
the 16th of November. The duty to 
act with promptness in case of a can- 
cellation of such a contract, is clear 
and the necessity of tendering a can- 
cellation of the whole contract has 
been repeatedly declared. A vendee 
(buyer) who receives the thing into 
his possession before he has become ac- 
quainted with its qualities, has, if dis- 
satisfied, but one of two courses to 
pursue; either to return it and claim 
a deduction, or reject it and attempt 
a cancellation of the contract even if 
there had been a return of the whole 
bill of goods. On both grounds, there- 
fore, the failure to rescind in toto, and 
cancellation, the defendants failed to 
introduce a successful defense. The 
plaintiffs were entitled, therefore, to 
the unreasonable delay in asserting 
actual reception of the goods and 
to rescind the contract. After the 
lapse of a reasonable time to examine 
them and to ascertain their quality, the 
buyer will be deemed to have accepted 
them, unless he then promptly exer- 
cises his right to reject them. This 


right must ‘be exercised not only 
promptly, but unequivocally. Consid- 
ering the character of the property in- 
volved, we think there was an unrea- 
sonable delay in the attempt to effect 
judgment. 

My observation is that a large per- 
centage of buyers do not invariably 
examine goods when they are received. 
especially if they are reserve or futur: 
stock. The danger is that they will 
delay so long that they will be caught 
by the rule that a buyer who holds 
goods for more than a reasonable time 
will be deemed to have accepted them. 
The law doesn’t require a buyer to 
drop everything the minute goods are 
received and examine them, but it does 
require him to do it within a reason- 
able time under the circumstances. 
What is a reasonable time under the 
circumstances, which of course vary. 
is always an open question. The point 
that inspection is necessary if the 
right of rejection is, if needed, to be 
exercised, should always, however, be 
kept in mind. 

I find also that many buyers will 
send back what they find wrong and 
keep the rest. Often the seller al- 
lows this to be done as a matter of 
policy, but if he raises the question 
the courts will surely hold that the 
buyer is obliged to reject or keep all. 


(Copyright, September 17, 1927, by 
Elton J. Buckley, Esq., Counsellor-at- 
Law, 1206-11 Liberty Building, Broad 
and Chestnut Streets, Philadelphia, 
Pa. ) 


Jobber Adds to Lines 


The Brown-Camp Hardware Co.. 
Des Moines, Ia., has taken on the 
Torrid line of appliances and_ the 
Royal Vacuum Cleaner line. This 
company is doing a fine job on the 
Steinite line of radio. 

















e 
is 
ie 








lanuary, 1928 THE JOBBER'SMJSALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS 














QhLMEp 
ceeeee| SAFETY lal SWITCH 


A Switch Which Creates 
Its Own Sale 


yy need only handle and operate 
a Palmer Safety Switch to realize 
in a moment why it is favored by the 
electrical trade. 


There is no other safety switch on 
the market incorporating the same de- 
gree of mechanical excellence. Safety 
and Easy Wiring are assured by its 
simple, rugged and practical design. 
Let us prove this statement by show- 
ing the goods. 


Check this page for discussion in your next sales 
conference and wire or write for a sample switch 
tn the meantime so that every man in your organiza- 
tion can satisfy himself that the Palmer Safety Switch 


actually is “A Switch Which Creates Its Own 
Sale!” 





ee eee 
The Palmer Electrical & Manufacturing Co. 
WALTHAM, MASS. 


Philadelphia — Cleveland — Chicago — Pittsburgh — Detroit 
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PASS & SEYMOUR, Inc. 


Solvay Station, Syracuse, N. Y. 
New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 


West Coast Sales Representatives New England Sales Representatives 
C. R. Bach Co., 252 Fifth St., Alva D. Stein, 156 Purchase Street, 
San Francisco, Calif. Boston, Mass. 
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(4 
AL-1475-A-4 ALABAX AL-846-A-4-ALABAX AL-990-A-4-ALABAX 
Ceiling Unit Wall Bracket Wall Receptacle 




















1A Plan for Co-operative 
Market Development in 


the Electrical Industry 
By W. E. SPRACKLING 


This electrical business of ours i. 
going through an interesting period 0: 
transition. We are passing from a: 
era in which the mechanical phase wa, 
all important, to an era in which mer 
chandising must receive the most 0! 
our attention. In the past we wer 
particularly concerned with invention. 
engineering and manufacture. It is 
needless to mention the great geniuses 
that developed during this period— in 
ventors, engineers, manufacturers 
They far outstripped in ability the 
men in charge of the sales end of th 
business. 

The reason for this lop-sided stat: 
of affairs is obvious, of course. In 
the past, the big problems that had to 


be solved were mechanical problems. 





The public demanded a certain device 
or machine to do a certain job with the 
aid of electricity. The inventor dis 
_covered the device; the engineer de- 
veloped it and then came to rush to 
| buy it. Production had to be increased 
'to take care of the demand and this, 
of course, was a manufacturing prob- 
‘lem. We have in the past been con- 
|tinually striving to have supply catch 
/up with demand. 

| No merchandising genius was need- 
'ed to sell our production. Business 
_was there for the asking. But today 
it is a different story. We are now in 
_a buyers market. The supply exceeds 
the demand. The power companies 
_are wondering where their increased 
‘load is coming from. The contractor 
is worrying just when he is going to 
get his next job. And the manufac- 
‘turer is faced with an over-produc- 
tion that has brought about a 
consequent competitive condition that 
_within the past year has grown to be 
| deplorable and vicious. 

| This industry, of necessity, is di 
vided into four large groups, the 
| power companies, the manufacturers, 
|the jobbers and the contractors, and 
this sales problem is one that concerns 
'every one of the four groups. Each 
| group realizes it. No group of itself 
‘can do the job alone. And that, in a 
| nutshell, is just where the trouble lies. 
| We all want to do something; we can't 
do it alone, but so far we haven’t had 
sense enough to get together. 


‘Eacerpts from an address delivered be- 
| fore Policies Division, National Electrical 
| Manufacturers Association, at Association 
Tsland. 
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ROTOMATIC 
Switch 


ROTOMATIC — it rotates — 
and it locks automatically, can 
be lighted only at your will. 


ERE it is! The greatest 
flashlight advance in a 
decade! The new Ray-O-Vac 
Rotomatic—with the amazing 
new Rotomatic Switch! It’s a 
beauty in appearance, a beau- 
ty in performance, alittle giant 
in sturdiness. And it’s a world 
beater for sales! 


Heading its many fine fea- 
tures is the remarkable Roto- 
matic Switch. You’ve never 
seen a switch like it. It works 
on an entirely new principle. 


Nine times out of ten, as 
you probably have learned 
through experience, the life 
of a flashlight is measured by 
the life of its switch. The Ray- 
O-Vac Rotomatic Switch is 
built for a lifetime of service! 





RAY-L-VAc 





ROTOMATIC 
FLASHLIGHTS 





Think of a switch that re- 
sponds every time—instantly— 
at a press of the thumb! A 
switch that is insulated with 
Bakelite. A switch that will be 
serving, years hence, as un- 
failingly as on the day it isnew! 


That is the new Rotomatic 
Switch, built completely with- 
in the head of the new Ray- 
O-Vac Rotomatic Flashlight. 
Except for the single contact 
point, it is kept entirely away 
from the batteries. 


Attractively displayed on 
your counter in their de luxe, 
self-contained display case, 
Ray-O-Vac Rotomatics sell 
themselves. Your customers 
can’t pass up the intriguing 
Rotomatic Switch. They work 
it—get the “feel” of it—and 
are completely sold. 


And with the increase in 
flashlight sales comes a better 
battery business. Ray- 
O-Vac Rotomatics stay 
in service, working so 
satisfactorily that their 
owners use them more 








and buy more batteries. 


A strong national advertis- 
ing campaign backs this re- 
markable flashlight. Full pages 
in color in The Saturday Eve- 
ning Post and Country Gen- 
tleman and general newspaper 
advertising are creating a big 
demand for the Ray-O-Vac 
Rotomatic. Write for detailed 
information today. 


FRENCH BATTERY CO. 


Madison, Wisconsin 


Also makers of Ray-O-Vac “A”’, “B” and “C” 
Radio Batteries and Ray-O-Vac Ignition Batteries 


The “Self-Selling’”’ Assortment, in this de 
luxe, self-contained display case, includes 
nine styles—two sizes—two finishes, a choice 
to please every customer. Write for details, 




























76 THE JOBBER’S 





SALESMAN 











3 STAR Rite 


waffle irons for the 


price of 12 


For thirty days ending February 6th jobbers of STAR-Rite 
Electrical Necessities will give free one waffle iron to each 
dealer ordering one dozen of any of the STAR Rite waffle 
irons. 





























This offer terminates 
definitely February 6th. 


Here’s the way it works: 
Place your order with your 
jobber right now for de- 
livery in that period for one 
dozen of any of these 
irons— 

The Lightning Iron, 
Bans Pees... 5S $10.00 
(A big iron—74 inches inside 


diameter.) 
The Standard Iron.................. $9.00 


(The iron of solid brass, won't rust.) 
The Junior Iron.....................- $3.95 
(For Individual waffles, a fast seller.) 


Your shipment will contain 
13 irons. You will be billed 
for 12. 

You can specify handles in any 
of these colors—ebony, red, green, 
yellow or blue. 





During this period, this unusually complete waffle iron line will 
be widely advertised, and the plans of the N. E. L. A. will tell the 
waffle iron story to every possible waffle iron customer in the 
United States. 


SWING IN ON THIS WONDERFUL OFFER 
BUT DON’T WAIT—ORDER NOW. 


STAR: 


ELECTRICAL NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Pacific Coast Branch “The Better to Serve you in the West” 1211 Van Ness Avenue, 
San Francisco, Calif., Makers Never-Leak Automotive Gaskets. 
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We have been thinking and actin, 
in terms of our own particular busi 
ness. We know little of the oth 
fellow’s problems and care less,—litt]. 
thinking that each branch is equal]; 
important unto the industry as 
whole. We have each been playin: 
our own tune on our own fiddle in our 
own independent way so that the re 
sult has been one grand discord. Wha: 
we want is rhythm, teamplay, co-ordi 
nation so that our individual efforts 
will harmonize with the whole. 

This self-centered attitude is not 
only prevalent between the groups o/ 
the industry but within the group; 
themselves. 

Take the manufacturers, for in 
stance. There are four sections in 
N.E.M.A. to which I belong wher 
overproduction is so great, competitiv: 
conditions so abominable, prices so 
ridiculous; where we are so busy sell 
ing our goods at a loss and calling 
each other liars, that the word co- 
operation is unknown and constructive 
merchandising an art that never ex 
isted. 

We have already seen a wonderfu! 
example of just what co-ordination 
will do. That example is the recent 


_wiring conference where the four 


groups met on a common ground to 
settle a controversy between two of 
those groups. And while at the start 
they thought there was little chanc 
of success, they found out in the end 
that they all talked the same language. 
that they were all striving toward the 
same goal, that they were all in ac- 
cord. 

That conference well showed what 
getting together means, what co-ordi- 
nation can accomplish. It is an illus- 
tration of what must be done in selling 
the electrical idea to the public. 

Now as soon as this subject of 
co-operative market development is 
brought up, the first thoughts that 
come to mind are, “Where do I fit?” — 
“What good is it going to do me?” — 
“How is it going to sell more goods 
for me?” 

The answer is that each and every 
one of us in each and every branch of 
the industry does fit into the picture 
and will be benefited. Of course there 
are certain sales activities that will 
benefit one type of business more than 
the other, but the point I am trying to 
make is, that no matter who benefits 
directly the industry as a whole bene- 
fits indirectly. 

Consider for a minute the effect that 
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DIEHL QUALITY FANS FOR 1928 
nt 
ur rr , ; ; he - 
to Diehl Fans for 1928 represent the last word in quality fans. The 
ce many improvements and refinements to be found only in Diehl 
Fans are cumulative ideas produced by an organization of fan 
ody engineers with a background of more than 40 years’ experience. 
Ice Diehl Quality Fans cover a wide variety of sizes and styles to 
nd meet the requirements of every fan buyer. 
Be; DIEHL FANS FOR 1928 
he Oscillating and Non-oscillating 
q Alternating current—direct current 
ac 9—10—12—16 inch 
CEILING FANS 
t Alternating current—32 and 52 inch 
1a Direct current—56 inch 
di- EXHAUST AND VENTILATING FANS 
1s- Alternating current—direct current 
- ae Sa AUST 912 T5184 S038 S60. inch 
ing FANS are made in a The many installations 
wide range of sizes for § JOBBERS AND DEALERS:—We have prepared for you a of Diehl Ceiling Fans 
af circuits. Diehl distrib- wonderful line of Diehl Quality Fans for the 1928 season. - pee er 
. pore le —, trade Standardize on Diehl Fans—the complete line—and supply ay to aeegetey Bowne | the 
is Sealine aaa” ee wie the fan requirements of every fan buyer. Send at once for wonderful popularity of 
hat immediate shipments. the Diehl 1928 Fan Proposition—now. Diehl Ceiling Fans. 
Z_ 
a DIEHL MANUFACTURING COMPANY 
s 
a ELIZABETHPORT, N. J. 
. ATLANTA BOSTON CHICAGO NEW YORK PHILADELPHIA 
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Jobbers Salesmen! 









REG. U. S. PAT. OFF. 


FUSES 


“TO THE FRONT” 
IN 1928 | 


Tell the story of TRICO’S dependable performance—show facts 
and figures of link and watt loss savings—back it up with charts 
and test sheets—and your prospect will buy fuses intelligently; 
further, they'll stay sold. 

Talk TRICO—Boost TRICO in 1928—ask for charts and test 


sheets, literature, yes, samples, if you want them. 


A COMPLETE LINE 
“Preferred for Quality” 








Trico Renewable Fuses ‘““CLEAR-TOP” Plug ‘‘Kantark’’ Non Renew- 
They're Powder-Packed. Fuses, Porcelain Top, able Fuses, Quality 
All sizes—all voltages. Packed § in a Box, Sell throughout. All sizes— 


5 at a Time. all voltages. 





Trico Fuse Pullers. ‘‘A Life-Time of 


Safety First service.’’ Four sizes. 


TRICO FUSE MFG. CO. 


Quality Electrical Protective Devices and Specialties 


MILWAUKEE - WISCONSIN - U. S. A. 
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| a nation wide wiring campaign wou! | 
| have. (And this activity to my min. 
is the first big sales job we must a 
complish.) In considering this sul 
ject realize first that of the 18,000,00: 
homes within reach of Central Statio 
lines, 16,000,000 are already wire: 
This leaves a mere 2,000,000 as brani! 
new prospects for current—a fair], 
discouraging picture for the sale o: 
current or supplies. On the othe: 





hand, consider that of the 16,000,000 
wired homes but 15% are adequate], 
wired. This means that there are ove: 
18,000,000 homes that need more out 
lets and more fixtures. Consider that 
those homes need 100,000,000 conven 
ience outlets. Just think of thos 
things a minute and see where you fit 
in the picture. 


| Every electrical outlet sold means 
electrical supplies sold. Those sup 
_plies are sold by the manufacturer 


| through the jobber to the contractor 





who makes the installation. As soon 
_as that outlet is installed it is an ever 
present invitation for the home owner 
or occupant to plug in a_portabl 
lamp, an appliance or a radio acces- 
sory. You can’t sell those things if 
theré isn’t any outlet to plug them into 
and it is human nature when you have 
any extra outlets that are not being 
used to want to put them to work. As 
soon as you get them and put them to 
work you are consuming more of the 
power company’s current so that be- 
fore long it suffers from growing pains 
and goes out and buys more apparatus. 
And then to complete the beautiful 
circle, when the Central Station gets 
its added apparatus it has an over- 
capacity and needs some more current 


| consuming outlets to use it up. 


You can’t sell a motor to an indus- 
trial plant but what supplies are neces- 
sary to hook it up to the power line. 
You can’t sell an isolated plant with- 
out selling supplies along with it. 
Every appliance needs an outlet; near- 
ly every radio needs one too. You can 
hardly think of the sale of anything 
electrical but what everyone in the 
electrical business is benefited indi- 
rectly. 


And so we come down to the job 
that has got to be put through. We 
have got to start in on a plan of co- 
operative market development in 
which everyone in this industry has 
got to join hands and go ahead to- 
gether. 


Long ago other industries realized 
that the big problem of competition is 





{} 
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“NTLL” 
hread Unilet 


NTC” 
ie Unilet 
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No-Thread Coupling 


0 


No-Thread Connector 
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Think of the time saved 
with No-[hread Unilets on 
this bent-conduit job! 


Not a thread to cut in the 
whole installation. 

Nota single piece of conduit 
to screw into a fitting. 

Not one moment’s trouble in 
spite of all those curved sec- 
tions of conduit. 

No-Thread Unilet features 
are: No loose parts. No change 
in diameter of threaded parts. 
Male and female threads 
always parallel. Positive 
metal-to-metal contact because 


the triple beading on the inner 
ring bites clear through con- 
duit-enamel and into the con- 
duit itself. 


Contractors are naturally 
mighty enthusiastic about No- 
Thread Unilets when they can 
get such results as these. Get 
them every day, on every job. 


Are you selling them on their 
time-saving features? Have you 
our catalog? 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue * Chicago, U. S. A. 


New York—150 Varick Street 
























and CONDUIT 


STANDARD FOR 


2. Insert conduit 





Los Angeles— 340 Azusa Street 














3. Tighten nut 


ILETS 


Reg. U. S. Pat. Off. 





FITTINGS 


BETTER WIRING 
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Adjustable 


Gang 
Types 





Every Contractor 


A Prospect / 


VERY contractor is a prospect for Fullman Floor Outlets of the 
Adjustable Gang types—for every contractor knows the value of 


an installation which enhances his reputation. 


Fullman Rectangular Gang Floor Outlets are for supplying a variety 
of service, such as electric lights, fans, telephones, etc., from one 
point. And, certainly they make a neater appearance than several 


single outlets grouped near a desk or table. 


You can readily grasp the practical sales features of these outlets— 
and you can increase your showing on profitable products by selling 


this line. 


Don't let a special job “stump” you. We will build special types 


and sizes whenever required. 


Fullman Floor Outlets of the Adjustable Gang types are fully de- 


scribed in our catalog. Write for your copy. 


Steel City Electric Co. 


PITTSBURGH, PA. 








not between ourselves but with oth + 
industries. It is the electrical indu 
try against the field. 

Every industry is competing for . 
‘share of the consumer’s dollar. Th: 
dollar is just so big and no bigge: 
The thing we have got to do is gi 
our fair share of it. Just at th, 
present statistics will prove conclu 
sively that the electrical industry i. 
being licked to a frazzle in this r 
spect. 





You have all heard or read of thi 
small percentage of the Consumer's 
Dollar that is now being spent on 
electricity and electrical products 
You all know that in building a hous: 
the last thing thought of is the electric 
wiring and fixtures. You all know 
that the present mental attitude of the 
home builder is to have fancy tile 
bathrooms with all the fittings that go 
with it, to have oak floors and many, 
many other little details that from 
luxuries have become real necessities 
to them. And the poor old electrical 
folks take what is left. 


And what is left? What generally 
happens? A man has so much to 
spend on a house—say, $10,000.00. 
He plans to spend that amount on his 
home. He gets his plans together and 
begins to include a lot of niceties he 
had not thought of at first. He gets 
his bids together and finds out the 
house is going to cost him $11,000.00 
-—$1,000.00 more than he originally 
planned. Then finally the electrical 
end comes up for attention. By that 
time he has reached an economical 
stage and he starts to cut down. He 
can’t afford this outlet, that switch or 
the other fixture. The contractor, in 
order to land the job, shows the build- 
er how smart he is by helping him 
save on the cost of installation by the 
process of elimination and the poor 
home builder when he finishes his 
house and moves in finds out to his 
sorrow that he hasn’t got one quarter 
the outlets he actually needs. And 
then he starts swearing and cursing at 
the contractor who misled him, but he 
gets along! 

That is the trouble—he gets along! 

He gets along without sufficient 
outlets, sufficient fixtures, sufficient op- 
portunity for the general use of elec- 
tricity. As a result the manufacturers 
of everything electrical, the contrac- 
tors, the jobbers, the central stations 





and the man himself all suffer for the 


\lack of foresight, for the lack of 


ee for the lack of a selling 
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Wherever individual light is needed—the BUSS will fit. 


Pat 7 , 
Ke Ree. #8 o gt i 
i ‘ 2 


























e Example No. 167 trom a salesman’s actual experience. 


'f How BUSS Lights solved the problem 
of lighting the Solus Clubhouse— 


. Problem: How to equip each room with a least three fixtures which would have been necessary, 
4 room-light, a table reading-light, a shaving-light and a to provide equal lighting facilities. 
d bed-light, without overloading their small farm light- Example No. 167 is just one of scores of 
, ing plant was the problem facing the Solus Club, a adaptations of this convertible stand lamp to different 
F hunting club at Foley, Mo. lighting problems. Other examples from the actual 
Answer: Melvin Hall, a well known St. Louis experiences of salesmen will be given each month to 
! distributor, suggested BUSS Lights, recommending show every distributor salesman that wherever indi- 
f one convenience outlet in each room. A hook near vidual light is needed, it pays to think of BUSS Lights. 
‘ the outlet provided a means of hanging the BUSS There are hundreds of problems which can be satis- 
| Light as a wall-fixture for general illumination. Ex- factorily and economically solved by the use of BUSS 


tension cord and adjustability of the BUSS Light per- Lights. 
mitted clamping of lamp to bed, for reading—to mirror, 


- for shaving—or using it as a table lamp, if desired. BUSSMANN MANUFACTURING CO., 
4 Result: One Buss Light took the place of at University at Jefferson ST. LOUIS, MO. 


f ty ° Send us suggestions for BUSS Light uses, taken from your experiences. We 
$10 for your experiences: will pay $10 for each one we accept to be featured in this publication 
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MURRAY 


METER SERVICE SWITCHES 





ACCESSIBLE MAIN 
FUSES 





AND 


COMBINED WITH 


ACCESSIBLE 
BRANCH FUSES 


IN 


VARIETIES TO SUIT 
ALL REQUIREMENTS 


SEND FOR CATALOG 








EASY WIRING IS CHARACTERISTIC OF 
EVERY MURRAY SWITCH 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 











CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
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job on the part of the electrical i) 
dustry. 

It is our job, the job of the electr 
cal industry to make the public . 
conscious of its lack of electrical 1. 
cessities that it can’t get along as | 
has in the past and is doing today 
Then and only then will we be gettin, 
our fair share of the consumer’s dollar 

It is interesting to note that ther. 
are approximately 50 associations do 
ing co-operative trade development 
Over thirty of that number are asso 
ciations competing with us in th: 
building trade. : 

These industries have been throug! 
the same trouble we are in right now 
They suffered the same ailments 
They were sick from over-production. 
price wars, destructive competition 
and resulting loss of profits. The 
finally came to the realization, as w: 
must, that the best way to stop fight 
ing each other is to band together and 
go out after the other fellow, the other 
fellow being the other industries that 
were profiting by their loss. 

In doing this they fell upon the 


| right idea because when you are busy 


fighting the other fellow you quit 
scrapping amongst yourselves. You 
have a common goal, and a common 
goal means co-operation. 

These other industries have blazed 
the trail for us. Unfortunately for us, 
we are now “taking their dust.” Nev- 
ertheless, they have done us a real 
service because they have proved to us 
that co-operative effort of this kind 
pays and pays well. They have 
shown us that there is no gamble in 
co-operative trade development when 
handled carefully. 

We have a wonderful story to tell 
this country. Other people have been 
telling the public a little bit about it, 
but there is an immense amount stil] 
to be told. I am not referring here to 
a mere convenience outlet campaign— 
I am talking about electrical things in 
general. I am talking about the 
proper lighting of homes, offices and 
factories, about the proper electrifica- 
tion of factories, individual electric 
drive, remote control—anything that 
is going to improve things in general. 

Educational work of this character 
can and must go ahead with the gener- 
al movement. 

Our industry must be awakened to 
the necessity of placing the advan- 
tages of electricity before the public 
by means of advertising and other 
legitimate methods of a promotional 
nature. It should spend a_ million 
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FRI N IK 


_Window Lighting Service 
























t 
) 
Wh} Mo i 
, sagan te 
, SILVERLITE 
h, An all metal reflector susceptible 
to adjustment for three different 
1h sized lamps. This adjustment is 
made instantly because of the col- 
J lapsible neck. No special holders 
" are required. The reflectors fit the 
standard 314 inch holders used 
t everywhere. Color screens can be 
attached without extra clamps, ———— 
d hooks, ete. Described in our cir- Bedell Store, Portland Ore. 
cular No. 77. 
r 
at 
l¢ 
ey ae she 
it H. L. Porter Store 
“ San Francisco, Cal. 
nh 
d 
S, 
- 
al 
iS Lo 
so SU Ng Be 
id waen'™ ®ch, Ca) 
re 
in MULTILITE You will find in the flexibility of this com- 
. A i i e . e ° 
n tut st an tel eee plete window lighting service the reason 
d bl 2 P P a 
1 lampe. ‘Maite relecors come in ; for its amazing success. It is adaptable to 
a lectors. Pa ptinapdins enw le every type and size of store. The economy 
a Sn nee ee and beauty that makes it the choice of the 
it, : . : oon 
« sepeaaian: si far greater flexibility great leading stores all over the country 
a en noe omnes can be realized by the very smallest. 
circular No. 79-B. 
on Each unit that we make is the result of 
a three generations of effort to produce the 
ba ideal window service. 
a- . . . . . 
ic Multilite—Silverlite—Spot-O-Flod—Singly 
at or together you will find a ready and 
iL. profitable market for these products. Sold 
er through legitimate jobbers only. Our ex- 
r- perience is always at your service. Write 
us today. 
to SPOT-O-FLOD 
n- A combination spot and flood light 
: permitting of instant adjustment, T HE FRINK ( ‘O 
lic without the use of tools, to any °9 INC. 
angle. The beam is controlled from . 
er a spot of 24 inches to flood of ten 239-B TENTH AVE., New York City 
l feet at a distance of ten feet. Color 
a frame and screens come with each Branches in Principal Cities 
on unit and permit of individual color 
spot or flood of entire window. 
Described in our circular No. 84. 
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Why HEMCO dominateg 


All leading Jobber 

Three of the leading Kansas Ci ‘ , 
Jobbers who ead HEMCO % more fruit when backe 
UILDING a sales success such as Heme 
Products enjoy in the Kansas (; 
market, and in other leading markets th 































Mr. E. F. Hardey, country over, is a three-sided achievemen 
Pres’ « ° 

Central States Elec. Dealers and jobbers have essential share 
tric Co., says deal- 

crsand jobber sales. So does the manufacturer. 





rren are behind 





Hemco because 
it pays. 





But without a logical and faithfully fo 
lowed plan of co-operation the efforts of aifh 
three are hampered—can’t bring the profitfifo. 
each rightfully expect. 

It is such co-operation, such a merchai 
dising plan which explains the enviabl 
standing of Hemco. 

The foundation of Hemco Co-operatioj 
is a quality product. Hemco builds goo 
will with every sale. 

A consistent and impressive advertisin 
campaign tells consumers of Hemco quality 


George Richi: 
557 WEST MONMRE! 












































Mr. John D. Todd, 
Vice-President and 
Gen. Mgr. of the 
Missouri- Valley 
Electric Co., Kan- 
sas City, also en- 
dorses Hemco. 










Mr. W. B. Satterlee, 
Presidentojfthe 
Columbian Electri- 
cal iCo., says the 
proof of a mer- 
chandising plan 


lies in sales. | El 


It is our aim to keep Hemco Jobber Co-operation so 
it shall be forever established as a standard of = 


PRINT IN BO 














HEMCO © 
PRODUCTS 
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eghe Kansas City Market~ 


bert their efforts bear HEMCO 

ckeffHemco Merchandising "<@/ PRODUCTS 

lemcm! the beauty and convenience secured by | ar 

Citfagemanding the Hemco trade-mark. 

ts th This story is brought to the dealer’s 

-menfamounter by effective sales helps: the Hemco 

hare@misplay stand, for example, of which there 

re thousands in use. 

ly fol™ Hemco Missionary Men complete the 

of af/hain. They work with you, educating 

profi™our dealers to the advantages of pushing 
emco. Orders taken by Hemco Men in 

rchaimour territory belong to you, and the repeat 

viabl@™usiness which always follows the introduc- 
on of Hemco is also yours. 

ratio Make your sales efforts produce the most 

goommders by utilizing Hemco co-operation. 
st ask your sales manager to arrange for 

rtisingf/™ Hemco Missionary Man to work with 

ualityimou. 


Lichs Company 
MO EET, CHICAGO 






























What to tell Dealers 
about HEMCO Plugs 


Hemco is the only line of plural plugs 
advertised consistently in national maga- 
zines. 


Beautiful in design. Hemco Plugs are ‘‘at 
home’”’ with the finest furnishings. 


f ies : Short -circuit-proof because metal parts 
Nee never come loose. 


Unbreakable from reasonable use. 


Products are regularly and prominently displayee in thewind- Mounted on the display stand, shown 
don the counters of the leading|Kansas City Dealers. The above, Hemco Plugs are quick, profitable 


ows a distinctive window of the Kansas City Power and Light Or . el 
mmed by Mr. E. E. McKimm, Window Specialist. ie . be = at 407% discount 





' Coa ON 
» cfete, valuable and real that > en 
pain this industry... ...... ! 


' IN BINDING 
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dollars a year on such developmen 
work. And it should pledge itself t 
do it not for one year but for fi 
years to start with and, if necessary 
with increased appropriations. | 
would be suicide to do it for one year 
for little can be accomplished in on 
year or even two years. It is th 
fourth or fifth year that will bring re 
sults and pay big dividends. 





es ae 


Specializing On Industrials 

C. B. Senninger is now selling for 
the Continental Electric Co., Kansas 
City, Mo. C. B. will be remembered 
as a former Graybar salesman, later 
| with Funsten Electric Co. He cam: 
_ to Continental November 15, and is 
| specializing on the industrial trade in 
Kansas City. 





* *~ * 


Empire of Houston Changes 


Name 
The Empire Electric Supply Co., 
| of Houston, Tex., has changed its 
| name to the Roberts Empire Electric 
| Co. R. R. Roberts is president, S. S. 
| Patterson, vice-president, L. R. Quinn. 


Low Installation Cost/ - 
‘Hicient in Protection 


The Use of Non-Metallic Conduit 


edu Fire Hazard 
Prclecl\Wires Mechanically 


IT DOES THE JOB. : 


Sell the Idea of Permanence 
and ety to. | 
Inspectors-Underwriters-Contractors 
Thus Increasing Sales Volume | 


merican rcu ar om A couple of nice girls made happy. 
| Leone Jorgenson and Jennie Kudish at the 
90 West St. New York N.Y, | Bright Light Co., 1861 Milwaukee Ave., 
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Mihail i \ 
‘The New Additions to the 
ignal Line of Fans 


GNAL Coat Spo, 












fi ACH year new 
items that are at- 
tractive and sure to 
sell are added to the 
Signal line. This year 
the new additions are the 
Signal Table Fan and the 
Signal Cool Spot 8” non- 
oscillating type fan—both 
will be fast selling items. 





The Signal Table Fan is finished in white, so constructed that 
1 flower vase can be set into the top. It revolves so that a 
maximum amount of air is displaced, yet it does not direct air 
currents like the usual type fan—ideal for the dining table. To 
display this fan will create business. 


The Signal Cool Spot meets a popular demand for a small and 
efficient fan—retails tor $5.50. This fan is strictly a quality non- 
oscillating type fan that must not be confused with other so-called 
low price fans. It has an improved universal motor, finished in 
black with brass finished blades. 






























A Complete Line of Fans 


Other popular types in the Signal Line are illustrated here—to help jobbers 
interest dealers and to help them get all the business possible on fans. 

The 16 inch oscillating fan has the newest development in motors—the re- 
pulsion type motor, for A.C. current. This motor has longer life, and is a new 
sales advantage for this fan. The 12 inch oscillating fan also has the new 
repulsion type motor. 

The 9 inch oscillating type fan has two speed toggle switch, improved uni- 
versal motor—a popular sales item that retails for 
$12.00. 

Signal Ventilating Fan is always a good year 
‘round seller. It fills an existing need in the home, 
office or business place. No installation—no service Investigate theYVlive 
afterward. Popular priced, it offers sales possibil- sales possibilitiesW’of 
ities every day. the Signal line NOW— 
and be prepared to 
meet the demand for 
these popular fans. 





Signal Electric Mfg. Co. 
Electrical Manufacturers Since 1890 
Menominee, Michigan 
Export Office: New York 








Branch Offices: 


Branch Offices: 


Minneapolis 










| Neu Y ork San Francisco 
Philadelphia Los Angeles 
y- Atlanta y Y —. 
ie Sages = 4 - j Y y Y Winnipeg 
: ( “hicago / y Soon 
MMMM MM a Denver 


Dallas 
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A New Solution 
of an Old Problem 





Simplifies industrial holder 
wiring. 


The new ABOLITE 


“EASY-WIRE” SOCKET oensaale 


ends this difficulty. 


—and the entire porcelain 
block slides out where it’s 
easy to get at. 





Here's something new 
to solve one of your cus- 
tomers’ oldest problems 
—the difficulty of wiring 
sockets in the confined 
space of an_ industrial 


holder. 





Just loosen the two bottom 
screws— 


It can be supplied either with 
standard ABolite Reflector 
Holders or separately as de- 
sired. 


Your customer merely loosens 
the two easily-accessible 
screws shown at the bottom. 
This releases the band so that 
the entire porcelain block can 
slide right out where it can 
be easily got at, and can be 
wired up in a jiffy. 


ASK FOR PRICES AND DISCOUNTS 


The ABolite Reflector Co. 


7500 Stanton Avenue, Cleveland, Ohio 
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The Jobber 
Who - When —- Why 
By A. D. BARBER 
Manager, Graybar Electric Co., Omaha 

First, let me discuss the distributo 
(and we prefer that title instead o: 
jobber), and secondly his relation t. 
the Central Station and our industry 
as a whole. 

The first question is “Who is th: 
jobber?” The electrical distributor 
is the necessary and economical me- 
dium functioning between the manu- 
facturer and the consumer in the 
great program of carrying on and 
building up the electrical industry. 
You will note that I said necessary 
and economical medium. In proof of 
that statement, permit me to offer the 
following by way of quotation. 

“O. H. Cheney, vice-president of 
the American Exchange Irving Trust 
Company of New York, in a talk be- 


| fore the National Retail Dry Goods 


Association said, ‘The process of dis- 
tribution consists of certain essential 
elements—a certain amount of moving 
of goods, a certain amount of storing, 
a certain amount of selling and a cer- 
tain amount of financing. It doesn’t 
matter who performs these functions— 
they must be performed and they must 


| be paid for, and somebody has to pay 


for them. So long as these functions 
have to be performed, so long will it 
be impossible to cut out the costs of 
performing them from the costs of 
distribution.’ ” 

In commenting on Mr. Cheney's 
statement, G. E. Cullinan, vice-presi- 
dent of the Graybar Electric Company, 
in an address before the Convention 
of Electragists at St. Louis, in August 
of this year said, “This statement of 
Mr. Cheney’s explains more clearly 
than I could otherwise state it the 
position of the jobber in the electrical 
business and his relation to you. We 
are so close to these functions that we 
take them for granted. But if the job- 
ber were to be plucked out of the 
business fabric we would suddenly re- 
alize by his very absence what an im- 
portant asset he has been to us in the 
moving of goods, storing of goods, and 
selling of goods, and the financing of 
our purchases.” 

Who is the jobber? He is the in- 
stitution that does the certain amount 
of moving, storing, selling and financ- 
ing which Mr. Cheney says must be 
done by someone. 

The second question suggested by 
the program committee is “When?” 
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7 OPE, Mr. Jobber’s Salesman, 

I'm through with these lines 
nobody knows anything about. 
Fella was in here the other day for 
a hand-sized vacuum cleaner. 
‘Whose is it?’ he asked. “The 
Whumpco’ I says. He comes right 


back with ‘Never heard of it’ look- | 


ing kinda doubtful around the eyes. 
So I had to stop off and begin selling 
a name before I could sell anything 
else. 


“That’s why I like the Day-Fan 
line. They make a lot of things 
that go in the home—fans, radios, 
and so on. The fella who's got 
a Day-Fan Radio comes in for a 
hand-sized vacuum cleaner and the 
minute he spots ‘Day-Fan’ on the 


Day-Fan Electric Co. 





A Good Name 


| Behind the Products 
Makes Good Sales Behind the 






Counter 


handle, there’s nothing for me to do 
but wrap it up. 


‘Nope, I’m through arguing with 
customers about names that oughta 
be sold for me. Just give me a 
name that’s been known for 38 years 


like Day-Fan’s and Ill order. 


“It’s getting time for me to order 
next summer's supply of fans. Stop 
in with Day-Fan’s 1928 line-up and 
I'll look ‘em over.” 


So says any dealer who 
knows the value of a name as 
old and as widely known as 
the name Day-Fan, which is 
found on so many different 
types of household electrical 
appliances. 


Dept. O., Dayton, Ohio 





For More Than!39 Years Manufacturers of High Grade Electrical Apparatus 
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Perhaps our own company antedat. . 





A Policy Which Means 
Bigger Profits in ’28 























BETSY ROSS 
STANDARD HEATER 
With Shut off Switch 
CENTRAL FLATIRON 

MFG. CO. 














Backing the “Betsy 
Ross” Line of Electric 
Heating Appliances in 
1928 is a strict jobber 
policy, firmly adhered to, 
and one which means 
profits to you and your 
house. 


We are distributing our 
products through whole- 
sale electrical channels giv- 
ing the jobber a most 
satisfactory arrangement 
and territorial rights and 
privileges. 


Jobbers not now han- 
dling the “Betsy Ross” 
Line are invited to write 
us at once. 


We have an attractive 
proposition for you and 
one which will result in a 


decided increase in your 
heating appliance business 


during 1928. 


Write us at once. 


SINCE 1909 


pelts PE Electric 


Heating Appliances 


Central 
Flatiron Mfg. 


Company 
Johnson City, N. Y. 








any other electrical jobber, havi: » 
been originally organized some 5; 
years ago. 

The jobbing branch of the indust;, 
has for 58 years, at least, kept pac: 
with the manufacturing and centra! 
station division and stands today wit); 
a record of unselfish service per- 
formed not alone in the interest of th: 
distributor. 

“When?” From 1870 until this ver, 
moment and on the job every minut: 
of the time. 





The third step suggested for dis 
cussion, or “Why the jobber?” 

Every one of the jobbers represented 
here, we believe, has justified his exis 
tence in our industry in the state ot! 
Nebraska. They have assembled th: 
merchandise of many manufacturers 
under one roof and within a very shori 
distance of your operations. They 
have made it possible for you to buy 
in comparatively small quantities, by 
proper price structures, and nearby 
| stocks. Your jobber has been your 
| buying organization, scouring the mar- 





_kets of the world for the latest and 
best in electrical equipment and sup- 
| plies and still offering the merchan- 
| dise to you at a lower cost than if you 
'took over the distributor’s function 
and purchased direct from the manu- 
facturer. 

The electrical distributors of Ne- 
_braska and likewise of the entire 
| United States, believe they are per- 
forming an economic function in select- 
| ing, cataloging and stocking many 
thousands of items of electrical mer- 
| chandise at strategic locations. The 
| manufacturer is served by having wide 
| and inexpensive channels of distribu- 
tion and being able to concentrate his 
| time, capital and ability on the prob- 
‘lems of manufacturing exclusively. 
|The consumer (whether he is Central 
| Station, dealer, steam railroad or iso- 
lated plant) is able to conserve time, 
warehouse space and overhead expense 
— by virtue of his hand to mouth or 
| current buying, speed up turn-over 
| and largely eliminate obsolescence. 
| 





The electrical industry (manufac- 
turer, distributor and Central Station) 
| has come recently to a full recognition 
_of the desirability of eliminating 
drudgery in the home by the substitu- 
| tion of electrical labor and time sav- 
| ing devices. 
| At the same time the entire indus- 
|try appreciates the fact that when 
this service has been rendered to the 
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Ar you getting this replace- 
ment business on Super Service Cords ? 








: EFORE 
u LCANIZATION 
4 


v 


AFTER 
woul ANIZATION 


UPER SERVICE 
S CORDS 3 CABLES 


Note how the vulcanizing condenses 
and toughens the rubber jacket. 







In the barber shop on vi- 
brators, and hair dryers. 
In the mines for tele- 
phones and signal sys- 
tems. In the soda foun- 
tains on mixers and 
squeezers. In the home 
on vacuum cleaners, sew- 
ing machines and wash- 
ing machines. In industry 
on fans, drop lights, drills, 
trouble lights and other 
equipment. In dentists 
offices on drills,and grind- 
ing and polishing wheels. 
In offices on adding ma- 
chines, bookkeeping ma- 
chines and dictaphones. 
And in a hundred other 
places that space will not 
permit mentioning. 


ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 


Rome, N. Y. 





ROME WIRE 





FROM WIRE BAR TO FINISHED COPPER WIRE 
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Or 


Quick Sales-- 


Satisfied Customers 
sell the 


| DAION 


REGISTERED TRADE MARK 


Jobbers interested in handling a line of stoves made 
right, priced right and sold right are invited to write us 
at once for territorial arrangements. 





SINGLE HEAT 


No. 918-BS—Black Enamel No. 918-NS—Nickel Plated 
Size, 9x18x5. Watts, 550 (Each Burner). Packed, 1/12 
doz. Weight, 10 Ibs. 


make money for you. 

The “Daton” Household Electric Appliances represent 
a complete line of electric stoves for which a most unusual 
demand exists. 


| Give your salesmen a selling proposition and they will 
| 
| 





THREE HEAT 


No. 918-BH—Black Enamel No. 918-NP—Nickel Plated 
Size, 9x18x5. Watts, 750 (Each Burner). Packed, 1/12 
doz. Weight, 10 Ibs. 


Write at once for full information on this line. It 
means money to you! 


THE OHIO STAMPING & ENGINEERING CO. 


DAYTON, OHIO 











Camp Service. 


public in the fullest measure a very 


desirable load will be provided for tive 


Central Station. 
The distributor or jobber has ke)t 
pace with you so far as realizing t)\ 


task that was to be performed and 
| again, spending his time, money an 


effort in publicity, association co-oper 


| ation, manufacture tie-in, and selection 


and stocking of suitable merchandis: 
for you to sell. 

On the other hand, we have not prv 
gressed so far in actually convincing 
the Central Stations that we could 
economically be utilized as his source: 
of supply for the varied electrical ap- 
pliances. If, however, we have proved 
our value in connection with your 
other current requirements, then by 
the same line of reasoning the jobber 
is the logical institution to stock and 
ship and finance to a degree your 
merchandise items. From one end of 
the state to the other and from the 
north to the south the Central Sta- 
tions have been and are confronted wit): 
the problem of heavy investment and 
low turnover on household appliances 
stock. Only a few days ago the mer- 
chandise manager of one of our Cen- 
tral Stations was in my office looking 
over some attractive new lines and dis- 
cussing fall business. His complaint 
was that they now had three times the 
investment they could justify and he 
was actually handicapped in taking on 
a new line that he admitted would sell 
readily on that account. 

This same Central Station man gave 
me the figures on their merchandise 
investment and sales and said I might 
use them and states futher that as 
soon as their investment was reduced 
to 50,000 they would begin purchas- 
ing again and it would be done ex- 
clusively through jobbers. 


Abstract of a paper read before thé 
Nebraska Section, N. E. L. A., Nebraska 


+ # *& 


Three-Phase Affair 
Tom McLean of Manhattan Elec! 
Supply Co., St. Louis, had a big time 
recently. The occasion was a triple 


christening in the family. Wait 4 


| 


minute, you’re way ahead of us—Tom 


is not the father of triplets. 


Mrs. McLean presented Tommy 


'with a girl. Her sister also had « 


girl but her brother’s wife cam 
across with a bouncing boy. All ar 
rived within a week and of cours: 
such an unusual event called for 
beaucoup celebration. 
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| Electric Ventilation 
3 has Arrived 





= - 










2 Electrical dealers in 
a every locality will want 
q to get all the facts on 
the American Blower 
Merchandising Plans 
mi for 1928. 


ple 


| 






AMERICAN BLOWER CORPORATION, DETROIT 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR, ONTARIO 


American Rlower 


. 0 HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
fe ee. of all Types of Air-Handling dgW Equipment ——— Since 188! 
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CASH IN 


on this Switch 


OBBERS and their salesmen should | 
J lose no time in “cashing in” on | 

this new Reliance Automatic | 
Time Switch. Into it has been in- | 
corporated 15 new improvements 
which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con- 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 

If you do not have full informa- 
tion, write for it today. 





This shows the demount- 
able works as removed 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering. 


Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with | 
any service complaints whatever. 

RELIANCE AUTOMATIC | 

LIGHTING CO. 


1907 MEAD STREET 
RACINE, WISC. 





Flood Lights Without 


Reflectors 
The advantages of floodlighting in 
rendering a building attractive by 
night, in making work after sunset 
simple and safe, and in forming an 
element of protection, are too well 


known to warrant repetition here. 


Where the “throw” of light is relative- 
ly short it is not always necessary nor 


| desirable to employ regular types of 
| floodlighting projectors. 


Standard 

deep bowl or angle reflectors often 

give better results than the former. 
Sometimes we do not need to use 


_any sort of manufactured reflectors. 
A white painted box of the proper 


dimensions and contour will serve the 
purpose. 

In one case it was decided to light 
a small house to a very high intensity 
for exhibition purposes. The dimen- 
sions of the building were known and 
the distance at which lighting units 
could be placed was fixed by the di- 
mensions of the grass plot surrounding 
the building. To determine the con- 
tour or shape of the lighting unit best 
suited, an experimental box was set 
up at the given distance from a wall 
of the building in the factory yard. A 
mark was made on this wall indicat- 
ing the height of the building not yet 
constructed. The position of the 
lamp in the box was varied as well as 
the slope of the sides until the cut-off 
was placed at approximately the right 
height. A good idea was obtained of 


_ the side spread from which one could 


determine the desirable spacing. 

Concrete boxes with a recess, of the 
contour determined by experiment, 
were then cast and these were sur- 
mounted by neat concrete flower pots. 
The lamp was protected from the 
weather by ripple glass plates. An 
exceedingly uniform distribution of 
light was thus obtained in a novel, 
effective, artistic manner. 

This principle finds application in 
many places about the home. For in- 
stance, some of us pride ourselves on 
our most beautiful gardens. These are 
a delight to the eye by day, but by 
night lose their value. Suppose at the 
entrance to the garden were erected 
two standards of the type described 
and these were left burning at night. 
The garden would be far more beau- 


| tiful than by day. In the first place, 
_ the colors of the flowers appear more 
_ wonderful as they are contrasted 


against the darker tree and shrubbery 
background. Secondly, shadows are 


fantastic and appealing. It is difficult 
for one who has not seen such a flood- 
lighted garden to visualize the effect, 
but it can be safely stated that it be- 
comes one of the most attractive spots 
to be found in the community. 

Another application of this principle 
can be used when building the home. 
In many cases the garage is located 
directly at the rear of the house. Af- 
ter “stabling’” the car we proceed to 
stumble our way toward the back door. 
Suppose in the second story rear wall 
of the house two suitable recesses are 
made containing lamps with openings 
covered with rippled glass. These 
lamps are controlled by three-way 
switches, one at the garage, the other 
inside the house. Before we turn off 
the car lights we turn on the switch. 
The rear yard is flooded with light. 
As we enter the house we turn off the 
lights. If we have some minor re- 
pairs to make on the car, or wish to 
wash it after nightfall, this flood- 
lighted area is a decided asset. If we 
hear a noise in the yard which arouses 
our suspicion, a turn of the switch and 
we have protection. 

These two illustrations taken at ran- 
dom at least give us a thought as to 
how we can apply this general prin- 
ciple of floodlighting at minimum ex- 
pense.—A. L. P. in Edison News 
Letter. 











Miss MacGregor who “knows her num- 
bers” is chief telephone operator with the 
Erner Electric Co., Cleveland, Ohio. 
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Cords fr Collyer 


¥ Shipped Right 

















On Metal Spools 
In Compact Cartons 
Clearly Marked 
Easily Handled 
Readily Stored 








Well Displayed 





On Substantial Rack 
An Attractive Fixture 
A Real Silent Salesman 
This Permanent Exhibit 


Insures Rapid Turnover 


Means Sales—For You 


Collyer Insulated Wire Co. 


Pawtucket, Rhode Island 
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The Clanging Hoof Beats 
Draw Nearer 


Up in the Radio conference room of the 
Jobber’s Salesman last week, the price sub- 
ject again came up for discussion. 

One of the members of the Editorial Ad- 
visory Board, a veteran of many wars in 
varied lines of industry, grinned signifi- 
cantly at his associates as he told this story: 


Gf KNOW one radio manufacturer with 
such a passion for perfection that he 


will hire any engineer who even looks as 
if he might improve the set. 

He put one research man on his pay roll 
not long ago and told him to see what he 
could do toward improving his amplifier. 

A few weeks later he beat it over to the 
laboratory. As he went up the steps, he 
heard a terrific uproar. When he threw open 
the door he thought his eardrums had suf- 
fered a blowout. It sounded like a stam- 
pede of buffaloes across a tin roof. 

The inventor was gazing rapturously at 


a small square of black velvet and scarcely 


looked up as his employer entered. 

“Hey,” yelled the big boss, “Why all the 
racket? Why aren’t you working on our 
new amplifier?” 

The inventor pointed proudly to the little 
strip of black velvet. “That's it. - You're 
listening to it. That racket you hear is 
caused by this housefly walking across this 
velvet pad.” 


Which, as any salesman will agree, is 
some amplification. 


a a 


There are plenty of gloomy prophets who 
will tell you the radio industry has a lot of 
nasty weather ahead. 

The more hysterical they become in their 
forecasting, the harder it is for radio job 
bers and dealers and manufacturers to keep 
their minds on their business. 

A certain percentage of the trade is bound 
to be rushed off its feet by these rumors and 
alarums. But the business veterans who 
have been stampeded by experts in days 
gone by, are not so easily rattled now. 

They realize that the bulk of the price 
hullabaloo is the natural result of excessive 
amplification. 


a Me 


A peculiar feature of selling psychology 
is that when the trade once gets to yelling 
about price, the public is unable to hear any 
of the real selling points of the product. 

Price is all they can hear. The lower the 
price goes, the more distrustful the buying 
public becomes. Why buy today, even at 
slashed prices, when tomorrow may se 
them lower yet? 

This is deliberately laying the ax to the 
root of the business tree. It assassinate: 
confidence. 
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VERY experienced jobber knows how 

) the vicious circle operates. 

Suppose two leaders in the industry start 
in on an orgy of competitive price-slashing. 
What happens? Why, the dealer—even if 
he doesn’t handle either of the two price- 
cutting lines—immediately complains to his 
jobbers, demanding similar price slashes on 
the lines he does handle. 

The jobber naturally passes this wail of 
woe along to the manufacturer. 

R esult—confidence is shot to pieces. 
Quality is forgotten. Tonal beauty is 
drowned out in the price uproar. Perfec- 
tion of appearance and performance is in 
the discard. 

For quality and performance are quiet 
virtues. They can no more be heard during 
a price bombardment than could the song 
t a nightingale during the shelling of 
Belleau Wood. 

What price glory for the distributor who 
loses his head to the point where he turns 
his back on the cash register and draws a 
price sword to join in the scrimmage? 


4 a 3 


On the banks of the Ganges it is not so. 


A cautious photographer recently secured 


in interesting snapshot of a Bengal tiger and 
i huge crocodile at the end of a battle royal. 
The natives, discovering these monsters 


Hlocked in deadly combat, had sense enough 
to keep a respectful distance till it was all 
a. 


Then the camera clicked, the natives 
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OWRD 


skinned the crocodile and the tiger, and 
everybody went off about his business. 

Now the radio industry is young. But 
isn’t it old enough to learn a lesson from 
these natives—a lesson in the oldest art in 
the world: the art of self-preservation? 

Let’s keep our heads. Let’s glue our eye 
to the outstanding fact that the general 
public is not yet sold on radio. 


Let's keep our thoughts focussed on the 
fourteen million families that own cars but 
have no radios in their homes. 


4 ba] 4 


Cutting prices will not reap the harvest 
of this great market. Negative selling will 
not turn the trick. 

What these potential radio owners are 
going to be influenced by is the same sort 
of selling that sold them their automobiles 
—an intelligent presentation of quality, 
appearance, performance. 

Af:er these millions begin to visualize 
what radio will do for them—then is ample 
time to meet the question of price, and meet 
it as a real salesman should. 

The clanging hoof beats of the price fly, 
stalking across the velvet pad, are indeed 
awe inspiring to the rank and file of the 
trade. 

But the radio industry will do well not 
to let its most persuasive selling points be 
obscured and drowned out by over-ampli- 
fication of that deceptive battle cry of 
**Price!”” 
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Is a Fine Radio Demand 
Being Jeopardized? 


a HERE is a 
situation  ex- 
isting in the 


radio industry today, 

which, if it is not 

curbed, will accom- 

plish nothing but the breaking 

down of the most valuable fran- 

chise any industry can have, ‘pub- 

lic confidence! ”’ 
These were the 

Arthur J. MeGivern, manager of 

the Manhattan Electrical Supply 

Co., Inc., Chicago, who has a 

most decided opinion on_ this 

point, backed by a logical argu- 


words of 


ment. 

A telephone conversation as 
this interview started paved the 
way for Mr. McGivern to “spread 
himself”’ in no uncertain terms on 
the subject. The call was from 
a dealer requesting permission to 
return a battery-operated set as 
he could sell nothing but A. C. 
receivers. 

This particular dealer is on 
Ashland Avenue, the dividing line 
between the direct current area 
and the alternating current dis- 
trict of the west side of Chicago. 
To the east of him are thousands 
of radio customers and prospects 
none of whom could use an A. C. 
set if they wanted to, and yet he 
has been so thoroughly saturated 
with “A. C. advertising,’ that he 
is completely sold on the idea no 
market exists for him on battery- 
operated sets! 

What follows represents Mr. 
McGivern’s views, and while all 
may not wholly agree, they are 
put out as a valuable contribution 
to the discussion on this live sub- 
ject. 

There is no question of A. C. 
sets being the outstanding re- 
ceivers of the future, and even 
today they are fine both in opera- 
tion and performance, but (and 
it’s a great big but) there is a 
tremendous potential market of 
an undeveloped nature on _ sets 
that necessarily must be of the 


It Would Seem That a “Harmony 
Wave Length” Is Necessary in 


Merchandising 
By W. J. McLAUGHLIN 

















Arthur J. McGivern, man- 
ager of the Manhattan Elec- 
trical Supply Co.,  Ince., 
Chicago, has kept his finger 
on the pulse of “radio de- 
mand” for years. If at this 
time that pulse is unsteady, 
Mr. McGivern attributes it to 
the unsettled condition of the 
buyer’s mind, caused by his 
confusion over the use of 
A. C. receivers. 

In this article Mr. McGiv- 
ern indicates the extent of this 
confusion and _ suggests a 
remedy. 





battery type. And, the manufacturer, 
jobber, or dealer who either depre- 
ciates this market or the value of 
battery-operated sets is doing his 
industry a damage of an immeasur- 
able nature. 

There are fields existing, Mr. Mc- 
Givern points out, that no manufac- 
afford to 
Farm trade, rural com- 


turer or jobber can 


overlook. 





munities, localities 
where the home is not 
supplied with 110 
volts alternating cur- 
rent, sections where 
voltage fluctuations ex- 
ist—all must use _ battery-oper- 
ated sets. 

It is safe to assume that the 
rural demand consists of 70 per 
cent, yes even 75 per cent farm- 
ers, who at the present time are 
not equipped with satisfactory 
sets. 

The farmer, especially in the 
middle west locality, can see 
more prosperity ahead of him 
than behind him. In that sec- 
tion, with which Mr. McGivern 
is naturally familiar, the farmer 
closed the year 1927 in a pros- 
perous condition far exceeding 
the discouraging outlook of Au- 
gust. 


Here is a big potential mar- 
ket, states Mr. McGivern, which 
will, in the main, have to pur- 
chase battery-operated sets. And, 
any undue stress placed on A. C. 
receivers by manufacturers’ ad- 
vertising or intimating that the 
battery set is obsolete, only op- 
erates to the detriment of the 
entire industry. In doing so, 
they create unnecessary sales re- 
sistance to supplying a fine 
demand with the only set satis- 
factory for the purpose. 

There are, of course, many 
places where the A. C. tubes 
would serve a user best, just as 
there are cases where loop-op- 
erated sets are desirable due to 
inability to erect proper antennas, 
but, there always will be a big 
opportunity to sell battery-oper- 
ated sets to those who are not 
supplied with 110 volt alternat- 
ing current. 

It is the serious duty of manu- 
facturer, jobber, and dealer to 
aid buyers in the selection of the 
sets most desirable for their par- 
ticular use. And, no set that 

(Turn to Page 104) 
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The Gosley{Bandboxisthe 
radio of today-beause 


At last! The radio tube that needs no batteries! Here it is functioning quietly, 


smoothly, powerfully in this new Crosley 6 tube receiver—the A C Bandbox. wondertul 


Now, the Crosley A C Bandbox needs no more attention than you pay the elec- 


tric lamp that lights your home. tubes 


Combined with the Crosley facilities for economical manufacture is the patent 
situation of which Crosley has full advantage. Licensed to manufacture under the 
patents controlled by the electrical and radio industries, the Crosley Bandbox is a 
NEW receiver incorporating latest radio developments, the most advanced ideas 
of radio reception as well as sound reproduction. This outstanding engineering 
job is best understood when you consider its features are such as are found in radio, 
twice and more its price. 











1. Complete shielding of all elements. 

2. Absolute balance (genuine Neutrodyne). 

3. Volume Control. 

4. Acuminators for sharpest tuning. 

5. Single cable connections. 

g. Single station selector. She een te tas 

7. Illuminated dial. UY 227—utilize for their filaments 

8. Adaptability to ANY type installation. SF ee aa 
The set is solidly mounted on a stout steel chassis. As all controls are as- down through transformers. Rec: 

sembled together in the front, cabinet panels are easily cut to allow their protru- inst ukeoom 


sion. The metal escutcheon is screwed on over the shafts and the installation has 


all the appearance of being built to order. the radio patents 

Two large furniture manufacturers have designed console cabinets in which the ’ ° 
Bandbox can be superbly installed (Showers Bros. Co., of Bloomington, Ind., and of these industries 
the Wolf Mfg. Industries of Kokomo, Ind.). Powel Crosley, Jr., has approved them 


mechanically and acoustically and has seen to it that the famous Crosley Musicones 
are built in them so that the best type of loud speaker reproduction may be insured. 


The Bandbox is housed in a brown frosted crystalline finished metal case which 
is easily removed for console installation. 


Examine the new Crosley A C Bandbox NOW! Hear first hand its delightful 
—— Enjoy the best in radio at the least cost! Write Dept. 64 for in- 
ormation. 





The research and development work 
of these great industries—The Radio 
Corporation of America, The Gen- 
eral Electric Co., The Westinghouse 
Co., The American Telephone & 
Telegraph Co., and The Hazeltine 
} and Latour Corporations—are avail- 
— So vol- able to Crosley engineers in the 
ume and reproduction. SUPER constant advancement of Crosley 
MUSICONE radio design. 


$12.75 
and the amazing 
capacity of this” 
MERSHON Ckectropic 
CONDENSER 















Crosley Musicones are 
famous for their value. 
The new type-D Musi- 
cone is as extraordinary 
as its companions and 
promises great satisfac- 





ULTRA 
MUSICONE 


la $9.75 





Type-D 
Musicone 


$15 





THE CROSLEY , , , 
Crosley is licensed only RADIO —_ is ne es oe be 
for Radio Amateur, Ex- CORPORATION Aedes. i Ge ealheen call Res 
perimental and Broadcast Powel Crosley, Jr evice. It is selj-healing—will last 





indefinitely—never needs attention 

and eliminates the danger of blown 

out paper condensers which are 

Montana, Wyoming, Colorado, New Mexico _* causing so much trouble in electri- 
and West, prices slightly higher. ? | cally operated sets. 


Reception. President 


Cincinnati, Ohio 
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Radio Receptix 


Cunningham 
A C Tubes 

HE popular demand for the latest and most improved AC power re- 

ceivers calls for the latest development in A C tube construction. 


rn 





Cunningham A C tubes CX826 and C827 are outstanding in their per- 


formance and will bring the AC power receivers you sell up to their highest 
efficiency. 


See that these two tubes are doing their duty with other new Cunningham 
tubes in the AC receivers you are selling. 


E. T. CUNNINGHAM, INC. 
NEW YORK CHICAGO SAN FRANCISCO 


4 
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Radio Through The Camera’s Eye 


A “radio knife” that lays open the flesh without 
actually touching it, that performs virtually 
bloodless operations and cauterizes as it goes, is 
a new feature in modern surgery. The knife 
derives its name from the use of two radio trans- 
mitter tubes, such as are used by small broad- 
casting stations, to supply its current. The knife 
itself is actually an electrode. The current used 
is a high frequency current of approximately 
30,000 volts, sent through a step-up transformer 
and audion tubes. The knife was recently demon- 
strated at the American College of Surgeons in 
Chicago.—P. & A. Photo. 


Above. Navy gobs became human flies 
for the day when they carried out the an- 
nual inspection of the Arlington radio sta- 
tion: examining braces for loose con- 
nections or rust.—Underwood Photo. 

An extensive demonstration was under- 
taken recently at the French army camp 
at Satory, in which the motorcycle and 
sidecar played the chief role. A_ sidecar 

yes is here fitted for use as a wireless and 
e radio post, both receiving and transmitting. 


P. & A. Photo. 


“Bootleg broadcasting” is now detected by the 
Department of Commerce’s “detective car.” This car 
is fitted with radio detecting apparatus for the dis- 
covering of the use of unauthorized wave lengths. 
The car, piloted by Maj. Walter Van Nostrand, fed- 
eral radio supervisor, is the only one of its kind in 
existence, and has the right of way over all other 
traffic on all highways. The car was photographed 
at Asheville, N. C.—Underwood Photo. 
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One of the most unique radio research laboratories ever 
built in this country has just been completed by Steinite 
Laboratories a few miles out of Atchison, Kans. On top 
of a steel tower is located a comfortable, electrically heated 
room, 525 feet above the level of the Missouri River, hous- 
ing the laboratory. Up in the clouds President Fred W. 
Stein and his plant manager and chief engineer, F. W. 
Iggberg, hope to avoid every possible earth disturbance 
and conduct experiments. 



















Prima donnas, tenors 
and baritones of tomor- 
row are in this group 
of finalists in the At- 
water Kent radio audi- 
tion, snapped as they 
waited for closing elim- 
ination for winners of 
scholarships and cash 
prizes.—P. & A. Photo. 








Creating beautiful music out of the air, with- 
out wires and without a sound box, is the extra- 
ordinary discovery of M. Leo Theremin, profes- 
sor of physics at Leningrad, Russia. He re- 
cently gave a demonstration of his apparatus 
in Paris. The basis of his invention is the 
proper synchronization of condenser and tube, 
arranged in musical scale. Variations of a mag- 
netic field cause the music and these variations 
are produced by approaching the hands at vary- 
ing distances from a small metal rod and loop.— 
P. & A. Photo. 
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Well, Boys 


It was a wonderful 


1927 











for 
Dry “A” and “B” 


Thanks to You 


We believe 1928 
will be an even 


GREATER 


Majestic 


YEAR 
Thanks to 
You! 





GRIGSBY-GRUNOW-HINDS CO., 4540 Armitage Ave., Chicago 
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Radio Demand 
Jeopardized 


(Continued from page 98) 
will serve a particular purpose best 
should be classed by anyone in the 
industry as being obsolete. 

When you purchase a_ suit of 
clothes, the salesman’s first question 
is, “What kind of suit do you want, 
business, golf, or evening wear?” On 
your answer depends his choice of 
display. He would not dream of 
“decking you out” in a morning 
frock and a ten gallon hat if golf 
were the purpose of your visit. And, 
he certainly could hope for no re- 
peat business if you appeared at hole 
number one in a tuxedo no matter 
how beautifully it followed your 
classic lines. He sells you what you 
need !—to say that the analogy is far 
fetched is to say you are not closely 
following “A. C. advertising.” In 
Mr. McGivern’s opinion it would be 
as logical to discontinuing phono- 
graphs not operated by A. C. power. 

Consider the fact that in Chicago 
alone there is a vast area, housing 
thousands of families, none of whom 
could use an A. C. set because they 
reside in a D. C. district. And, the 
same condition exists in other large 
cities. 

As a case in point, this writer has 
been constantly urged to dispose of 
his battery-operated set and buy 
“one of these new A. C. sets which 
are being advertised everywhere.” 
Of course, the fact that direct cur- 

















A. C. Stanley, store manager of the 
Dauphin Elec. Co., Harrisburg, Pa., 
poses obligingly for the photograph that 
will make him famous. 


rent is the only kind available, and 
the fact also that the power company 
would hardly entertain a suggestion 
that a special high line be run across 
to one residence is a minor detail 
not taken into consideration. 


There are many apartment hotels 
and buildings having their own D. 
C. plants. Are these prospects to 
be told that if they cannot use an 
A. C. set they might just as well dis- 
pense with the thought of having the 
pleasure of a radio in their home? 


Stop and think of the transmission 
lines in this country with a fre- 
quency of 25 cycles serving a wide 
area which includes cities, towns, 
villages, and rural communities. It 
is said that an A. C. set at present 
will not operate satisfactorily on 25 
cycles. Is it right and proper to 
intimate to the people in these dis- 
tricts—millions of prospects—that 
a battery-operated set is obsolete, 
when in performance it is the equal 
in every particular of an A. C. set? 

Every jobber’s salesman, Mr. Mc- 
Givern believes, should stress these 
points when talking to his dealers, 
and impress upon them the impor- 
tance of carrying the selfsame 
argument on to his customers and 
prospects. 

The A. C. set has its place but 
the battery-operated set also has its 
purpose and the members of the in- 
dustry cannot afford to jeopardize 
the public’s confidence in that indus- 
try by creating dissatisfaction among 
the users and prospects of the latter 
set, especially when there are such 
an infinite number of cases existing 
in which it is the only set which will 
satisfy the particular requirements 
of those cases. 


Certainly there is plenty of room 
for both sets, and the advocates of 
the A. C. type and manufacturers of 
socket power that operate on A. C. 
current are in order when they go 
after every available prospect giving 
competition of the keenest sort to 
the battery-operated unit. But, it 
must be, or should be perfectly ob- 
vious that advertising and competi- 
tion can be so handled as to secure 
the same business without treading 
on the toes of those distributing 
merchandise which has a definite, 
logical place in the industry. 


After all, the radio industry should 














Sam Friedman, president of Friedman 
Bros. Electric Co., Allentown, Pa. 





take cognizance of the thought exist 
ing in other industries, the thought 
which is paramount today—tha! 
competition fundamentally — shoul: 
only be recognized between indus 
tries all fighting for the consumer's 
dollar. And if this poor chap with 
his dollar to spend is going to be 
thoroughly confused on the radio 
situation, he will be forced to spend 
it for Bromo Seltzer to stop his head 
from spinning, and in that case an- 
other industry is the only one gain- 
ing by such competition. 
Think it over! 


* * * 


Broadcasting Reform Concern- 
ing Advertising 

The St. Louis Radio Trades Asso 
ciation has gone on record as opposing 
direct advertising over the air. Ac- 
cording to announcements by Rober 
W. Bennett, president, the fifty mem- 
bers of the association who sponsor 
programs will in the future be limited 
to the announcement of their firm 
name and business. All direct adver- 
tising will be limited. 

Under the sponsorship system the 
announcer of the station carrying the 
dealer’s program will say: “This pro- 
gram is sponsored by Blank & Co., 
dealer in radio sets and supplies. A 
member of the St. Louis Radio Trades 
Association.” If the program is spon- 
sored by the wholesale distributor the 
announcement will be: “This program 
is sponsored by the wholesale distribu- 
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The 
clearest and 


truest Electric Radio 











Balkite “A” 


Like Balkite “AB” but for 
the “A” circuit only. Enables 
owners of a “B” eliminator 
to make an electric installa- 
tion at very low cost. $35. 





Balkite “B” 


The accepted tried and 
proved light socket “B” 
power supply. Three mod- 
els: $22.50, $35, $42.50. 





— 


Balkite Chargers 


Standard for “A” batteries. 
Noiseless. Can be used dur- 
ing reception. Trickle or 
High-Rate, 3 models, $7.50, 
$9.50, $17.50. 

Special models for 25-40 
cycles at slightly higher prices. 
Prices are higher West of the 
Rockies and in Canada. 
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Is a standard 
radio set 
equipped with 
Balkite 
Electric “AB” 


Now you can give your customers 
an AC electric receiver and still keep 
your sales in tried and proved devices. 

Simply by equipping the sets you 
sell with Balkite Electric“*AB.” Bal- 
kite Electric “AB” re- 
places both “A” and 





standard sets and standard type 
tubes. Both are tried and proved, 
and give by far the clearest and 
truest reproduction. The same high 
standard of reception to which set 


owners are accustomed. 


In this method there is nothing 
experimental, nothing untried. It 
consists of two of the most depend- 
able products in radio —a standard 
set and Balkite. 

By all means sell electric opera- 
tion. As shown by Balkite sales fig- 
ures, that’s where the 
volume is in radio 





“B” batteries and 
supplies radio power 
from the light socket. 
It contains no battery 
in any form. It operates 
only during reception. 
It makes any receiver 
an electric set. 

This method 
makes possible 
the use in elec- 
tric reception of 





Chicago Civic Opera 
on the air Thursday Even- 
ings, 10 P. M. and 10:30 
P. M. Eastern time over 
WJZ and fifteen associated 
stations on the Blue Net- 
work of the National 
Broadcast Chain. 


BALKITE HOUR 








Balkite 





today. But let the 
AC sets you sell be 
standard radio sets 
equipped with Balkite 
Electric “AB.” Then 
the profit on each set 
will be clean. 

Two models— 
$64.50and $74.50. 
Ask your jobber. 
Fansteel Products 
Co., Inc., North 
Chicago, Il. 


ELECTRIC AB 


<[ contains no battery > 


Geet 
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tor of Blank radio sets. A member 

of the St. Louis Radio Trades Asso- 

ciation.” If the wholesaler desires to 

use his firm name, mention of the 

equipment he distributes is prohibited. 
je - 6 ~s 


The Coming R. M. A. 
Trade Show 


The convention program committee 
and the show committee have con- 
cluded arrangements with the Stevens 
Hotel, for the 1928 R. M. A. conven- 
tion and trade show, which will be 
held in Chicago June 11 to 15. Plans 
and arrangements include the follow- 
ing items of interest. 

Closed business meetings of the 
R. M. A. will be limited to two in 
number. The time will be announced 
at a later date. Failure on the part 
of any member who is exhibiting in 
the Trade Show to be represented at 
these two closed meetings through 
either the delegate or alternate will 
result in forfeiture of $50.00 deposit 
(paid with show space application) 
to the Association. No one will be 
admitted to the above meetings after 
the announced time of starting. 

Exhibition privileges will be con- 
fined to R. M. A. members in good 
standing February 15, 1928. 

Exhibition space will include the 
exhibition hall as used last year and 
in addition, the entire ballroom floor. 
These two locations are directly con- 
nected by a stairway. 

Due to the irregularity of the size 
of the booths, all exhibit locations 
will be rented at a unit price per 
booth, which price is based upon ap- 
proximately $2.00 per sq. ft., and does 
not include furniture, carpets or fix- 
tures. 

Space locations will be determined 
through a drawing by the show com- 
mittee. 

Exhibitors may use any type of 
rugs, furniture, backgrounds, etc. 
Definite limits will be established on 
height of background, sidewalls, signs, 
etc., by bulletins sent by the show 
manager. It is hoped that members 
will not compete for decorative su- 
premacy. Jobbers and dealers are in- 
terested in viewing merchandise under 
business conditions. 

Demonstration rooms will be 
grouped on adjoining floors, serviced 
with express elevators. The hotel will 
not permit any exhibits in sleeping 
rooms. No demonstration rooms may 
be occupied by Radio Manufacturers 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


Association members unless they are 
exhibitors in the trade show. Do not 
make demonstration room reservations 
at the hotel. Instructions will be sent 
in a bulletin from the show manager. 

A.C. power will be available on 
order in the demonstration rooms. 

All members are urged to refrain 
from holding any jobber or dealer 
gatherings during the hours of the 
trade show or at such times as sched- 
uled meetings for jobbers and dealers 
appear on the convention program. 

* * * 


For the Service Man 
—Shorted “B” 

The useful life of a “B” battery 
is often prematurely ended by a short- 
circuit of that battery, without the 
owner of the set in which it. is used 
realizing when or how it happened. 
If, for example, new batteries which 
have supposedly been subjected to a 
purely normal drain for a short time, 
show an abnormally low voltage upon 
being tested, the chances are that they 
have been ruined by some faulty con- 
nection, either on the batteries them- 
selves or in the set. Before a claim 
is made that the battery is defective, 
the connections inside the set should 
be examined. There may be a faulty 
or loose connection, a tube may be 
defective, a by-pass condenser may 
have broken down, or some metal ob- 
ject may have fallen across the bat- 
tery terminals. The appearance of 
the battery itself will also help the 
set owner to determine whether or not 
a “short” has occurred. 

The following suggestions have been 
prepared by the laboratory staff of 
the Diamond Electric Corp. of New- 
ark, N. J., to enable set owners to 
recognize batteries that have been 
ruined through short circuits. 

The cells of a “shorted” battery 
will all, or in part, be corroded, the 
electrolyte will generally leak out, 
and the pressure of a finger nail 
against the zine shell will often be 
sufficient to break through it, especial- 
ly near the top. This point on the shell 
is where the upper part of the “bob- 
bin” ends, and corrosion there is more 
pronounced than at any other place. 


However, in the case of batteries 
which have become “shorted” after 
having delivered a, great part of their 
energy through normal use, a subse- 
quent short-circuit is generally not 
sufficient to cause any change in the 
casual appearance of the zine. 


There are other methods of det: 
mining in the laboratory whether . 
not a battery has been subjected + 
a “short” or an extraordinarily hea, 
drain, but these are too complicat: 
to be mentioned here. 


Internal “shorts’’ may be found i: 
a “B” battery, but due to the rigi: 
inspections made at the  factoric- 
where really good batteries are mad 
these are rare. In the case of an in 
ternal “short,” a single cell, or prob 
ably a few, will show a low voltag: 
and the balance will show their norma 
voltage (1.5-1.6). Yet there are ex 
treme cases where all cells will bx 
low, due to a stray wire or the lik: 
having been accidentally dropped int. 
the battery as it was being assembled 

Another point of importance is that 
it is possible to “short” one-half of « 
45-volt battery and not the other half: 
that is, from the negative to the center 
221% volt terminal, or from the center 
to the 45-volt terminal. This is ex 
plained by the fact that batteries of 
this type really consist of two sepa- 
rate 2214 volt blocks connected to- 
gether by a common wire, and also 
that taps are sometimes taken from 
the batteries to the set that involve 
a partial battery. For example, it 
two 45-volt batteries are used on a 
set, a tap may be taken from either 
2214 volts or from 674 volts. A 
“short” occurring in any of these 
places would include only a portion 
of a 45-volt battery. 

Here are some suggestions for the 
care of “B”’ batteries that should help 
to prolong their useful life. 


Never test the strength of a battery 
by shorting it through a wire and ob- 
serving the intensity of the spark pro- 
duced. Batteries should be tested b 
means of a good voltmeter—one hav- 
ing a resistance of at least 50 ohms 
per volt and preferably 100 ohms per 
volt. Voltmeters not conforming to 
the above specifications cause the con- 
sumer to discard his batteries when 
they are still capable of giving many 
more hours of useful service. Never 
use an ammeter. 

If large sparks are persistently pro- 
duced when batteries are connected to 
a set, the tubes of which are not 
lighted, the set should be examined 
for possible “shorts” or broken down 
by-pass condensers. Never leave bat- 
teries connected to a set behaving in 
this manner. 

Should the batteries become hot im- 
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Sales Conference 


Patent No. 1650307 


No. 13 Standard 
13 inch List 
$29.00 
West of Rockies 
$32.00 
« = - 
eV .qtet* 45 
prenis ego! ’ 
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The long compensated exponential air column type speaker 
represents the most important advance yet made in Radio tone 
reproduction. It is sensitive beyond comparison and repro 
duces the entire musical scale with a tone brilliancy never 
before reached. 

The Temple Comparator allows from 


two to five speakers to be compared. 
List Price $3.50 Each 
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Sterling’s Message to Your Dealers! 


“Something wrong 
with the set? 
Sure, I'll send 
our service man 


over right away’ 
& ‘ 





Sterling Universal ‘‘B’’ Tester 


Acomplete portable testing laboratory for 

Power Units and all D-C circuits up to 

300 v. Voltmeter (0-300 scale) and milli- 

ammeter (0-100 scale) are used inde- 

pendently or in combination. Light, com- 

wrt rans with plugs and adapters. 
410- 


. ¢ as & @ SS 





Sterling ‘“‘B’’ Power Tester 


A high resistance, low priced meter for 
checking the output of any Power Unit or 
B batteries and other D. C. circuits up to 
300 volts. A necessary unit in the radio 
service man’s equipment. 

R-415 D. C. Model, List price - - $8.50 


R-417 A. C. Model, for testing line volt- 
ages and all A. C. circuits up to 150 volts, 
List price ‘6 Se “68 o 4 = Se oe $7.50 





2831 Prospect Avenue 

















Your Service Man’s Time i is ay" 
+a 493544 + money made or lost! 


OUR service man can also sell. But, the best 

service man is only as efficient as the instruments 
he uses. Equip your service men and your store 
with complete portable special-purpose testing 
equipment that is designed for rapid servicing on 
all models of radio sets and power units, including 
the new electrically operated sets. 





Sterling “Universal Service’’ 
ube and Set Tester 
Used with batteries or Power Units. Tests 
large and small tubes including 171 type. 
Milliammeter shows amplifying strength 
of tube. Combination voltmeter tests both 
the “‘A” and “B” voltages, also locates de- 
fective circuit wiring, open transformers, 
poor contacts in sockets, etc. Voltmeter 
0-10, 0-200 scale, Milliammeter 0-15 scale. 
R-412—List price - + + + + > $25.00 





Sterling “‘Metered’’ 
Tube Reactivator 

Forlarge and small tubes, including 300-A, , 
171 and all tubes having thoriated fila- 
ments. Emission meter shows tube needs 
reactivation, also improvement after reac- 
tivation. Handle on back. Complete with 
adapters. R-403—List prices: 

50-60 cycle + + + + + +s + $12.50 
25-40 cycle + + + + + s+ + $14.00 


THE STERLING MANUFACTURING COMPANY 


Cleveland, Ohio 


Sterling — 


SERVICING EQUIPMENT 



































mediately after being connected to 
set, a short-circuit is indicated. Dis 
‘connect them immediately, as ‘“B 
batteries ~will be completely ruine: 
when short-circuited for even a shor 


period of time. 
~ * * 


U. S. Exempts Batteries From 
“Poison” Labeling 

Storage batteries and electrolyti: 
rectifiers are not “poison” and need 
not be so labeled, according to a U. S 
government decision. This ruling will 
relieve radio and other manufacturers 
who feared that a new law would re 
quire a “poison” label, possibly with 
skull and crossbones, on harmless 
radio batteries and rectifiers. In some 
quarters it was even feared that th: 
“poison sign’ might have to be 
placed on a receiving set shipped in 
interstate or foreign commerce. 

The Radio Manufacturers Associa 
tion, under date of December 8, 1927 
was advised by the U. S. Department 
of Agriculture, in charge of adminis- 
tering the new law relating to ship- 
ment of caustic poisons’in interstate 
and foreign commerce, that the govern- 
ment did not regard storage batteries 
or electrolytic rectifiers as ““poisonous’’ 
articles of household use. The govern- 
ment’s advice to the RMA, in advance 
of the formal federal regulations, was 
made in response to a protest filed in 
behalf of the RMA by Bond P. 
Geddes, its executive vice-president, 
supplemental to protests made by in- 
dividual manufacturers through their 
attorneys at formal hearings before 
the Department of Agriculture. The 
Caustic Poison Act is under the juris- 
diction of the food, drug and insecti- 
cide administration of the Department 
of Agriculture. The new law requires 
that no interstate or foreign shipments 
of “any dangerous caustic or corro 
sive substance” shall be made in pack- 
ages or containers “‘suitable for house- 
‘hold use” without use of a “poison” 


label or sticker in large type. 
* * * 


| Radio Business Good 

| in Binghamton 

| KE. J. Stevens, general manager of 
‘the Bunnell-Stevens Co., Binghamton, 
N. Y., reports radio business flourish- 
ing although the usual holiday num- 
bers in other lines have gotten off to 
a late start. 

This company was recently ap- 
pointed distributors for the “Torrid” 
line of heating appliances made by 
the Frank E. Wolcott Manufacturing 
4 Co., Hartford, Conn. 
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(OHERE is no selling argument in your 
salesman’s vocabulary stronger than— 
“Cabinet Work by ADLER-ROYAL” 


No. 103 


A ier-rovaL CABINETS are being used in ex- 
clusive designs for the finer sets of nearly every 
nationally known Radio, for the reason that every Adler- 
Royal cabinet portrays the distinguishing technique of its 
famous artist designer, and the visible quality-mark of 
Adler-Royal craftsmen. It contributes a distinctive sales 


advantage to the set. 


Manufacturing Co. 


Incorporated 


ADLER-ROYAL 
Louisvitte Kentucky 
CABINETS 


BEAUTIFUL line of Adler-Royal 
stock models is now being shown 
by leading Radio Distributors. 
Write or wire your nearest job- 
ber or this office for particulars. 
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Radio Parts 
that Boost Sales 


In f) amen t 

Control of radio 

tubes is stil] 

mig ty Popu- 

ar. Provides 
a step- . 

€ss hlament 

ya Rute for all tubes, 


on Your next set. 
Allen 


Electric Controlling Apparatus 
MILWAUKEE, WISCONSIN 





at 
a 





Oklahoma Radio & Electric Co. 

This company is directed’ by 
E. J. Mackey, president and general 
manager. Mr. Mackey was connected 
with the Westinghouse Electric & 
Mfg. Co. for 17 years as represent- 
ative in the Oklahoma territory. For 
the past six years he successfully 
guided this large wholesale radio and 
appliance business to its present posi- 
tion in the southwest. 

Mr. Mackey owes his success to his 
service department, which is headed 
by Roy Allen, who has for the past 
several years put on special training 
courses to the dealer, instructing him 
how to best service the radio set for 
the ultimate consumer. 


The sales organization is headed 
by R. H. Brown who was at one time 
connected with the American Heater 
Co. He has under his supervision the 
following: Glenn Bullis, covering 
northeastern Oklahoma; C. P. 
Stringer, southwestern Oklahoma; 
Luther Delaney, southeastern Okla- 
homa and Arkansas; S. Cheadle, north- 


| western Texas and Kansas. These 


salesmen are very progressive, having 
been trained by Mr. Mackey in every 
branch of his business. They take 


| great pride in assisting the dealer on 





the road to better merchandising by 
the way of proper service and person- 
al tact. 

* * # 


Radio Dealer Ethics 


This code of ethics of the dealer 
members of the St. Louis Radio 
Trades Association is worth reading. 
The more nearly you can persuade 
your own dealers to live up to this 
code, the more nearly will the buyers 
of radio equipment receive 100% sat- 
isfaction, in which, after all, we are 
all primarily interested. 

“The radio dealer is the instrumen- 
tality through which the radio receiv- 
er reaches the nation’s consumers. 
This receiver is the source of unex- 
celled entertainment and of great 
educational value. The radio dealer 
becomes, through proper sale of the 
receiver, the builder of paramount 
comfort and cheer, provider of educa- 
tion, binder of closer home ties and 
the co-provider of the world’s greatest 
entertainment. 

“Such functions impose obligations 
beyond those of ordinary tradesmen. 
The radio dealer members of the St. 
Louis Radio Trades Association have 


grave social and patriotic obligation. 
He is zealous to maintain and impro\, 
the standards of his calling an. 
shares with fellow Radio Trades As- 
sociation members a common respo: 
sibility for integrity and honor. 

“(1) It is the duty of every Radi, 
Trades Association dealer member t» 
protect the public against fraud, mis 
representation or unethical practices 
in connection with radio sales. 


—_ 


“(2) Radio products are offered 
by Radio Trades Association dealer 
members solely on merits without ex 
aggeration, concealment, or any form 
of deception or misleading representa 
tion. Contrary reports from buyers 
will find us ready to secure buyer sat- 
isfaction. The association guarantees 
this from its members. 


“(3) It is a Radio Trades Asso 
ciation dealer member’s duty to know 
all facts concerning all radio equip- 
ment he accepts an agency for, so as 
to avoid exaggeration and misrepre 
sentation in resale of same to public. 

“(4) In closing transactions, the 
Radio Trades Association dealer mem- 
bers will exercise care in the prepara 
tion of documents so that only the 
exact agreements reached are con- 
tained therein. 


“(5) All contracts of sale to which 
a Radio Trades Association dealer 
member is a party will be made in 
writing and will be complete and 
exact. 


“(6) A Radio Trades Association 
dealer member will never be knowing- 
ly instrumental in introducing any 
radio article that will in any way in 
terfere or be detrimental to radio re 
ception. 

Suggestions to the public: 

“(1) To secure more intelligent 
and reliable service place your confi- 
dence in a Radio Trades Association 
dealer and retain his services in all ra- 
dio needs. 


“(2) If you deal only with Radio 
Trades Association dealer members on 
any radio matter you seek counsel you 
will get opinions in accordance with 
his best judgment, unbiased by your 
personal preferences. 


“(3) If you disregard the wonder- 
ful bargain alluring offers, etc., of ir- 
responsibles, and deal only with Radio 
Trades Association dealers, this asso- 
ciation will guarantee you from them 
that satisfaction you so much desire 
in radio buying.”’ 
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Wahle Radio Console Table 


Atwater-Kent dis- 
tributors will be in- 
terested in learning 
about the No. 37 
console table. Write 
in for details 





This newest addition to the 
WAHLE RADIO FAMILY 


No. 17 Console Table for RCA 17 Set 
and 100-A Speaker 


Makes its first public appearance in this 
issue. Ask your Sales Manager to tell you 
the story at your next sales meeting. 


‘‘Another Robt. Findlay Product”’ 


ALBERT WAHLE COMPANY 


INCORPORATED 










Brooklyn, N. Y. 





Metropolitan & Morgan Aves., 


There’s no “Grief” to selling 
A. C. Tubes if you stick to CeCo. 
Our experimenting is done in our 
own laboratory—NOT at the ex- 
pense of the dealer and public. 








Write for data sheet and full de- 
tails of Types M. 26 (Amplifier) 
N.27 (Detector) R. 81 (4% Wave 
rectifier) R. 80 (full wave recti- 
fier). 


C.E. MFG CO.,Inc., PROVIDENCE, R.1., U.S.A. 



















— 


Listen for WOAI 

The Southern Equipment Co., 1 
Antonio, Tex., has its own broadecas' 
ing studio right in the office. A hig 
scrap-book full of publicity testitic, 
to the popularity of the prograns 
Messages of praise come from as {:r 
off as Guatemala, South America. 

J. G. Cummings, secretary and 
radio manager of Southern Equipment 
Co., is the official announcer. Accord 
ing to Ellis Chaney, vice-president 
and general manager, J. G. has a hard 
time getting any sleep on account of 
his many activities. 

* * # 


Wahle Contest Winners 


The Wahle speaker stand contests 
conducted among the salesmen of the 
various distributors of the Albert 
Wahle Co., Brooklyn, N. Y., has just 
closed. Two major prizes were 
awarded. The first was a_ fully 
equipped marble top smoker stand 
and the second an electric smoker 
stand finished in bronze. 

The following is a partial list of 
the winners of the above prizes. The 
returns are not complete at this time 
and the Wahle Company desires to 
thank all men who entered in these 
contests for their co-operation, even 
though their names do not appear in 
this list. 


W. L. Stoyer J. DeVos 

J. B. Smith N. Ullman 

J. F. Bacon Geo. Dean 

C. J: Zamoiski °* E. J. Diehn 

E. J. Hanks P. G. Patterson 


Geo. H. Moser C. B. Hopkins 
H. N. Westmark J. Stewart Smith 
I. J. Zorn Phil. Kaufman 
C. L. Blumer A. H. Whedon 
F. A. Hendrix R. C. Wahlig 








Three prominent members of the Lind 
ley Electric Supply Co., Philadelphia, are. 
from left to right above: Frank Hols- 
worth, Clifford H. Furness and Leslie 
Grand. Frank and “Les” are outside 
salesmen, and “Cliff? Furness runs th: 
accounting department. “Les” Grand is 
famous for his laugh, cheerful disposition 
and ability to win prizes in Tue Jopper’s 
Satesman Summer Sales Contests. “Cliff” 
Furness shines on the bowling alleys. 
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‘SIX BIG NUMBERS FOR 


1928 














Beauty Beyond Words 


Not to be outdone by the 
popularity of the “Big 4” these 
“two jewels” have cut a very 
pronounced niche for themselves 
in the jobber-dealer trade. This 
“Jewel of Lighting Fixture” and 
“Jewel of a Lamp” are aptly de- 
scribed in just these words. 
Their design is based on an ab- 
solutely new and correct prin- 
ciple of lighting. Get a samnvle 
and see beauty in lighting that 
no words can describe. 
























This 
“4 of a Kind” 
Always Wins 


To build a solid foundation for 1928 
start with the “Big 4° Wahle Loud 
Speaker Standards. If you are looking 
for a real salable specialty with dealer and 


No. 100-A consumer acceptance, liberal jobber and 
Standard dealer profit and quick turnover you need 
hen not go beyond this page. 
RCA The “Four of a Kind” here illustrated 
form the winning hand in every jobber’s 
Model : 
salesman’s deck in 1928. Between them 
100-A these Wahle Loud Speaker Standards will 
Speaker accommodate practically all makes of loud 
Li speakers. 
= To show a Wahle Loud Speaker Stand- 
$10.50 ard is to sell it—both by jobber and re- 


tailer. Try it yourself and you'll learn 
why many other jobbers are so profitably 
handling the “Big 4.” 


“Each a Robt. Findlay Product” 













No. 100 


for 
RCA 
Model 
No. 100 
Speaker 


$10.50 



















Two Profits / 
Where One 


Grew Before 


Every Loud Speaker needs a 
Stand and every Stand needs a 


Model “E” Loud Speaker. Sell them to- 
Srenduad gether and watch “Two profits 
pee: grow where one grew before.” 
Most retailers handle five 
Atwater makes of Loud Speakers. To 
Kent display them properly they 
Model “E” should place one of each make 
Loud on a Wahle Standard. Just 
Speak think what an order for five 
cepeaenel display standards alone to each 
List — vs mean to you. Ask 
your Sales Manager to give you 

$10.00 the facts. 


Consider these facts 
in Your Sales 
Meeting 






No. 540 
Universal 
Standard 
for 
Cone 
Speakers 
List 
$10.56 











ALBERT WAHLE COMPANY 


Metropolitan and Morgan Avenues BROOKLYN, N. Y. 


INCORPORATED 
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Easy to Sell 


BECAUSE IT'S 
Easy toUse 


HAT’S the beauty about Kes- 

ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packoass are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 


Pasi Wrightwood. Ave. Caloase 


| 














Radio and the Airman 


Whatever radio means to the navi- 


| gator and his fares at sea, it must 


soon come to mean as much or more 
to the airman and his passengers, when 
flying over the trackless ocean or 


| across the black or foggy countryside 
| —not as a spectacular feat but rather 
_as a matter of routine. To the aerial 


navigator, radio offers a ready means 
of communication with those below. 
It affords a wonderful organization for 


_ gathering and collating meteorological 
| facts, that the airman may know the 


weather that lies ahead of him over a 


| given route, and plan accordingly. By 


means of the direction finder, radio 
provides the true guide posts of the 
skies defining the aerial highways. In- 
deed, commercial aviation, in passing 
from the stunt stage to the commer- 
cial stage, can progress only so fast 


' as radio beacons shall dot the great 


air routes of tomorrow. 

Aviation radio is something quite 
apart from marine, transoceanic or 
broadcasting radio. In fact, it intro- 


| duces still another phase of radio 


communication. The mechanical re- 
quirements of aviation radio are 
peculiar unto itself for in no other 
application must weight and space be 
so assiduously conserved. Equipment 
intended for use aboard ship or on 
land, no matter how portable it may 
be, is generally unsuited for use in an 
airplane. Hence special equipment 
has had to be designed and con- 
structed. 

Yet there is a most attractive side 
to aviation radio despite the rigid 
handicaps of minimum weight and 


| bulk. Aircraft radio transmitters are 
_capable of remarkable range with lit- 


tle power, due to the unobstructed 


| propagation of the waves from the 
| loftily trailing antenna, so that what 
| power might be lost in meeting weight 
'and bulk requirements, is perhaps 
_more than made up in other ways. 


So far as the technique of aircraft 


| radio is concerned, the means for en- 
| tirely satisfactory service are at hand. 


The recent transatlantic flight of Com- 
mander Byrd in particular, as typified 


| by the constant bulletins from the 
| “America” to the world at large dur- 


ing the passage, proves the value of 
radio communication to the airman. 
It is no stretch of the imagination or 
of enthusiasm to say that the carrying 
of radio by the transatlantic flyer 
spells the difference between some 
measure of safety and a complete gam- 
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ble. At the cost of a few pounds, a: 
perhaps two cubic feet of their valu 
ble space and competent operation, t! 
intrepid airmen who have been lost 
the oceanmastes of the Atlantic a: 
the Pacific, during the past fe, 
months, might still be counted amo: 
the living. 

Just as radio beacons are beginniny 
to dot the various coasts as an infall| 
ble guide for seafarers, so must avia 
tion radio beacons soon dot the great 
air routes. By means of the radiv 
direction finder, the airman can aim 
his ship for a given point with tl: 
accuracy and certainty of a marksman 
pointing his rifle. Fog and blackness 
of the night cease to hold terror for 
the airman working with radio bea 
cons. An important point to remem 
ber is that the airman, unlike tl: 
ocean navigator, navigates in a three 
dimensional medium—the horizontal! 
directions are complicated by the addi- 
tion of the vertical direction. One of 
the most serious factors in flying is 
this navigation in the vertical plane 
and many fatal accidents are due to 
lack of judgment as to the exact dis- 
tance between airship and ground be 
low, in a fog. With radio beacons, 
however, it is possible to gujde the 
airman safely back to the ground, de 
spite fog or blackness or other ele- 
ments contriving to rob the airman of 


his sense of sight and direction. 
* * * 


Chicago, the Cross-roads 

The report, but just completed, of 
the Committee on Co-Ordination of 
Chicago’s Railroad Terminals has 
been pronounced by railway experts 
to be the most complete and thorougli 
appraisal of the city’s transportation 
and trade facilities ever made, and 
justifies Chicago’s claim to the title 
of the commercial cross-roads of 
North America. 


Chicago's terminal trackage as 
given in the report is 7,726 miles. 
operated by 32. railroads and 82,850 
workers. Approximately 87 per cent 
of the 34,791 freight cars comprising 
the daily movement ratio in terminals 
of the Chicago metropolitan district 
are in connection with Chicago’s pro- 
duction and distribution activities. 
Three hundred seven freight trains 
arrive in and 802 depart every day 
from the Chicago district. There is a 
total of 2,349 train movements of 
freight within the district each day. 
involving 1,150,188 freight car miles 
daily. 
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Sounding as it does the very depths of the sub- 
lime, reception with the Utah Speaker brings 
into being those mystic qualities of reproduction 
for which so many strive but so few ever attain. 


The most complete line—ranging from $10 to $100 
UTAH RADIO PRODUCTS CO., 1615 S. Michigan Ave., Chicago 
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Radio « Is * Better * With * Dry * Battery * Power l 
| 




















Insuring still greater 


profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 


This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 
—means longer life. 


ie 




















fs RGESS 
ATTERY 





BURGESS 
BATTERIES 








An Electrical Jobber His 
Own Printer 

“The P. D. Q. Salesman and Gun- 
Pocket Catalogue” is the name of the 
principal salesmen employed by the 
Poindexter Electric Co., Denver, 
Colo., jobbers of electrical supplies 
and manufacturers of electric light 
fixtures. In fact the company does 


| not employ a staff of salesmen at all 


for obtaining business outside of Den- 
ver, and while hundreds of persons 


| have seen the eatalogue and hundreds 


of retailers and dealer contractors 
have ordered supplies from it, not 
many of them know that the printer, 
pressman, printer’s devil et al is C. J. 
Richard, president and general mana- 
ger, “hisself.” 


Before entering the electrical busi- 


_ness, Mr. Richard was a printer so he 


is just as familiar with the print shop 
as he is with the front end. Printing 
is a sort of hobby and as many who 


| have been printers remark, it’s hard 








to get the smell of printer’s ink out 
of the system. A sniff of ink will 
make a retired printer feel young 
again and rarin’ to hold a stick in his 
hand and lean up against the case to 
dig his fingers into the type. Fortu- 
nately for the business, Richard likes 
to spend his odd moments and spare 
time in the little print shop located in 
one corner of the building. Here is 
equipment capable of turning out ex- 
cellent catalogues in two colors with 
plenty of illustrations and in various 
sized type. There is a case of type 
for the heads and display lines, a mul- 
ticolor press, a stitching machine, cabi- 
nets for cuts, an addressograph. Only 


| a small type matter is set outside the 


shop—on a linotype. Richard assem- 
bles the type, the cuts, lays out the 
pages, runs the press, operates the 
stitcher and above all composes the 
reading matter which is contained in 
the catalogue. 

The cost of cuts is practically noth- 


| ing, for the manufacturers are for the 


most part willing to supply cuts gratis. 
At most there is no expense than 
postage. 

The catalogue is gotten out every 
two months, and generally consists of 
around 48 pages. Each page is four 
by ten inches making a booklet that is 


_ easily slipped into the pocket—coat or 


| 
| 
| 
| 


“oun-pocket.” This shape and size 
was decided upon for the purpose of 
making it easy for the contractor- 
dealer to carry it with him when he 
went out to look at a job and estimate 


the cost of supplying the electri: ,| 
fixtures or wiring. The straight ret..\| 
dealers find it convenient to file in , 
pigeon hole of their desks for rea, 
reference later. 

These catalogues go to from 400 to 
1300 dealers and contractor-dealers i) 
twelve states surrounding Colorad: 
The explanation for the variance i) 
numbers is that the lists are split u) 
into preferred lists, into classifications 
so that in case one catalogue deal, 
with only one variety of merchandis: 
and merchandise that is not carried b) 
all the dealers, there will be no wast: 
circulation. In case of a general pric: 
list covering hundreds of items, then 
the catalogues go to the entire list. 
Furthermore there is every effort mad 
to keep the mailing list clean. Th: 
minute a dealer goes out of business, 
his name is removed from the list be 
fore the next catalogue goes out. Also 
customers switch from one jobber to 
another and these lists go only to 
customers whom the firm thinks wil! 
be interested in receiving them and 
using them afterwards. 

Now the reason for all this cata 
logue business is obvious. Mr. Rich 
ard said he found that so many ot 
the dealers were contractors as well, 
and since much of their time was spent 
out on jobs and when salesmen called, 
it was difficult to obtain an interview 
without waiting perhaps for hours for 
the customer to return to his shop 
Even after such a long wait, it was 
not always possible to sell a large bil! 
of goods for the reason that the cus 
tomer did not know what equipment. 

















This is the store and warehouse of 1. 
A. Woolley, Inc., Buffalo, N. Y. They re 
cently rented an addition to this in th 
rear of the building, which is not shown 
in this cut. The entire building has beer 
repainted, so it is very attractive. The 
business of L. A. Woolley, Inc., is ex- 
clusively wholesale and they cater only t: 
contractor dealers and large industria! 
plants who maintain their own electrica! 
departments. 
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Inclades Jdenamel Aerial Wire, Lightning 
: , Colorubber Hookup Wire, Belden 


Ground Wire, as well as Lead-in Strip, © 


- Ground Clamp, Screws, Staples, Insulators, 
and everything needed for an aerial of en- 
a “emet 


re 


Beldenamel Aerial ‘eh 


"An aerial wire that 
is just as efficient. 
pi veers of service 


} set, or: in fact any place 
mg, where a high grade 











mr 


Extension Cord 


With Tremendous 
Sales Possibilities 


The Belden Flat Floor Cord 
presents unlimited sales 
possibilities for aggressive 
jobbers’ salesmen. It is a 
brand new addition to the 
Belden Line that passes 
under the rug and connects 
a lamp, radio set, or any 
other electrical appliance 
to an outlet on the opposite 
side of the room. 


Push the Belden Flat Floor 
Cord in connection with 
the popular Belden Radio 
Line. Introduce the Belden 
Flat Floor Cord to your 
dealers. Write for com- 
plete data today and make 
a record with this new 
item on your next trip. 


Belden 
Manufacturing 
Company 


2324-A So. Western Ave. 
Chicago, Illinois 


< ‘ > 
i, Pare PLS , 
SARIS 


& 
< ~ 





pose aerial 
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At Your 


Sales Conference 


ELL your men of the. 


fixtures or supplies he would need in 
the near future. Perhaps the day af- 
ter the salesman called a contract 


| would be awarded the customer and 


he would have to write in for mate- 


rials. As long as he would have to 





order by mail on these important jobs 
—those running into the most money, 
it was conceivable that he would write 
in for smaller orders and staple sup- 
plies. 

One bad feature about mail orders, 
telephone orders and the like is that 
the dealer does not always have the 
right number by which to distinguish 
the kind of material he wants. He 
may want a rosette but fails to explain 
or describe exactly what kind he wants 
so that the jobber is sometimes forced 
to guess. If he had a fresh catalogue 
handy, he could order by number and 
save mistakes and misunderstandings. 

The investment in printing equip- 
ment is around $4000 but once in- 
stalled it soon pays for itself under 


| this system. 


O. K. Line of Black Fric- | 


tion Tape. 


Tell them we had a fire last 
year in our plant which resulted 
in all old equipment being re- 
placed with the most modern 
machines on the market today 
for the manufacture of Tape. 


The result is a product un- 
equalled in merit and one which 
is being welcomed everywhere 
by contractors and dealers alike. 


Despite the fact that O. K. 
Black Friction Tape is made 
with the most expensive equip- 
ment possible, it is so priced as 
to be a most attractive buy, in 
the face of competition. 


Sold through Jobbers 


Write for samples. 





APPLETON RUBBER CO. | 


Mass. 


Franklin, 





* * 


Motor Operates Steadily 
for 23 Years 


Visitors to the St. Louis Exposition 


/in 1904 were amazed at the hitherto 


unequal feat of sending a stream of 
water equal to the flow of a small 
river to the height of 70 ft. The 
stream was part of a gigantic water 
display known as the “Cascades.” 
Hidden in the ground were three 
motors which drove the water to such 
a height. These induction motors 
were then the largest in the world, 
being rated at 2,000 horsepower each. 
They were remarkable for their high 
efficiency and low operating speed. 
Each had a speed of 875 R. P. M. 
Today, 23 years after the famous 
exposition, one of the motors used in 
the “Cascades” is still in operation. 
It is located in a power house at 
East Pittsburgh. For 23 years it has 
been running 24 hours a day, six days 
a week, with only one vacation, a 
total of over four billion revolutions. 
* & # 


Arborphone Announces New 
Jobbers 


Stratton and Terstegge, Inc., Louis- 
ville, Ky., will handle the complete 
Arborphone line of radio receiving 
sets, loud speakers, and eliminators in 
Kentucky and other southern states. 


|The A. J. Tobey Co., Los Angeles, has 


all of southern California on the 
Arborphone line. John E. Graybill & 


| Co., York, Pa., are also recent addi- 





Above is part of the personnel of :\, 
main house of the Everson-Leidy (.,, 
in Philipsburg, N. J. Left to right: Key 
neth Kressler, stock rg Bogle Paul 


Brinker, price clerk; A. W. Leidy, owner: 
John Garis, billing clerk; Carl Hagema:, 
manager. 





tions to the list of Arborphone jo! 
bers, selling in the city of York aid 
several surrounding counties. 


eo: #: @ 


McGraw Award for Co-opera- 


tion 

On the occasion of the present: 
tion of the James H. McGraw Awar! 
for co-operation, to be presented this 
year to W. Winans Freeman, tli 
directors of the Society for Elec 
trical Development have issued in 
vitations for a testimonial dinner |. 
be held on Tuesday evening, Jan 
uary 10, at seven o’clock, at Hote! 
Roosevelt. 

The James H. McGraw Awari! 
was established in 1925 “to encour 
age constructive thinking for the ad 
vancement of the electrical industry. 

Mr. Freeman, chairman of tli 
Board of the Union Gas & Electri: 
Company, Cincinnati, and vice-presi 
dent of the Columbia Gas & Elec 
tric Corporation, New York, also i: 
president of the Society for Elec 
trical Development. 

The medal is to be presented in 
recognition of the contribution he ha: 
made to the progress of co-operation 
among electrical men through tli 
reorganization of the directorate 0! 
the Society for Electrical Develop 
ment, in which the chief executives 
of the four national associations and 
the league council now sit as an 
informal council of the industry. 


* * * 


Minneapolis Jobber Remodels 
Warehouse 

The Northwest G. E. Supply Co.. 
Minneapolis, Minn., has remodeled its 
warehouse and office to give more 
efficient service. 

The work was done under the su- 
pervision of M. C. W. Collins of 
Bridgeport, Conn. 
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LEADERS 


that build your business... 
because they help your customers 





OORDINATED sales effort, even further extended and de- 


veloped than the successful campaign of 1927, is the basis 
of the Wiremold program for 1928. 





Industrial plants and factories as well have learned 
the value of “‘putting the wires on the surface."’ Elec- 
tricians and architects recognize the fact that Wire- 
mold offers the logical medium for this work. 


Wiremold metal conduit and fittings comprise a com- 
plete surface wiring system, plus personal sales as- 
sistance that builds business for you. 


= 
° 


GIMAV Ir 
WiIW-M 





#3) WIREFLEX 


Wireouct ae 20. N Uff 

A loom for loom cranks. The patented This non-metallic patented ‘“WIMO” 
““WIMO” Slick-Finish, clean to handle— Slick-Finish, smooth cable meets the most 
no mica dust—easy to fish, and fast to exacting requirements of the Underwrit- 
work, all-weather loom that costs no ers’ Laboratories, and is a great conven- 
more, and makes a friend of everyone ience to wiremen. 


you sell it to. 


Plan to use all three of these products as your leaders during 1928, and 
watch your sales rise. The personal cooperation of our branch offices and 
field force is yours for the asking. Don't hesitate to call on us, to help you 
build business is our job. 


Select your leaders with wisdom and the 
balance of your line will sell itself. 


THe WiremorD ComPpANy 


HARTFORO,CONN. 
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Built 
Up toa 
Standard— 


not down 
to a price 





Youngstown- 
Buckeye 
Conduit 


Emphasize this fact to 


your dealers—it is a point 
you cannot lay too much 
stress upon. Step by 
step, through each stage 
of manufacture from ore 
to finished conduit, 
“Youngstown - Buckeye” 
is made with the object 
of producing the best 
quality conduit that can 
be made in commercial 
quantities. Enamel or 
galvanizing is applied in 
accordance with superior 
and patented formulas. 
Diameters are strictly ac- 
curate and uniform; 
threading is clean and the 
finish is smooth, inside 
and outside. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 


| 
| 
| 
| 
| 
| 
| 


| Itemizing the Electric Light Bill 








| Motor’s Hum Controls Avia- 
| tion Field Lighting 
| No longer will it be necessary to 
_ keep airplane landing fields brilliantly 
| lighted all night when a new invention, 
only recently demonstrated, is per- 
| fected to the point of being manufac- 
tured in quantity. The noise made by 
_the hum of an airplane 1,000 feet in 
| the air closed the switch that lighted 
_a bank of flood lights at a Pennsyl- 
_vania aviation field in the first demon- 
stration of the sound sensitive auto- 


| matic lighting apparatus developed by 


an electrical research engineer. 
An air pilot completed the experi- 


'ment by bringing the plane to the 
| ground in the glare of powerful lights 


turned on by the steady throb of the 
airplane’s motors. 

The device uses the drone of the 
airplane to control electric energy. 
From a tiny current at first this con- 
trolled energy is increased in power 
by amplifiers until it is strong enough 
to throw a good-sized lighting switch. 

A loud-speaker operated reversely 
is the “ear” of the mechanism. Laid 
on its back, it gives the apparatus a 
directive effect with reference to 
-noises from above. A _ microphone 
completes the auditory section. Pass- 
ing through several amplifiers the im- 
pulse then passes through the time- 
limit relay, the last step before the cur- 
_ rent automatically throws the switch. 

The switch locks automatically and 


| the lights remain on until the switch 


is thrown by a field attendant. 
* * # 


If a customer of an electric light 


| company were to demand an itemized 


| bill in place of the one he usually re- 
_eeives each month, specifying the 


| number of kilowatt hours and the 
total cost of same to him, the items 


would look something like this: 

To paying local, state and federal 
taxes and insurance. 

To buying coal and oil with which 
to operate power plants. 

To maintaining forces of men 24 
' hours a day to operate power plants. 

To maintaining standby plants for 
emergency service. 

To allowing for wear, repair and 
| replacement of costly plant, transmis- 
sion and distribution equipment. 

To maintaining offices and trouble 
| departments for the convenience of 
customers. 

To paying dividends on money put 
in by stockholders from their savings. 
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Wesco Supply Company a 
“4 ighthouse” 

W. F. Fricke, of the Wesco Supp) 
Co., St. Louis, has adopted a rathe: 
striking and clever letter paper fo 
soliciting wiring and lighting con 
tracts. 

Wesco announces itself to the pros 
pect as the “Lighthouse” and add: 
emphasis to the pun by a drawing oi 
a lighthouse in the lower left-hand 
corner. It explains the name by tell 
ing of its big collection of catalogs 
and engineering information from al! 
the big lighting equipment manufac 
turers in the United States, and its 
consequent ability to give “light” on 
any bid or specification which comes 
under the prospect’s consideration. 

* ~ * 


A Good Idea 


Each month Tue Jopper’s Saces: 
MAN runs a department under the head 
of “Quizzically Speaking” in which 
questions are asked about points in 
various articles in that issue. 

W. M. Goodwin, sales manager ot 
the Southwest General Electric Sup- 
ply Co., goes one step farther and 
sends out a quiz of his own to all the 
salesmen, made up principally from 
the questions in the above department. 
He reports that he gets back answers 
to all of his questions promptly. 


* * * 


Light Prevents Worms 


Lighting of a tomato patch practi- 
cally does away with tomato worm in- 
festation. The plants in one instance 
were being destroyed by fruit worms, 
the adult stage of which is a moth. 
It was decided to install electric 
light thus trapping the adult moths 
and preventing them from laying eggs. 

* * * 


Kline Represents Coast at 
Convention 

J. L. Kline, president of the West- 
ern Light & Fixture Co., Los Angeles, 
Calif., was the delegate for the Pacific 
Coast Division at the November meet- 
ing of the Electrical Supply Jobbers 
Association held in Detroit. 


* * * 


Resco Takes On Fixture Line 
The Resco Electric Supply Co.. 


Rockford, Ill., has taken on the Metro- 
politan-Columbia line of lighting fix- 
tures. 

Richard Newman of this company, 
formerly shipping clerk, is now a 
counter-salesman. 
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S} New Wear |Z 





= DURAWIRE 
Rubber-Covered Wire 


= = sd Tubular Coven Fabric Company 
DURAFLEX Pawtucket, Rhode Island 


The Safe Armored Cable 
and Flexible 








WWM 


Steel Condurt 





AMA 


= DURACORD 
The heavy-duty _ 
Portable Cord iff 


A\\\ 

















DURADUCT 


| treater enema inet 
mete 


The fast-fishing 
Single-Wall Loom — 





URABIL 


PRODUCTS 


vie 


The Non-Metallic 
Sheathed Cable 
of Known Quality 
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It is easier to close 
1928 fan contracts 


and oeetO keep 


your dealers sold on 
yourself and on your 
house, if you talk, 
push and feature— 


MERSON FANS 
“the 5) Year Guarantee 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington, Ave., St. Louis, Mo. 
806 W. Washington Blvd., Chicago, IIl. 
50 Church Street, New York City 























“READY” Service Entrance 
Outlet Fittings 





Strong COMPOSITION CAP and NO 
TROUBLESOME SCREWS 


“Ready” SERVICE ENTRANCE FITTING is a one-piece malle- 
able iron body with strong composition cap. Easily attached to 
conduit pipe. The exclusive spring clamp takes the place of trouble- 
some screws. The flange on cap fits under head-rests cap and pre- 
vents moisture. Economy in installation is only the first saving as 
this trouble-proof unit will last a life time: and it costs no more. 

Passes inspection for either vertical or horizontal type installations. 

ALSO 


Kruse Switch Box Supporting Strips Peerless Type A Old Work Hangers 
Kruse Combination: Suporting Strips and Switch Boxes with L. H. Attached 
Fitz-M-All Outlet Box Hangers Non-Metallic Sheathed Cable Straps 


MID-WEST METAL PRODUCTS CO., ixoune 
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Socket or Dry Battery ‘‘C” 
Supply? 

With the advent of the power { ||. 
necessitating the use of high-}) 
voltages, the matter of correct .;(( 
bias has become one of major | 
portance, both on the grounds . 
economy in operation and quality j; 
reproduction, says a prominent 
tery manufacturer. 


In the majority of factory-}),\\; 
“B” eliminators, no provision is mad 
for providing the necessary 
voltages, and the set owner mii. 
perforce, use dry batteries for bi, 
ing the grids of his amplifier tu! 
He is inclined, perhaps, to regard 
this as a hardship and to feel that 
the manufacturer of the particular 
eliminator he is using, has been 
bit remiss in his duty to the radio 
public. Now, as a matter of fact. 
the manufacturer of his “B” power 
device could, without greatly increas 
ing the cost of his product, provid 
“C” voltage taps. But he prefers 
not to do this for he knows that in 
the case of the average non-technica! 
set owner, results would damay 
rather than enhance his prestige. \s 
it is, the majority of complaints | 
receives, relative to the operation 0! 
his eliminator, are due to “motor 
boating.” Now, if he were to pro 
vide “C” voltage taps, the complaints 
on this score would be enormous) 
increased. 

Furthermore, the incorporation «| 
a “C” supply in “B” power devic:. 
drags down its overall voltage, thi. 
reducing its effectiveness where pow: 
tubes, particularly, are employed 
And last, should there be the slig!)' 
est trace of A. C. hum in the eli 
inator output, this would becom 
greatly exaggerated, for the reas. 
that the A. C. component would ! 
fed directly into the grids of tl 
amplifier tubes and amplified alo. 
with the signal. 

Tests recently made by enginec’: 
indicate that any residual A. C. hun 
in the output of an eliminator, has « 
tendency to modulate the incomii: 
signals, an effect that frequently «: 
counts for the nerve-racking ani 
sepulchral depths of some loud 
speakers operating from _ rectified 
A. C. For these reasons, manufa 
turers are more than justified 
building their eliminators  witho.! 
“C” voltage taps. 

Considered from all angles, it \ 
preferable for the set owner to us 
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NOW 


iS THE BIG TIME 
FOR INDUSTRIAL! 
LIGHTING BUSINESS 


| If you can offer Industry some 

A obvious way to meet the pressing | an 
ar necessity for reducing production  “Keics" 
costs, its doors are open to you. Now 
| is the time to put your shoulder 
pas to that door. It is not hard to push 
open. But you must have the weight 
; of a good purpose and product 


os behind you. 








Ben-ox Socket 
and R. L. M. 
Dome 

Reflector 




























Gas and 
Vapor Proof 
ixture 





Correct illumination has increased 
tor profits in thousands of plants—thou- 
sands more are ready for it. Push 
sI industrial lighting during January, 
of February and March, when daylight 
ee fails so much of the time and the 
wer disadvantage of inadequate lighting 
is sO apparent. 


Benjamin national advertising is knock- 
h, ing at the doors of industry. Be there 
thi when the plant manager says: “Come in!” 


Fe Benjamin Electric Mfg. Co. A™ 


Sa 120-128 S. Sangamon Street 

iny Chicago : Mi 

a 247 W. 17th St. 448 Bryant St. SF OA ita 
und New York San Francisco mene pie A Ng 3 
* a, 


a 
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YEARS AHEAD!! 
ROYAL 


CRYSTAL 


PLUG FUSES 


“INSTANTLY KNOWN WHEN BLOWN”’ 








The GLASS top guarantees visibility—eliminates 
guess work. Strongly made and safe because shock proof. 

Approved by the Underwriters’ Laboratories and As- 
sociated Factory Mutual Fire Insurance Companies. 

Packed in Handy Five packs as well as Fifty pack dis- 
play cartons. 





Royal 
Electric 
Company 
Chelsea Station 


nesde BOSTON ’ MASS. 








After Blowing 

















Quick Detachable and Interchangeable 
“Q-D” Horizontal Type 45° Angle Reflectors 


A New Low Priced Quad 


Development 
“Q-D” forty-five degree angle re- 
flectors are suitable for outdoor and 
indoor use. Strong in construction, 
simple and weather proof. Easy to 
wire and reflector can be quickly de- 
tached for cleaning without disturb- 
ing electrical connection. Various 
i og type fittings and different size reflec- 
tors interchangeable. 






Horizontal type ““H”™ specially adapted for 
lighting building exteriors, signs, billboards, 
areaways, etc. Reflectors attach direct to 
projecting 1” conduit. No gooseneck or 
outlet box needed. Vertical type “V™ readi- 
ly adapted to ordinary installation methods. 
Socket fittings on both types cast iron gal- 
vanized and threaded for 1/47” conduit. 


Write for New Catalog and price sheet 


QUADRANGLE MFG. x). Type 
553 W. Monroe St., Chicago id 


YARD 


REFLECTORS ) 
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“C” batteries even when the nece. 
sary “C” voltage taps are provide, 
especially as their initial cost 

slight. It should be remembered th. 
no current whatever is drawn fro), 
a battery used in the grid circu 
of a tube and, consequently, it wi)) 


last as long as if standing idle. 
* & 


Looking Ahead to 1950 

At the time the photograph wa, 
secured of J. B. Terry and A. F 
Durin—see page 3—Mr. Terry was 
asked to make a prophecy or for 
cast of what the electrical jobbing 
business would be like in 1950. This 
was a pretty large order to fill but 
Mr. Terry replied as follows: 

“IT am perfectly willing to give 
you what I think on the matter to 
/day, but certainly wish to reserve 
the right to change my opinion ai 
| any time. 
| “The only possible way of pre 
| dicting what might be the conditions 
in 1950 could only be based on what 
| has been done in the past. I feel 
| quite certain that the time will come 
| when everyone will trade, to use an 
old-fashioned phrase, closer to home. 
This means that we shall be serving 
| the people that we really can serve 
| provided we are able to serve at all: 
|and I sincerely and honestly believ: 
'that the distributor or jobber or 

whatever you care to call the midd| 
'man is a positive necessity from an 
economic standpoint. 

“Many changes may come whic! 
will alter all imaginations in regard 
to this. Airships and other up-to 
date conveniences may make servic: 
| such that the matter of distance 
| doesn’t enter into the question. As | 
| see it today, however, the distributor 
| will still be in the picture, and will 
| be serving just as many customers. 
| but all of his customers will be mucl 


_nearer to him than at present.” 
* * * 


| 

'Harvey Hubbell, Jr., Succeeds 
| His Father 
| 





| 
! 





At a meeting of the board of di 
| rectors of Harvey Hubbell, Inc., held 
in Bridgeport. Conn., December 27. 
| 1927, Harvey Hubbell, Jr., was elec! 
ed president and treasurer of tli 
corporation to succeed the late Har 
vey Hubbell, Sr. 
| For a number of years Harve) 
_Hubbell, Jr., has been associated 
with his father in the managemen' 
of the business. No changes in tl 
established policies of the compan) 
‘are contemplated. 
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A new line of Cold Molded 
Composition Sockets which has 
been designed for Industrial use. 


Durable — Free from 
chipping — Insulation 
more permanent— 
Longer life—Less 
upkeep. 


TRY THEM OUT. 


Send for a free sample. 











HA HC No. 617 No. 662 No. 601 No. 604 
Cat. List .| Std. | Schedule B Pkg. Car- 
No. Price | Pkg. | Wet ton 
— } | ae — — = _ - | —____—_ - ———— 
HA | $0.30 | 100 | Key Body 250 W.—250V.......... | 30 10 
HC 27 | 100 | Keyless Body 660 W. — 250 V.. af 18 {| 10 
617 12 eo a!) ree x 1] 10 
*662 .24 100 Pendent Cap with Cord G srip au 16 10 
601 .24 100 ly-inch Cap. ae 13 10 
603 28 100 | 3%-inch Cap. Be ei igh ees is ais eke <a ; 13 10 
604 31 100 | 14-inch Cap etc ae Rs 14 10 











*The cord grip on No. 662 is designed to take reinforced cord from 4 to )% inch. 


20W 


The complete line of Wiring Devices 
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MANUFACTURERS 








American Blower in Merger 

The recent merger of the American 
Blower Co., of Detroit, and the Amer- 
ican Radiator Co., brings together two 
of the oldest and best equipped com- 
panies engaged in the manufacture of 
heating, ventilating, air conditioning 
and mechanical draft apparatus and 
allied lines, forming what is reported 
to be the largest concern of its kind 
in the world. It is stated that each 
company will operate in the future 
much the same as it has in the past, 
as to name, personnel, business meth- 
ods and management, the merger mak- 
ing possible important economies in 
buying, marketing, and manufacturing. 


* * * 


Inland Glass Re-organized 

Announcement has been made of 
the resumption of business at the 
plant of the Inland Glass Mfg. Co., 
Chicago. Under a new name and 
new management the company from 
now on will be known as the In- 
land Glass Works, Inc. ‘The plant 
closed October 15 pending the work- 
ing out of details of this re-organiza- 
tion which has now been completed 
with the result which was inevitable 
that this, one of the most modern 
glass plants in the country, located 
in the greatest market center, will 
again be furnishing its glass products 
which have always ranked high in the 
“trade estimate” for design and eff- 
ciency. The company is now operat- 


The Chicago Radio Representatives Association held its second 
annual banquet and entertainment on November 29 at the Elec- 
tric Club of Chicago. The entertainment was furnished by Chi- 











J. H. Allen 


ed under the direction of J. H. Allen, 
who is vice-president and general 
manager. Mr. Allen had been with 
the former Inland company since its 
inception, being at first manager of 
the street lighting division and later 
becoming assistant general manager of 
the company. He is well known in 
the electrical industry, having been 
for about 10 years with the Western 
Electric Co. in the manufacturing and 
commercial departments of the busi- 
ness and for about the same length 
of time with the General Electric Co. 
wholly in the commercial end. 

The policy of the Inland Glass 
Works, Inc. towards the jobbing fra- 
ternity will be the same as it was be- 
fore and needs no explanation. The 
new general manager has always been 





in sympathy with the distributin. 
jobber and the company looks fo: 
ward to still closer co-operation wii 


its distributors. 

The president and owner of the |: 
land Glass Works, Inc. is George | 
Chamberlain and his entry into t}, 
business means complete change 
ownership as well as of managemeni 


me OD 


Wahle Reorganizes Force 

The Albert Wahle Co., Metropoli 
tan & Morgan Aves., Brooklyn, manu 
facturers of radio tables, loud speaker 
stands and lighting fixtures, is reor- 
ganizing its sales force under the di- 
rection of its new sales-manager, S. E 
Bryson, and announces that there are 
several lucrative territories open to 
manufacturers’ representatives. 

Among the territories available ar 
New England, New York State, out- 
side of the metropolitan district, Ohio 
and western Pennsylvania. 


re '¢? 


Rall Takes Over Quality 
Light Corp. 

The Frederick Rall Co. Inc., 52 
Warren St., New York, has taken 
over the business of the Quality Light 
Corp. The “Daylight” lens, shades, 
units, etc., are now manufactured by 
Frederick Rall Co. Inc., and sold in 
conjunction with The O. C. White line 
of adjustable fixtures for applied il 
lumination. 





they “tuned-in” on the splendid dinner. Interesting talks o1 
merchandising problems were also on the program. 











; 
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Here is the 


perature. 





final and most 
startling development ever 
achieved in electric irons. ‘This 
iron is both automatic and adjust- 
able to any desired ironing tem- 
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At Last .. 














An Adjustable Heat Control 
Super-Automatic Iron “X 
Adjustable to Any Desired Temperature 


if ERE is the iron that 

every woman familiar 
with electric irons has long 
looked for and every new pur- 
chaser of an iron will prefer. 

It completely revolutionizes 
the iron market, making it 
possible for you to cash in all 
over again in the most prof- 
itable part of the Appliance 
Industry. 

Stop and Think:— In the 
face of a market 81.2% sat- 
urated, a volume of business 


amounting to $16,000,000 on 
3,000,000 unit sales was se- 
cured in 1927. It is estimated 
by authorities that two-thirds 
of this represents normal re- 
placement business and one- 
third new business. 

On the face of these facts 
there is immediately available 
a potential volume of $16,- 
000,000 on Liberty Super 
Automatics—and the entire 
81.2% market already sat- 
urated is thrown wide open 


to you in addition because of 
the many Superior features 
incorporated in Liberty Su- 
per Automatics. 

These improvements or Su- 
per features incorporated in 
this iron will carry every job- 
ber and every dealer handling 
it over the top in 1928—for 
no appliance yet developed 
has the enormous sales pos- 
sibilities this New Liberty ad- 
justable Heat Control Super 
Automatic Iron offers. 


Here is an exceptional opportunity for aggressive jobbers and their salesmen to 
cash in big. Our merchandising helps and advertising campaign are designed to assist 


you in securing large volume sales immediately. 


Write at once for details and samples. 


The Liberty Gauge & Instrument Co. 


The World’s Largest Makers of Electrical Hot Plates 


6612 Euclid Ave. 





CLEVELAND, OHIO 
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Talk This 
Over With 


Your Salesmen 


VERY contractordealer 
knows the value of a fuse 
plug, which clearly shows when 
a fuse is blown. To him, it 


means increased business for it | 
will bring repeat orders of a most | 


substantial nature from his cus- 
tomers. 


The new K-E Clear Window Fuse 


Plug has the fuse element running | 
| “Gem” fuses, “Gem” switch and out- 
| let boxes, “Powerlets”’. 


| ave bet ‘ 
and metallic deposit on the window | 27© °©1D8 taken to inaugurate produc 


across the clear mica window. This 


element is clearly visible when good, 
tells instantly when it is blown. 


Talk over with your men_ the 
advantages of selling a fuse of this 
nature. They will readily appreciate 
the volume and profit such a line will 


mean to them. 





We offer you a complete line of 
K-E Electrical Protective Devices with 
a strict jobber policy behind it. Write 


us at once for territorial arrangements. 


KIRKMAN ENGINEERING 
CORPORATION 


484 Broome St. Zax NewYork, N.Y. 


\ 






John A. Bennan Heads 
Chicago Fuse 
John A. Bennan, who is well known 
in the electrical industries through 


his development of the Jefferson Elec- | 
tric Manufacturing Co., of Chicago | 


from a very small beginning to the 





John A. Bennan 


largest plant manufacturing small 
transformers, has been elected presi- 
dent and general manager of the Chi- 


cago Fuse Mfg. Co. He has replaced | 
W. W. Merrill who has retired after | 
a 30 year period of guiding the des- | 


tinies of this company. 
Bennan is particularly well fitted 
for his new work both from a business 


_and production standpoint, and it is 


his urgent desire to preserve the rep- 


| utation of the Chicago Fuse Mfg. Co., 


and its products—‘Union” and 
Active steps 
tion betterments with a view to still 


better serve the electric trade and in- 
dustrial field using these products and 





meet the present day demands for | 


better and quicker service. 
Bennan retains his connection with 


Jefferson Electric Manufacturing Co., | 


in the capacity of president. 
¢:@:" 


Triangle Conduit Co. Adds 
Two Men 


Guy Horton is now representing 
the Triangle Conduit Co. of Brook- 


lvn, N. Y., in New England, with | 
Warner | 


headquarters in Boston. 


Spencer is the new northern New | 
York district manager with head- | 


quarters in Syracuse. 
: * * 
Reynolds’ New York Office 
The Reynolds Electric Co., Chicago, 
manufacturer of fractional horsepower 
motors and motor driven appliances, 
has opened a display room and ware- 


house in New York at 256 W. 31st St. | 


George H. Erich and Leo A. Leissler 
will be at this office. 





SINCE 1895 
—. | 





“WEBER” 
SWITCHES 
ARE 
“QUALITY” 
SWITCHES 


Weber Flush 
Toggle Switches 


are 
the architect’s choice, 
the contractor's prefer- 
ence, 
the owner's delight. 


Brown Handles 


and 


Plaster Ears 


are standard 


“When Weber 
Makes a Switch, 
It’s a Switch!” 


Send for catalogue 


HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston MASSACHUSETTS 











__|eepyzamgs 
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~ QUALITY » PARAMOUNT! _ 








All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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F COURSE, you might 

call it “cooperation,” 
although that wouldn't des- 
cribe exactly what we mean. 
“Pulling Power” as we've 
used it, stands for some- 
thing more than mere coop- 
eration. It represents all 
the Publicity and Advertis- 
ing we’ve planned for 1928 
—the most extensive cam- 
paign in the history of the 
company. wth bit of it 
is designed to make Wheeler 
sales easier and Wheeler 
sales volume larger for Job- 
bers and their salesmen. 
Ask our representative to 
show you the outline of 
this 1928 campaign. 


We've started it off by issu- 
ing a completely new and 
revised catalog. We want 
every Jobber and every 
Jobber’s Salesman to have 
one. Write today for copies! 


WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 
NEW YORK CLEVELAND ATLANTA 


Harvey Hubbell, president and 
treasurer of Harvey Hubbell, Inc., 
died at his home in Bridgeport, Conn. 
on December 17. He had been ill for 
three weeks with pneumonia. 

Mr. Hubbell was a pioneer in the 
invention of electrical devices and in 
his lifetime had obtained letters pat- 
ent on more than 300 separate ar- 
ticles or processes, all of which were 
made by his company. The Hubbell 
pull socket was his first invention of 
importance, and for many years it 
has been a staple article of manufac- 









ture, being familiar to users of elec- 
tric lights throughout the United 
States and many foreign countries. 
Although he would have reached 
| the age of sixty-nine on December 20, 
Mr. Hubbell remained actively the 
head of his business until his last ill- 
ness. He was at his office as usual 
| on Monday, November 28, when he 


Se 
— ie 


Address 
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TUE 














was taken ill, and-was forced to re 
turn to his home. 

The eminence which Mr. Hubbel! 
attained in the manufacturing field 
was a result of a keen interest in 
mechanics, which he displayed even 
as a boy. Throughout his life he en 
joyed most of all working and plan 
ning for machines and devices of va 
rious kinds. He spurned the oppor 
tunity to retire, and found pleasur: 
and recreation in constant activity al 
his factory, not only in his office and 
in the designing and pattern depar' 
ments, where with assistants |i 
worked out his inventions, but also in 
the shop, where he spent much time. 
He knew by sight, and in many cas«s 
by name, each of the nearly 1,00° 
men and women in the company > 
employ. 


Mr. Hubbell was born in Brooklyn. 


N. Y., on December 20, 1858, the son 
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3. Handsome dark blue 


4. Detachable Brush 


“I 


6. Approved by Good 











Embodies Every Proven Feature 
of Electric Cleaner Construction 


plus Perfect Seal 


(lements 


JEWEL 





























CLEMENTS Jewel is strictly a Jobbers’ and Dealers’ machine. 
It is not sold through direct-to-consumer mail order houses. No 


house to house salesmen are employed to compete with dealers 
Factory salesmen work WITH and THROUGH the jobber. 


The CLEMENTS-Jewel is a straight suction cleaner 
with a 4 H.P. motor. Its fan and fan chamber are designed 
to create and take care of the maximum amount of air. Its 
nozzle is constructed to concentrate the full force of 
this powerful suction at the point of cleaning. 


But the CLEMENTS-Jewel goes further than 
that. It has an adjustment like the dial on a radio 
for “tuning” its suction power to long, 
short and medium nap rugs, bare floors and 
linoleum. This is the feature known as 
Perfect Seal. 


The price, $4475, 


includes eight attachments for cleaning 
everything in the home. 














Special Features 


. Super suction 4 
H.P. motor 

. Perfect Seal Adjust- 
ment 


leak-proof. dust bag 
lettered in yellow 


. Long Nozzle Points 
Housekeeping Insti- 


tute 
. Two year Guarantee 


wae 


LEMENTS MFG. CO. 625 Fulton St., Chicago, IIl. 
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su Sherman line is complete. Jobbers’ salesmen are safe in sell- 

The standardized product of jing Sherman Lugs which conform 

the world’s biggest lug manufac- to standards required and approved 

Curer. by Underwriters. The N. E. C. 
Sherman Lugs are seamless all rating in amperes is plainly marked 

around. The solder cannot leak across the flat portion. 

out at closed end making messy 


job and wasting solder. Jobbers will find a big demand 
All round end Sherman Lugs for this complete line. Square end, 


are made under the Sherman Patent twovhole, angle and center formed 
and are of the type which has se- lugs can be supplied as well as the 
cured great prominence. They are standard round end side formed 


superior in appearance. lugs. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH., U.S. A. 






































5S 
KLEIN TOE 


SHZZZCC 








& Sons 


Mathias 





KLEIN 





Established 1857 















of Harvey and Caroline Pinto | {\})- 
bell. He was educated at the EF. -t) 
Academy, Easton, Conn., and ai |¢r- 
ward he attended Eastman’s Busii.s, 
college, Poughkeepsie, N. Y.. and 
Cooper Institute, New York. 


Following his natural bent, which 
was for mechanics, he entered 50) 
afterward a practical training in t], 
manufacture and designing of printing 
presses with the Potter Printing Press 
works, and with the Cranston Printing 
Press works in Norwich, Conn., and 
later was interested in ship build. 
ing, through his connection with Jolin 
Roach and Son, ship and marine en- 
gine builders of New York City and 
Chester, Penn. — 


In 1888 he came to Bridgeport and 
started in a small way the manufac 
ture of one or two patented articles 
of his own invention. This led to the 
making of tools and machinery, and 
with his practical training and disjo- 
sition to study mechanical principles. 
his attention was directed to the pos- 
sibilities in the electrical industry. 
which was then in its infancy. The 
use of electricity had advanced far 
enough, however, to give some idea of 
its future adaptation to various uses. 


Shortly after he came to Bridgeport. 
Mr. Hubbell started the production ot 
his inventions on a small scale, in 
quarters on the top floor of the Middle 
Street building which was occupied on 
one floor by the Bridgeport Post, and 
on another floor by the Marigold 
Printing company. Before long, tli 
infant industry outgrew the spac 
available there, and the rear of a fac 


_ tory building on Garden street, occu- 
pied by Knapp and Cowles, was taken. 


The increase in business soon de- 


| manded another change, and a build 


ing at State and Organ sts., which) 
had been used as a schoolhouse, was 
taken over. From this modest start 
Mr. Hubbell expanded his facilities 
until today the plant occupies consid- 


_ erably more than two blocks. 


Mr. Hubbell’s interest, first and 
last, was his factory, and most of his 
time was spent there, to the exclusion 
of sports or other forms of recreation. 
He was a member of the Union 
League club in New York, the Brook 
lawn club, the Contemporary clu). 
and the Algonquin club. He also was 
a member of the Electrical Manufac 
turers’ club, the National Electric 
Manufacturers’ association, and_ tli 
Automobile Club of America. 





Jai 











January, 


1928 


THE JOBBER’S|J}SALESMAN 


133 








IKE the giant magnets that 
E. speed industrial operations, 
the 1928 window displays of 
the Edison Lamp Works speed 
lamp sales. They instantly at- 
tract prospective customers 
and draw them inside Agents’ 
stores. 


Blazed across the front of 
each display is that sales-stimu- 
lating phrase “Light Up,” tying- 
in with more than 86,000,000 


similar messages in magazines 


oe 
‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE 





Instant Attraction/ 


of nation-wide circulation. 


Dominating in human in- 
terest—unique in design—and 
unfailing in attraction power— 
these striking displays turn pas- 
sers-by into buyers of Edison 
Mazpa* Lamps. 


Two dollars—less than four 
cents a week—brings a full 
year’s service of these attention- 
compelling, sales-creating win- 
dow displays. Ask every Agent 
to order them now! 


% Mazpa—the mark of a research service 


GENERAL GRSLECTEIC 





INDUSTRY.” 


EDISON MAZDA LAMPS 
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Retails at 
$12.50 


PRESSEMBOY consists of three parts; a 
sheet-steel top and bottom, attractively 
finished in Duco, Rolls-Royce Blue, and 
a heating pad that is placed between the 
trouser legs. 

It possesses all three attributes found in 
the most expensive pressing outfits—heat, 
dampness, and pressure. It does a pressing 


In Your 1928 Plans 
Include PressemBoy 


—The Electrical 
Trouser Presser ! 





job that is amazing, does it while a man 
is shaving, at the cost of a fraction of a 
cent. It cannot scorch the trousers. 

The Jobber handling PressemBoy has 
something that will sell—something a 
dealer will want as soon as he sees. it. 
Write for our proposition. We will help 
you circularize your trade. 


Non Competitive — Non Seasonable 


Distributors, Incorporated 


Sole Manufacturers 


600 S. Delaware Ave. 


Philadelphia, Pa. 























- Write for a 
copy of catalog 
] 7 for complete 


line. & 








Many live jobbers have increased their 
sale$ during the past year with the DAY- 
BRITE line. 
BRITES by name. 


We manufacture reflectors for Stores, 
Banks, Theatres, Art Galleries, Public 
Buildings, etc. 














Contractors ask for DAY- 

























Mr. Hubbell married Miss |. |), 
Edwards, who survives him. They | ay¢ 
one son, Harvey Hubbell, Jr., w! 5 a; 
the time of his father’s death wa- as- 
sistant secretary of the company. ‘he 
only other relative surviving is Gi irge 
F. Hadley, a half-brother. 

The body lay in state at his home 
so that employes of the Harvey I\ub- 
bell factory could pay their respect ty 
Mr. Hubbell. His passing is revret. 
ted by the entire electrical industry. 


ee * 
Oliver Iron Plans New 
Specialties 
Warren H. Heim, recently ay. 
pointed general sales manager of tlic 
Oliver Iron and Steel Corp., Pitts. 
burgh, reports that the line material 





Warren H. Heim 
department has made great progress 
in redesigning the mills for manufac- 
turing a new line of construction spe- 


_cialties. Oliver, established in 1863, 





started making pole line hardware in 
1894 and is one of the oldest manufac 
turers of pole line hardware in the 
country. 

Mr. Heim, formerly assistant mana 
ger of Hubbard & Co., associated him- 
self with the Oliver Iron and Stee! 
Corp., in February, 1927, as manager 
of the line material department, later 
being appointed general sales mana- 


ger. * & 

Okonite Buys Out Hazard 

The Okonite Co. has purchased th 
insulated wire division of the Hazard 
Manufacturing Co. of Wilkes-Barre. 
Pa. This enables the Okonite Co. ‘o 
cover the entire field manufacturing 
varnished cambrie products, lead cov 
ered paper cables, 30% intermediate 


| code wires. 














January, 1928 THE JOBBER’S SALESMAN 


“FO''NDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 























WIRING DEVICES 


¥ 
g Pees 


HEATING ELEMENTS 


FIXTURE PARTS 


BIS ons tlw 


PORTABLE LAMPS 
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A new low price 


—but the same 
“Johnson” quality 


ERE is a leader in a line 

of leaders—a propeller 
fan that makes its own quality 
talk—priced lower than any 
fan in its quality class—carry- 
ing a discount that means 
more profit for you. 


By concentrating on the 
popular 24-inch size, we have 
made drastic manufacturing 
economies and have passed 
them on to you and your cus- 
tomer. Incidentally in making 
these economies we have ac- 
tually added to the value of 
the fan. 


Remember that Johnson 
size numbers mean diameter 
of wheel and not size of frame 
—that the “Johnson 24” de- 
livers a full 24-inch column of 
air in the large volume for 
which these fans are famous. 


Write for full details cover- 
ing the Johnson distributor 
and dealer proposition. Valu- 
able territories are still open. 


The Johnson Fan & Blower Co., 
1327 West Lake Street, Chicago 


Fans, Blowers, Unit Heaters 


JOHNSON 
PropellerFANS 


Steinite Distributor 
Appointments 

The Campbell Iron Co., St. Louis, 
Mo., has secured the exclusive distri- 
bution of Steinite sets in the St. 
Louis territory. It will cover the 
eastern Missouri and central southern 
Illinois territory. 

Other distributors recently  ap- 
pointed by the Steinite Laboratories, 
are: the Salt Lake Hardware Co., 
Salt Lake City, Utah; Roskin Broth- 


| ers, Middletown, N. Y., and the 


McIntyre-Burrall Co., Green Bay, 
Wis. 


* * * 


Curtis Appointments 

Curtis Lighting, Inc., announces the 
appointment of two new resident en- 
gineers beginning January 1, 1928. 

Howard J. Martin will manage the 
Mi:waukee territory with offices in 
that city. Thomas H. Morrison will 
represent the firm in Denver. 

Both men were previously active in 
the home office of Curtis Lighting in 
Chicago. 

* * #* 
Cunningham & Montgomery 
Enlarge Activities 


While Cunningham & Montgomery, 


manufacturers’ agents in Philadelphia 


| will continue to represent certain 


manufacturers in the Philadelphia 


— 


territory only, their scope has bevy 
enlarged in some other directions. 
Mr. Cunningham will remain in Phij\.- 
delphia while Mr. Montgomery , 
making his headquarters in New York. 
assuming charge of the Metropolitan 
District and New England. R. ©. 
Tewksbury, formerly of the National 
Lamp Works has joined the organiza- 
tion to cover New England, making his 


headquarters in Boston. 
* * * 


Oldham Dist. Sales Manager 
Clair D. Oldham has been appointed 


district sales manager, by the Rodal 
Mfg. Co., New York. He will look 
after the territory from western 
Indiana to -Kansas and from Iowa to 
the Gulf. Mr. Oldham was formerly 
assistant general manager of the 
Columbia Lamp Division of the Gen- 
eral Electric Co., and for the past five 
years general manager of the C. H 
Wallis Co., of St. Louis. 


* * * 


Federal-Brandes Changes 

Two changes have been made in the 
personnel of Federal-Brandes, Inc.. 
Newark, N. J., makers of Kolster 
radio receiving sets and power speak- 
ers. I. H. Mitchell, formerly 
advertising manager, has been made 
assistant to the general manager of 
the division. Philip Van Doren Stern 
is now advertising manager. 














In December, Temple, Inc., manufacturers of the Temple air column speaker. 








had a housewarming in their new plant at 1925 S.- Western Ave., Chicago, at whic! 
time some 600 guests were present. A very instructive and interesting tour 0! 
inspection was headed by Mr. Fred Temple, vice-president of Temple, Inc., in 
which he explained the many up-to-date and new processes of manufacture of repro 
ducing units. Temple’s new factory is a three-story building with floor capacit; 
of over 30,000 square feet. It is lighted on four sides with windows from floor to 
ceiling so that every department has perfect light. It is equipped with the most 
modern equipment for high production and is manned by a large force of skille« 
workmen, experienced in the manufacture of air column speakers. Mr. Hernlund 
is factory superintendent. In addition to the housewarming being the function 0! 
the evening, it was also a good-bye party to Mr. and Mrs. Marchev, president 0! 
Temple, Inc., who left that night for New York and thence for a two months’ tour 
of Europe and England. 
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The MASTER 
— 


is a complete 


DS gic Un 


OMPLETE in organization of departments—complete 

in tooling and equipment—complete in every detail. 

That properly describes the factory in which Master Motors 
are built. 


ORGANIZED 
EXCELLENCE 
May Be Found In 
Every Department 
of the Master Plant From the receipt of raw materials to the shipping of the 

Research finished motor, from the pouring of the iron for the castings 
aie oer in our own foundry to the final rigid test for performance, 
Electrical there is careful supervision by our own trained men—ex- 


Engineering perts in their line. 


asada, . All parts that go into finished Master Motors are built 
Sannin under the same high standard of organization. There is no 
Dieta Mien divided responsibility. They are Master parts built by 
Machinery Master craftsmen. Furthermore, what would otherwise go 
Punch Press to outside parts makers in profits is put back in the product 


Commutator to give the Master Motor user a maximum of mcetor 
Winding value. 
Impregnating 
Enameling With such a product, built by such an organization and 
Commercial Test backed up by the definite Master merchandising plan, job- 


Inspection bers will find Master Motors a very profitable line. 
Assembly 





Shipping : 3 
Welfare Write for complete details. 


The Master Electric Company 
Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER — MOTORS 
ab be tana MASTER|B oR tO 


ELECTRIC CoO. 


pe OPI AA sip eed eC oy REE OEE 
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A New Popular Priced Bell 





ANSONIA 
No. 652 
ROUND 
BASE 
21% in. Bell DOUBLE 
COIL 


BUZZER 





6 Sm is just the Bell you have wanted—a moderate 
priced Round Base-Double Coil Bell and buzzer. 

This bell has concealed binding post 
and is adjusted to work on battery or 
transformer. This item will meet your 
increasing demand for a popular priced 


double coil Bell or buzzer. 
Write for catalog J, 64 pages illus- 
trating and describing hundreds of 
electrical house goods. Sent free. 
Just Write on your letterhead for a 
copy. 


THEANSONIA ELECTRICAL CO, 
ANSONIA, CONN. 
Annunciators—Bells—Buzzers—Push Buttons 








ELECTRICAL HOUSE GOODS 




















| 
| 
| 


| 








COLE 
FUSE 
PANELS 





Cat. No. FP6 


Exclusive Self-aligning Feature 
Lowest First Cost 

Lowest Installation Cost 
Beautiful Appearance 

The most eflicient units made 
From 2 circuits to 24 circuits 
Also with Tumbler Switches 


Send for New Catalog No. 27 


METAL PRODUCTS CO. 


Enclosures for Every Electrical Requirement 
33 Crescent Street 
LONG ISLAND CITY, N. Y. 


COLE 
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How Stoves Are Tested 
An interesting test was recen |, 
made by the Underwriters Labw... 
tories in the plant of the Frugal F) «- 
tric Mfg. Co., Cincinnati, O. The } + 
pose was to learn just how the sti. 

















Boxed For Testing 


would operate in a recess in a wall. 

The type EV full enameled range 
was placed in a box which had four 
sides and a top. A five day test was 
run using the various burners, and 
seven thermometers were used _ in 
checking results. 





At the conclusion of the test a fa 
vorable report was rendered by thi 
Underwriters on the entire line. 

* * * 


Wirt Makes Appointments 

The Wirt Co., Germantown, P:., 
makers of “Dim-A-Lite” electric light- 
ing appliances, announces that begin- 
ning January 1, 1928, its sales in 
metropolitan New York, New York 
state and New England will be han- 
dled by Hatheway & Co., 16 Hudson 
St., New York. In Chicago, the Mid- 
dle West and South, its sales will be 
handled by George Richards & Co., 
557 W. Monroe St., Chicago, and on 
the Pacific Coast it will be represented 
by Jas. J. Noble Co., 915 Bryant St., 
San Francisco, Calif. 

& ¢ * 
Van der Bloom Represents 
Taplet 

C. H. Van der Bloom, 3684 E. 
168rd St., Cleveland, Ohio, has been 
appointed district representative for 
Taplet conduit fittings in the state of 
Ohio, Erie, Pa., and that part of New 
York State west of and including 


Rochester. 
* * * 


Boston Representative for 
Belden 
The Belden Mfg. Co., Chicago, re- 
cently completed arrangements wit!) 
G. K. Thompson, 25 Huntington Ave , 
Boston, to represent it as a mani- 
facturer’s agent in New England. 
handling the automotive, radio an‘ 
electrical jobbing lines. 
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The Circle F Mfg. Co., 
stands ready this year, as 
in the past, to back you 
in every possible manner 
in your sales work. 

Feel free to call upon 
us anytime, and anywhere 
for that co-operation 
which is yours for the 
asking in 1928. 

















The Year Before Us 


oe is a new year opening 
before us, and in it is contained 
success for those of us who make 
the effort to attain it.’ 

The personnel of the Circle F 
Mfg. Co., takes this opportunity to 
express to you heartiest wishes for 
a most successful year, for the 
proper viewpoint enabling you to 
grasp your opportunities, and the 
energy and good health so necessary 
to a happy, prosperous life. Again, 
best wishes! 


Circle F Mfg. Co. 


Trenton, N. J. 
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MULTI 


A Message to 
Sales Managers 


WITH THE ADDITION of Har- 
ter Electric Lighting Specialties to our 
line, you are now offered a most com- 
plete list of Multi Products for your 
salesmen to sell. Porcelain and Com- 
position Bushings, Reflectors and Re- 
flector Sockets, Porcelain and Slate 
Cut-outs, Tubular and 
Cast Lugs, Clips and 
Switchboard Parts, 














t 











Sell 
Them 
Hemingray 





JOBBERS and JOB- 
BERS’ SALESMEN 





Floodlight and Spot- James R. Kearney, president, and James should remember the fol- . 
light Projectors, Cover _R. Kearney, Jr., secretary and sales man- lowing points when call- 
ee . Gr d |ager of the James R. Kearney Corp., St. ing on the trade for in- 
sockets, roun | Louis—father and son grown up in the sulator accounts: 
Clamps and Wire eroeggay me yeast — Sp oe a Their efficiency has 
y wives see » ment. ley know everything abou : been established over 
Connectors are some. head and underground stuff and are | many years of long and 
100% Americans. It even says at the satisfactory service. 
bottom of their letter head “Printed in Th k ; 
the U.S. A” ey are known uni- 
eee eet versally to the trade. 
THE “NEWGARD” Va- | They are immediately 
por- org ya ptacles — Herbert K. Arnold | = for prompt ship- 
sist of a heavy porcelain With Bel ip ‘ 
ith Belmont Corp. 
receptacle base, threaded to } be a agree 
ake glass globes for enclos- Herbert Kenneth Arnold, who has | suitable for all low an 
take glass globes for enclos erbe | tien wake tises ‘ 


ing lamp and metal parts to- 
gether with suitable castings 
tor attaching directly to con- 
duit or outlet boxes—ap- 
proved by National Board 
of Fire Underwriters. 





IN THE “HARTER” 
Line your salesmen 
have everything to 
sell in Electric 
Lighting Specialties 

a range of prod- 
ucts is contained in 
it which includes 
everything from 
fixtures to hickeys. See that every 
man has a copy of the Harter catalog. 


SALES MANAGERS should also 
impress on their men the profitable 
business available on the Multi Line. 
Not only are the products in demand 
but the policy behind them is such as 
to guarantee Multi distributors volume, 
profit, square dealing, and service. 


MULTI ELECTRICAL 
MFG. CO. 





been connected with the Julius Andrae 
& Sons Co. of Milwaukee for the past 
five and one half years, will represent 


the Belmont Corp. of Minneapolis, in | 


the southern Minnesota territory. Mr. 


Arnold, in addition to being connected | 
with the Julius Andrae & Sons Co., | 


has been connected with other electri- 
cal wholesalers, which gives him a 
wide acquaintance among the electrical 
‘trade and a familiarity with electrical 


products. 
* * * 


Carmody Now District Manager | 


Central Flatiron 
Walter J. McMahon, sales manager 
of the Central Flatiron Mfg. Co., 





Binghamton, N. Y., manufacturer of | 


the “Betsy Ross” line of electrical 
heating appliances, announces that 
Arthur J. Carmody, formerly with the 
Cutler-Hammer Mfg. Co., is now lo- 
cated in New York as district man- 


ager. 


* * * 


New Fullman Representative 


The J. J. Miner Co., 141 E. Jeffer- | 


ranging from 2300 to 
15000 volts. 


These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 





Them 
Hemingray 











son Ave., Detroit, has been appointed “GLASS ‘COMPANY Atl 

210 North Ogden Ave. sales representatives for the state of nal 

Chicago Michigan by the Fullman Mfg. Co., I “MUNG _* INDIANA: J Bal 
Latrobe, Pa. 
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TRADE warts 


for 
every 


A type 
and size of 


PEP ahada dh abdbage 
PERAPTEVEAETEIES 


Panelboard : requirement 


We have told the €& Paneiboard story and we still 
are telling it toevery man who could haveany “say- 
so” on the purchase of panelboards. You will have 
todo your share to back up this tremendous adver- 
tising effort by securing the sale for your house. 
You can make more money and gain more 
friends through € Panelboards than any other 


The Architect similar product. 


The General Contractor 


The Electrical Contractor and Wireman 


@ Panelboards are the “key” of most large or- 
ders, the staples usually being included after the 
panelboards are sold. You will want to put real 
effort behind € when you realize the facts. Send 
for the & Catalog and let us tell you what todo — The Industrial Engineer and Electrician 
to make greater profits for yourself and house. 


Arank Adam 


Y Send for the @ Catalog ELECTRI os COM PANY 


ST. LOUIS 
\tlanta, Ga. Charlotte, N. C. Detroit, Mich. Minneapolis, Minn. Seattle, Wash. 
Baltimore, Md. Chicago, Ill. Jacksonville, Fla. New Orleans, La. Tampa, Fla. 
Boston, Mass, Cincinnati, O. Kansas City, Mo. Omaha, Nebraska Toronto, Ont. 


brooklyn, N. Y. Dallas, Texas Los Angeles, Cal. Philadelphia, Pa. Vancouver, B. C. 
Memphis, Tenn. Pittsburgh, Pa. Walkerville, Ont. 


Buffalo, N. Y. Denver, Colo. <= 
San Francisco, Calif. Winnipeg, Man. The Jobber’s Salesman 
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W. J. Kranzer | 


Big Jobber Sells Million 


VER one million S R K Wire Connectors 
were sold by Crannell, Nugent and 
Kranzer of New York in the last four years. 


This jobber and his salesmen appreciate the 
value of bringing before contractors, fixture 
manufacturers and fixture dealers a product 
such as the S R K Wire Connector which 


means so much in time and labor saved. 





You, too, can sell this line and open up many 
new accounts in your territory by doing so. 


PERFECT INSULATION 
CONDUCTIVE INSERT 





Ask your sales manager to write us at once 
for samples and prices. 


Jiffy Wire Connector Co. 


HACKENSACK, N. J. 


















Individual Light Control 


WITH THE 
ExTRA BOX FiTr ER 






i 


Fixture 
Switch 


Every factory, mill, 
shop or store not 
equipped to turn off 
every individual light 
when not needed is 
running up an expense 
that quickly eats a big 
hole into its profits. 


al 


er 
"ano OTHER PATS pend? 

With the Levolier Fixture 
Switch it is possible to retain light 
only where it is most needed and 
switch off all other units. 

The ease and economy of instal- 
lation together with the great 
saving in eliminating extra lengths 
of pipeand conduit, extra switches, 
boxes and wall connections, make 
this switch a very desirable one 
for all types of industrial and com- 
mercial installations. ® 



















Send for complete 
information describing 


McGill products. 
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Cressy Joins C. E. Mfg. C.. 

Charles O. Cressy, a well-kn. 
radio engineer and sales executive 
been added to the organization of 
C. E. Mfg. Co., Providence, R. | 
with the title of sales engineer. 
Cressy brings to his new position 4) 
unusually long and distinguished . , 
ord of activity in many branches 0} 
radio work. His entire career sin 


| 1908 has been one of intensive activ; 
ty in radio, leading up to 1924, whey, 


he was sales manager of the Coto- 
Coil Co., and later organized ‘|, 
Eastern Electric & Mfg. Co., produ 


ing radio sets and coils. 


o:. Oo @ 


Egloff Starts Company 
Edw. G. Egloff, formerly associated 


with the Commonwealth Edison (o.. 
| for three years and with the Doherty- 











Hafner Co., for the past seven years 
in the midwest, is now operating as a 
manufacturers’ representative with 
offices at 9 So. Clinton St., Chicago. 
under the: name of Egloff Distributing 
Co. He now represents the “Arco 


| Electrical Corp., Central Flatiron 


Mfg. Co., Paragon Electrical Corp.. 
and the Universal Supply Co.” 
* * # 
Latest Trade Literature 
Dubilier Condenser Corp., New 
York.—A_ new bulletin describing 
Dubilier socket power condensers. 





Curtis Lighting, Inc., Chicago, 11! 
—“How Rollo Rich Found the Won- 
derful Treasure in Right Light. 
This is a story for every merchant in 
the world and is prepared in the 
form of a booklet in English, French, 
German, Italian, Yiddish, Greek. 
Swedish, Spanish, Russian, Chinese, 
Japanese and Arabic. It is a primer 
like story, strikingly illustrated and 
is a convincing sales argument for 
better window lighting. Quantities are 
available for distribution. 





James R. Kearney Corp., St. Louis. 
Mo.—Six new Kearney bulletins: Bu! 
letin No. 311, the new double dut) 
fuse and disconnect cutout enclosed 
in plastic wet process porcelain, not 
cast and not pressed; bulletin No 
312, Kearney convertible 7500 V., and 
15000 V. switching equipment; bulle- 
tin No. 314, Kearney handy fuse 
pullers; bulletin No. 827, Kearney ( 
G. hot tap clamp; bulletin No. 323. 
Kearney economy cable clamps; bu!!e- 
tin No. 829, Kearney “No Serve’ 


| yokes, splice balls and clevises. 
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Sales Managers and Salesmen! 
You’ve Rightfully Asked “Can Dealers Sell the 


Hamilton Beach 


Vacuum Cleaner 


at $3O)50 


‘Over the Counter’ Against Door-to-Door Competition?” 


Dealers’ Re-orders Tell the Story—Read the Facts 


Since the price of the Hamilton Beach was 
reduced on November lst from $52.50 to 
$39.50, we have sold more cleaners than we 
sold during the first ten months of this year. 


A Pittsburgh Jobber who has been selling 
Hamilton Beach Cleaners for years, sold 412 
cleaners from January lst to November Ist. 
During the six weeks since the price was re’ 


duced, he has sold 456. 


A new Jobber in Iowa ordered first on No- 
vember 2nd and since reordered four times 
up to December 10th. 


One new Chicago Jobber has _re-ordered 
eight times from November Ist to Decem- 
ber 14th. Three other new Chicago Jobbers 
have reordered three times up to December 
14th. A new Boston Jobber 


uary to November at the $52.50 price. 
He bought three cleaners in November at 
the new price, reordered six later and then 
reordered twenty-four which have been 
sold. In other words, he sold thirty-three 
cleaners, or three times as many in six weeks 
as he sold during the first ten months 
of this year. This is only one of the many 
examples. 


Never has there been such enthusiasm for a 
Vacuum Cleaner on the part of Jobbers and 
Dealers as there is over this Hamilton Beach 
Cleaner at this $39.50 price. Jobbers’ Sales 
men everywhere are finding them easy to sell 
and the rapidity with which Dealers are re- 
ordering is sensational. 


Write and let us give you def- 





has reordered four times up 
to December 14th. 


The reason for these Re-ord- 
ers is that Dealers are order’ 
ing and re-ordering. Never 
was there such a cleaner 
value as this Hamilton Beach 
at $39.50—and the Public 
recognizes it at a glance. 


Dealer Sales Tell 
the Story! 


A dealer at Allentown, Pa., 
sold eleven cleaners from Jan- 





Ball Bearing Motor 
Never Needs Oiling 
2 Year Guarantee 
Powerful Suction 


Beating Brush Action 
Sweeping Brush Action 


PRICE 


$3950 


Less Attachments 
DENVER & WEST $41.00 


inite, concrete examples of 
Jobbers’ and Dealers’ successes 
including the names of the 
Jobbers and Dealers referred 
to here as well as a large list 
of others equally successful. 


Here is a Cleaner that can be 
really sold ‘‘Over the 
Counter.” Doorto-door 
salesmen are not necessary. 
The Hamilton Beach proposi- 
tion is going to be a hard one 
to compete against in 1928. 
Get it Yourself. 








Hamilton Beach Manufacturing Company, Racine, Wis. 
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"A Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 
Its name is ““WIRE NUTS” and it is a 
Colt product. 
It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or % of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 
i comme | to the wires. The insulator covers the 
700. Gat ’ex. bare wires. Quicker, stronger and safer, 
{rom your job. than any other joint. 
‘em on hand, COLTS PATENT FIRE ARMS MFc.Co, 
Electrical Division 
siiasenal HARTFORD, Conn. U.S.A. 
NI-W YORK~ BOSTON-CHICAGO~SAN FRANCISCO 




















USI 
MBER 14 


FOR 























fi. VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 


month. 


We want you to become a regular reader of 


The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 
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Arrow Electric Co., Hartford, Conn 
—The company has prepared a pocket 
size edition of its catalog No. 28, 51, 
by 714 ins. This is complete in ever; 
way and contains all the information 
that is in the larger edition, and ai 
the same time is more convenient for 
the contractor to carry while on th: 
job. 





Reflector & Illuminating Co., Chi- 
cago, Ill—A new 1928 pocket siz 
catalog. This supplements all others 
and contains the complete line. The 
size is 834 by 7 ins., and it contains 
48 pages. 





Benjamin Electric Mfg. Co., Chi 
cago.—Catalog No. S-5 on Benjamin- 
Starrett panelboards and steel cabinets 
for light and power is just off the 
press. It pictures all the features and 
improvements in this new line of open 
front, dead front, and safety panel- 
boards. 





The Appleton Electric Co., Chicago: 
—has just published a 36 page bulle- 
tin showing a complete line of “No- 
Thread Unilets” and accessories for 
same. Copy will be sent to all in- 
terested in this line of threadless con- 
duit fittings. 


* + 


Ayers General Manager of 
Amrad 

The appointment of Albert B. 
Ayers, as general manager of The 
Amrad Corp., manufacturers of the 
“Royal Series” Amrad radio receiving 
sets, was announced recently in a 
statement issued by Major James E. 
Hahn, president of the company. It 
will be remembered that the appoint- 
ment of Mr. Ayers as general sales 
manager was announced in the June 


issue. 
* * 


And He Is Still Alive 

C. E. Cook, district sales manager, 
of the Square D Co., Detroit, won the 
big prize at the annual Keno party 
given by the Electrical Extension 
Bureau of Detroit, on the evening of 
November 21. The prize was a com- 
plete Thanksgiving dinner which in- 
cluded everything from “the soup to 
the nuts.” 


Smith Joins Curtis Lighting in 
a 


Curtis Lighting, Inc., Chicago, an- 
nounce the appointment of Irving D. 
Smith as resident engineer for the 





——— 
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3 recently launched at Newport News for service 
e 
ie on New~York- — route early-ir in= “ 928 
ing Built by the “ah * re) 
ng "eed Dry Deck Company” a mee Mii) > ; “i 
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une her owners, The International _ include in every stateroom an 
Mercantile Marine Company, H&H Switch-and-Receptacle 
could provide for the comfort Combination installed adjacent 
of ocean travelers. to the dressing table. 
er, Of 600 ft. length, with registered The switch part of the Com- 
the tonnage about 22,000 and dis- # bination device will control 
rty placement about 30,000 tons, \} the dresser light, while the 
“ad her equipment big and little i receptacle will provide for the 
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, pleteness with the magnitude of N or other ultra-conveniences of 
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No. 8998 





. | THE HART& HEGEMAN MFG. CO. 


D. | HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 


the 
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BullDaz \ 


REGISTERED 


| Assembled 
| Split Knobs 


Typical of the care employed in 
the workmanship and design of 
all Illinois products is the Bull 
Dog Split Knob Insulator for 
the safe, approved wiring of 
residences. 

Made of hard, white vitreous porcelain, 
white glazed, and assembled with a 
leather washer under the head of the 
cement coated nail, and frictional as- 
sembling washer under the base Bull 
Dog Split Knobs together with Illinois 
Porcelain Tubes, Cleats and other in- 
sulators form a most complete line 
from which to make selections At- 
tractively illustrated and accurately de- 
scribed in Catalog No. 9 sent upon 
request. Write for your copy today 


ILLINOIS ELECTRIC PORCELAIN CO. 
MACOMB ILLINOIS 























ILLINOTS 


INSULATORS 











|Dominion of Canada with offices at 
Union Trust Chambers, 105 Victoria 
'St., Toronto, Ont. Mr. Smith’s many 
|years’ experience in Canada as an 
| illuminating engineer especially quali- 
fies him to assist members of the 
Canadian trade with their lighting 
| problems. 


| 
| 
| 


* * * 


Gilby Wire Plant Moved 

The Gilby Wire Co., for the last 
five years located at 123 Jackson St., 
Newark, N. J., moved to its new plant 
on Riverside Ave., Newark, during 
December. This plant is located be- 
itween the Riverside and Woodside 
‘stations on the Erie Railroad, prac- 


tically on the Passaic River. It con- 


sists of three modern factory build- 
ings, being of brick and steel construc- 
tion and of the “all day light” type. 





| 
| * * * 
Sales Resistance 

School Teacher: “And what qual- 
ities should you ask God to give you 
as you grow up?” 

Wise Child: “Sales resistance.”’ 

War-time’ stimulus is partly re- 
‘sponsible for these days of over- 
production. Conditions have devel- 
oped the high pressure salesman, and 
\over-developed sales resistance. Never 
has there been sharper competition. 
It seems to me, after 30 years of 
selling experience, the greatest trouble 
with the average salesman today is 
lack of good honest hard work. In- 
sist on the fact that every merchant 
is a prospect and can be sold. It is 
up to the salesman to find the way. 
It is an age of service. You cannot 
serve without work. 

A wise man has said: “The whole 
animal kingdom is as lazy as it dares 
|to be, and man is no_ exception.” 
| Loafing on the job and bringing in 
excuses instead of orders, is the trade 
‘crime of the age. 
| Loyalty to your house, knowledge 
of your goods, and ever-lasting hard 
|honest work are essentials to sales- 
‘manship. I would insist upon hon- 
lesty in every deal—the absolute 
‘foundation, surely, of every business. 
|For without this, no kind of  busi- 
‘ness can prosper long. Today this 
is pretty generally recognized—from 
the clerk in the hot-dog castle to 
the head of big business——M. H. 


Pettway in “Co-operation for Profit.” 
* * # 





“This orange is tough,” said the 
souse, trying to peel a tennis ball. 











Deliveries 


J OBBERS never 
worry about deliveries 
of “Central” Conduit. 
Whether the sale is 
made of “Central 
White” or “Central 
Black” the jobber 
knows that the order 
will be filled and de- 
livery made when 


wanted. 


Central Tube Company 
PITTSBURGH 
Sales Offices in Principal Cities 








Sf xX 
Make Money on 


AISLELITES 


Every theatre should have Aisle- 
lites. Every up-to-date theatre 
owner wants them. The public 
need them. Safety demands them. 





Aislelites are easy to sell, good 
looking, inexpensive, durable. 
Send for a sample and SHOW it 
to every theatre owner in your 
territory. 

Show him how Aislelites add to 
his patrons’ comfort, safety, and 
enjoyment, how they bring more 
business wherever installed. They 
stop embarrassment and accidents 
due to groping in the dark. Send 
for your sample today. 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 principal cities. (4022B) 

















| 


ny 


fies 


al 
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—here’s a Live Seller 


For You Live 
Salesmen 





There is only one way for a 
dealer to stock Presto-Junior— 
that’s through his regular jobbing 
connection. Our National adver- 
tising is building a tremendous pub- 
lic demand for this marvelous little 
cleaner, weight 34 lbs. and only 
12 inches long. See that the 
dealers in your territory are sup- 
plied. If your house doesn’t 
handle Presto-Junior better take it 
up with the sales manager. Tell 
him you want this live one. It will 
make money for you and the house 
too. 





—and the 
new price 
is only— 


19 


was $25.00 
ee oe 
ey 


. LOUSEKEEPIN NG Mah 

























Nothing But the 
Price Has Been 


Changed 


Same Superior Workmanship 
Same Quality Materials 
Same Motor-Driven Brush 
in the Cleaning Nozzle 
Same Jobber Policy 


METAL SPECIALTIES MANUFACTURING Co. 


338-352 North Kedzie Avenue 


‘“‘STRICT JOBBER POLICY’ 





Prest 





Chicago 


Junior 
i ~2 ) 


Size” 


Electric Vacuum == 











— 
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Serving the Industry 
for 30 Years! 


F OR over 30 years we have 
been serving the electrical in- 
dustry on its requirements for “Lo- 
ricated” and “Galvaduct” conduit. 

“Loricated” is the Pioneer 
Enameled Conduit, while “Galva- 


duct” is the oldest brand of Gal- 


vanized Conduit. 
“Sold Through Jobbers” 


lla a 
1928 

















Tell Your 


Sales Manager 


ELL your sales manager at your 
sales meeting of the possibilities 
in getting Yager’s soldering salts and 
paste on the shelves of every dealer 
of radio in your territory. 
Ask him to secure prices and dis- 
counts at once on this line. 
Samples will gladly be sent to sales 
managers and salesmen on request. 


Drop us a line! 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 

















New Electrical Products 





& 


A new line of “Spartan” recep- 
tacles with round metal covers for 
mounting directly on 314 in. and 4 in. 
outlet boxes is being put out by the 
Bryant Electric Co., Bridgeport, 
Conn. These are single and duplex 
composition receptacles, side wired, 
with the new Bryant positioning fea- 
ture. The faces of the receptacles 
are cupped, and a raised rib of com- 
position is mounted across the cup 
between the slots. These “slot finders” 
enable quick connection as the prongs 
of the cap can be inserted instantly. 
(See left.) 

At the right is No. KT of the 
Bryant line of “Ripple Caps” having 
a new top design, which aids in grip- 
ping the cap when inserting or with- 
drawing from the receptacle. 











The Ansonia Electrical Co., Anso- 
nia, Conn. has placed on the market, 
a new round base double coil non- 
adjustable 21% in. bell and buzzer 
which will be known as catalogue 
No. 652. 





Robinson Products Co., Inc., 831 
Cherry St., Philadelphia, Pa., is mar- 
keting a line of switch-plates made 
of a special material manufactured 
by the Du Pont Viscoloid Co. “Py- 
radiolin” retains its original color 
throughout long use and is easily 
cleaned. These switch-plates are 
available in eight beautiful colors to 
harmonize with the decorative scheme 
of various homes. 




















The Wirt Co., 1700 Walnut St., 
Philadelphia, Pa. has perfected a 
new “Dim-A-Lite” No. 25. It»-has: 
enclosed chains; perfect ventilation; 
shade holder features the same as the 
No. 34; perfect fit under any shade, 
and insulated chain pulls. The new 
“Dim-A-Lite” is listed under the re- 
examination service of the Under- 
writers’ Laboratories, and carries the 
Wirt unconditional guarantee. 








The Wheeler Reflector Co., Boston, 
announces the new two-piece “Isolux” 
reflector for sign lighting. This con- 
struction requires no elbows, as the 
horizontal pipe screws directly into 
the canopy and special socket. The 
reflector is self-positioning, always 
facing the board directly. The differ- 
ent size units are interchangeable, 
since they all fit a standard size 
canopy. 











The Rodale Mfg. Co. Inc. 200 


~ Hudson St., New York, is in produc- 


tion on a new garage trouble lamp, 
which is a “De Luxe” set, built of 
the best material, with a reflector 
guard and hook, rubber covered wire, 
and is attractively boxed. It is made 
with cord in 12 and 20 ft. lengths. 
The catalog number is 230. 

















January, 1928 








THE JOBBER’S(JJSALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





These Fine Oklahoma Buildings 


Standardize on Paranite 


Nt two more splendid office buildings 
have side-stepped guess-work and 
mble, and standardized on PARANITE. 
fn these fine structures every foot of rubber- 
covered wire is PARANITE. 
At the left is the Phillips Petroleum Building, 
Bartlesville, Oklahoma. This building was 
wired by the Electric Supply Co., Tulsa. The 
architects were Keene & Simpson, Kansas City. 


And on the right, the big new Medical Arts 


Building, at Tulsa, another wiring job by the 
Electric Supply Company. This modern build- 
ing is owned by Dr. C. W. Day, of Tulsa. 
A. M. Atkinson was the contractor, and the 
Manhattan Construction Company, Tulsa, 
the general contractors. 


These installations are typical of the increas- 
ing tendency toward PARANITE by men who 
really know wire, and who seek the safety and 
satisfaction of the best that can be had. 


INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 


811 Marquette Bldg. 
Chicago, Illinois 


63 Vesey Street 
New York City 


Western Representative 
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H. F. Boardman 
ef 400 Hibernian Bidg., Los Angeles 
it S Warehouse stocks Dallas, Texas; Denver, Colorado 









Walter I. Fe: & y 
208 Baltimore Bidg., Kansas » Mo. 
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Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
_— alo Omaha ; 
cago Philadelphia 
Cincinnatt Pittsburgh 
oeees Portland, Ore. 
olumbus Rochester 

Denver 
Detroit Sacramento 

‘ouston Salt Lake City 
Indianapolis San Francisco 





Kansas City Seattle 





United States Rubber Company 
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FLEXCO 
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These steel lamp guards are 
well made and attractive in de- 
sign and finish They are well 
represented, thoughtfully ad- 
| vertised and meet the require- 
ments of modern equipment. 


Flexible Steel Lacing Co. 


a 4698 Lexington St. Chicago, Ill. 


Sommer 


ui 









































FLEXCO-LOK 




















New Electrical Products 








Here are three of the new “Reynolite” products announced by the Reynolds 
Spring Co., Jackson, Mich. Left—Card holder type push button, cat. No. 
902. It is molded in rich brown Bakelite with a scarlet center button. It is 
provided with a base space for a card. The mechanism is recessed to accom- 
modate No. 14 wire. All metal parts are insulated. Center—‘“De Luxe” plate 
type push button, cat. No. 903. It is made similar to the No. 902. Right— 
“Han-D-Cap” cat. No, 480. This plug is designed for use wherever a receptacle 
is difficult of access. It is most convenient for use under shades and makes 
the removal of plug from receptacle an easier task. It is molded in one piece. 
The color is rich, lustrous brown. 








— 

The Appleton Electric Co., Chicago, 
announces a new product known as 
the Appleton “Keephot” stopper for 
hot water bottles, the use of which 
maintains hot water bottles at an even 
temperature. After the hot water 
bottle is filled with water, the stopper 
made by Harvey Hubbell, Inc. is screwed into the mouth, the con- 
Bridgeport, Conn., as standard equip- nector attached giving all of the bene- 
ment offers the assurance of per- fits of moist heat which doctors 
manent contact. The construction of prescribe, plus the convenience of con- 
the blades combined with the locking stant heat which in the past was ob- 
feature adds great strength. Plug tained by means of an electric pad 
the cap into the receptacle, give it a only. It operates with a.c. current 
slight turn—and the two are securely only. The retail price of $3.00 in- 
locked together. They are rated 10 cludes the stopper and connector also 
amperes, 250 volts and are made with two piece plug and 10 feet of rubber 
314 in. and 4 in. covers. covered cord. 





The “Twist-lock” flush receptacle 














The Arrow Elec. Co., Hartford, Conn., has brought out a series of new 
products, five of which are illustrated above. They are, reading from left to 
right: No. 8325 tumbler socket which may be had in 4%, %4 or % in. side 
bushing; No. 937 interchangeable porcelain socket base, 4 in. extra deep back 
ceiling base; No. 941, ditto, 4 in. round, vertical, with wall outlet; No. 983, 
ditto, 314 in. with outlet, horizontal mounting, and the No. 985, ditto, 4 in. 
oval vertical with wall outlet. 
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| Discuss 


Robbins & Myers 
Fan 
Prospects, 


T is of utmost importance that you discuss the Robbins 


€e Myers line of Fans at your sales conference. 


Sales managers should impress on their men the neces 


sity for prompt action on Fan contracts. 


Contracts signed at this time leave your men free to 
work on the more difficult ones later, the dealers who are 
waiting for warm weather, but there is a large proportion 
of dealers who are ready at this time to talk Robbins & 
Myers Fans and your men should grasp the opportunity 


to sign them now. 


There will be no radical changes in the line, but every 





sales and advertising help possible will be given you to 


make your fan season a successful one. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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C.W.P. PIPE CLAMPS 
(Galvanized Steel) 


LIGHTER 

STRONGER 
AND COST 
LESS 









THAT’S 
WHY THEY 
SELL FAST 


ERE’S a pipe-clamp 
that makes selling easy. 


Stamped from tough 
Pressed Steel—weighs less 
than malleable, but stronger. 
Costs less, too. Special off- 
set at end acts as a powerful 
lever which draws up conduit 
snug and tight. Deep coun- 
tersink for screw gives easy 
installation and neat finish to 
the job. 


Write for Prices and 
Jobbers’ Discounts 


The Cleveland t 
Products Co. 


W. 58th St. & Denison Ave. CLEVELAND 


New Electrical Products 























The Frugal Electric Mfg. Co., 
2249 Beechmont Ave., Cincinnati, O., 
is introducing its new “Plug type” 
range. This range entirely eliminates 
the cost of special wiring for its in- 
stallation, as all that is required is for 
the housewife to plug into a wall re- 
ceptacle. It has high, low and medium 
heats with a range from 325 watts to 
1100 watts. There are two 1000 watt 
burners on the cooking surface and 
two 1000 watt burners in the oven, 
but at no time can more than 1100 
watts be used. This automatic fea- 
ture, and also the plug type arrange- 
ment has the listing of the Under- 
writers Laboratories. 




















A new type of unbreakable attach- 
ment plug made of rubber is an- 
nounced by The Cutler-Hammer Mfg. 
Co., Milwaukee. It is not only un- 
breakable but will not mar floor or 
furniture. Made of a high grade of 
rubber, it is very light in weight. 
The terminals are fastened in a Bake- 
lite strip firmly embedded in the 
rubber base. Rivet and anchor con- 
struction holds the terminals to the 
Bakelite and keeps them from turn- 
ing. Staked screws prevent loss and 
save time in wiring. 






































$2.50 and up 





The Bryant Electric Co., Bridge- 
port, Conn., is distributing its new 
line of 794 series fixture canopy sock- 
ets. These are specially suitable for 
kitchen, bedroom, bathroom, store and 
showroom units. They have a metal 
shell with screw ring, and are easily 
mounted, durable and low in cost. 
The husk engages the chain guide and 
holds the interior securely in the 
socket shell. The socket ring clamps 
the socket firmly against the ring in 
the canopy. There is a notch in the 
ring attached to the husk that fits 
into the canopy ring and prevents the 
socket from rotating. 








The new triple socket illustrated 
has just been put on the market by 
the Beaver Machine & Tool Co., Inc., 
Newark, N. J. This newest addition 
to the plural socket family comprises 
three Edison base outlets. The outer 
casing is of genuine bakelite and is 
designed in a_ beautiful manner. 
Standard colors, brown and _ black. 








This is a combination of a con- 
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nd up switch. The switch is the outlet— 





| ; 

I ets venience outlet and a flush wall 
| $4.00 a 

| 


Marble Coffee Shop the outlet is the switch. It is made 
A re pane by Harvey Hubbell, Inc., Bridgeport, 
| + 85¢ & $1.25 J Conn. With No. 7163, a quarter turn 

eae of the tap, which is a switch, and the 





— lights are on. A quarter turn to the 
left and tne switch is off. The double 
“T”-tap is wired independently and 
is alive at all times. It is small 
enough to fit any standard single 
gang outlet box. Illustrated is 
“Switch Tap” No. 7163 with Bakelite 
screwless cover plate No. 7211. 
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" "Tis trite indeed to say to you a Happy New Year— 

L 
but we can, we feel, do our part in contributing, in a 

oe measure, to your success and to your happiness in 1928. 

That is our plan, as it has been our plan in the past. 

In presenting to you the news of your industry ... . in 
keeping you informed of the activities of your friends. ... 
in giving you instructive articles to read, we are making 
an effort to bring home to you those associations, those 
friendships, and those inspirations which should aid, to 
some extent at least, in making the year 1928 a most suc- 
cessful one for you. 

d 

y 

The Jobber’s Sal 

. e yoover Ss Sdtesman 

s 

‘ 53 West Jackson Boulevard 

c. 


CHICAGO, ILLINOIS 
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LIGHTING 





How Far Can a Dissatisfied 


Customer Go? 


Here is a letter which will strike 


| a responsive chord in the heart of 
_every seller of merchandise or serv- 
ice. It comes to me from La Salle, 


| Il.:— 


Back of the Footlights 
there’s profitable — 
business for | 


Jobbers 


HE stage electrician buys theatri- 
cal lighting specialties. Do 
get your share of this business? Kliegl 
products are well known, priced right, 
built right, and thoroughly dependable; 
and everything needed for theatrical 
lighting can be furnished. 
Spotlights 
Floodlights 


Aisle Lights 
Music Stands 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 





Footlights Color Mediums 
Borderlights Stage Cable 
Connectors Sundry Supplies 


Write for current trade bulletins 
and jobbers’ discount 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING CO., Inc. 
32! West 5Oth Street 
NEW YORK, N.Y. 








HOTEL | 
GIBSON 


RALPH HITZ, 








Manager 





Keeping Cincinnati's best 
tradition of hospitality 


Largest hotel 
Thoroughly modern | 


Florentine Room 
unequalled anywhere 


for beauty 
Famous for food 


Moderate prices 
Coffee Shop 


Accommodations for 
more than 2,500 


CINCINNATI 


Royal Hospitality in the Queen City 

















Suppose in the course of  busi- 
ness you are unfortunate enough 
to allow a certain customer to 
try out a certain machine, prom- 
ising satisfactory service on it. It 
has given satisfactory service wher- 
ever used. Suppose this man was 
a very hard man to please; sup- 
pose this man had a_ reputation 
for being a wind jammer; suppose 
after this man had concluded not 
to accept the machine, has he a 
right to say and advise everyone 
he comes in contact with that this 
certain machine is no good, there- 
by forever eliminating the pros- 
pect of ever selling this time-tried 
article in the community? 

We want to ask Mr. Buckley if 
a person has any legal recourse in 
closing this man’s trap without re- 
sorting to physical force. 

We will appreciate greatly Mr. 
Buckley’s opinion in this matter. 

Respectfully, 
The C. H. Co. 


In other words, can a dissatisfied 
customer tell the world he is dis- 
satisfied and why? 

Can a man who buys a ready made 
suit tell his friends: “The suit was 
no good. It lost its shape right 


| away and didn’t wear at all. Where 
did I get it? At Sampson’s.” 


Can a woman who buys a dress 
tell everybody who will listen that 
the color ran all to pieces and she 
had to give it away, and she got it 

on 
at Irvin’s! 
Can a woman who has been buying 


| meat from you tell an_ interested 
| world that “I never got a_ tender 
| piece of meat at Jackson’s yet’’? 


Can a woman who buys a radio 


| which squeals rather than sings tell 


her sisters and her cousins and her 


/ aunts that the radio she got from 


you was no good, and you never 
gave her the right kind of service 


| on it, either? 


I might go on indefinitely—these 
things arise in any business, includ- 
ing all the professions, even that of 
the clergyman, and they all hold the 
power to cost the victim a lot of 
business. It is only human nature 


| to fight shy of a merchant your 














CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 


























HOLYOKE WIRES 


Holyoke Products are; 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor —an- 
nunciator wire braided 
cover. 

Weatherproof single con- 
ductor  annunciator 
wire, 

Weatherproof twisted an- 
nunciator wire. 

Damp proof office wire. 

K 4 wire, single and 
multiple conductor. 


The Holyoke Co., Inc. 


611 a New Y. 











N. 
30 E. Randolph St., (da Yn. 




















“PARKSON” 
Radio Lightning Arrester 
_ Approved No. E 6198 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
Union Insulating Co. 


Factory, Parkersburg, W. Va. 
Sales Office 296 Broadway, N. Y. 











Every Business 
of consent ome to ore roper card 
REPRESENTAT ON. 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and_ the 
convenience cf the book 
form style ex- 
plains why. 
Send fo r 








The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. CHICAGO 





705 Peoples Gas Bidg. 








Sd 


tl 
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VIOLETIA 


A peeing Violet Ray outfit for 
16 years. 


Demand has been created by large 
continuous advertising in journals of 
National circulation. 


Consistent Jobbers’ policy. 


Attractive profits to jobber and 
salesman. 


It will pay you to stock and push 
this line. List $12.50 to $75. 


Bleadon-Dun Co. 


2300 Warren Avenue 
CHICAGO ILLINOIS 


A.S. DEVEAU COMPANY 


Manufacturers’ 
representative 











Flatiron Bldg., 175 Fifth Ave. 
New York, N. Y. 


Will be in position during the 
season 1928 to handle additional 
lines. We are at the present time 
serving Jobbers in all lines of trade, 
and have excellent connections with 
volume outlets. 


We cover the Metropolitan terri- 
tory only. 

















Wrigley for Calis 


STEEL TOGGLE BOLT 






HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle olt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, III. 
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|friend says gave him a bad deal. 
\I have been influenced that 
‘many, many times, and so have you. 
‘of such and such a jobber or manu- 
|facturer, because “you always have 
‘to watch his bills,” you will never 
‘forget that, and if so and so’s sales- 
‘man comes in you will almost cer- 
‘tainly turn him down. 

| It is this condition which is be- 
hind the old adage, ‘“‘the customer is 


‘always right.” Being interpreted it | 


means that if you don’t treat the 
customer as right, he or she _ will 
jnoise your faults, real or imaginary, 
‘abroad and directly or indirectly in- 
duce other people to boycott you. 

| The writer of the above letter 
‘therefore with reason asks how far 
[the disgruntled customer can go in 


‘this direction. Is there any limit, 





uncomplimentary views? 

Well, there is only one limit prac- 
'tically, and that is the limit of the 
‘truth. A customer who feels he 
hasn't had a fair deal from a mer- 
ichant can tell people about it, and 
iso long as he tells only the truth, 
|you cannot shut him up. You see, 
the offense he commits, if he com- 
|mits any, would be slander if his 
‘words are spoken, libel if they are 
| written. And slander and libel can 
‘only be made out by proving that 
‘the words complained of were false. 
'To be sure you can arrest a man 
‘for criminal libel, even if it is true, 
ion the theory that it leads to a 
‘breach of the peace, but criminal 
libel has about disappeared 
‘suit for damages is the usual pro- 


a civil 





‘cedure today. 
‘it can only be 
ithings said were untrue. 


| Therefore my answer to the above | 
‘correspondent is that if his one-time | 
what | 


‘customer is telling exactly 


| . . . . 
transpired, he is immune. But if 


he exaggerates or lies or gets mali- | 


what he he be 


icious in says, can 
sued civilly for slander. 

| 

| (Copyright, November 19, 1927, 


by Elton J. Buckley, Esq., Counsel- 
\lor-at-Law, 
‘ing, Broad and Chestnut 
Philadelphia, Pa. 
| 


* * #* 

Mohawk Conduit Co., Inc., Cohoes, 
N. Y., announces the appointment of 
Weir-Smith & Co., 58 Warren St., 
|New York, as sales agents in the 
| Metropolitan District. 


Streets, 


way | 


If somebody tells you never to buy | 


jand if so, what is it, to the right | 
lof a dissatisfied customer to air his | 


And as I have said, | 
brought when the 


1206-11 Liberty Build- | 








— 
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QUALITY 





Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





} M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 





(TRANSFORMERS of MERIT for FIFTEEN YEARS }.’ 

















Have You Ever 


Thought of This?— 


The trade is more friendly 


to the salesman who is a 
“good sport” enough to keep 
them posted on little things 
that will help them lower 
costs. 


FOLEY WIRE 
STRIPPER 


lowers costs of stripping wire 
70% to 80%. Step on the foot 
lever and two notched steel jaws 
snap around the wire cutting in- 
sulation free. An easy pull slides 
it off clean. Strips all kinds of 
wire. Small, light, but strong and 
long-lived. Lists at $15.00. Think 
of the places you can make sales 
and friends with it! Write fer 
your discounts and illustrated in- 
formation. 


FOLEY SAW TOOL CO., Inc. 
754 Foley Building 
9 Main St. N.E., Minneapolis, Minn. 
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HE [D 


Instruct 


Your Men! 





2199-0 
30 Amp. 125 Volts 
3-2 Wire Double Branch 


At your sales conference we 
suggest you instruct your men 
to carry before their contractor 
dealers the merits of the Heine- 
mann Line of Unfused Neutral 
Cutouts. Designed to meet the 
new requirements of the Code, 
this line has been developed to 
the highest point of efficiency. 





3087-0 
30 Amp. 125 Volts 
4-2 Wire Branches 


Heinemann Unfused Neutral 
Cutouts may be had in both the 
Live Front and Dead Front 
types. In the latter case covers 
are provided with test holes 
and cards for indexing of 
branch circuits. 





3115 
30 Amp. 125 Volts 
2-Wire Double Branch 


Your men, too, should be 
thoroughly familiar with the 
Sensory Aerial Kit. This kit is 
complete in every particular 
for the construction of an 
aerial. It is packed in an at- 
tractive carton, and may be had 
in Red, Blue, Green and Yellow. 


For additional information 
write us at once. 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 


Est. 1888 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


RACO Switch Boxes 


for Receptacles Mounted in Wooden Baseboards 


-»{Patented August 24, 1926. Others pending 








ILLUSTRATING MC-W BOX INSTALLED 


The Superiority of Improved Extended Ears 


is demonstrated again by their application to the““W” type box, especially designed 


for outlets in wooden baseboards. <» «» As shown, the ears nail directly to the 
stud, mounting the box horizontally, and bringing the edges of the box flush 
with the baseboard. Made in various types for every kind of wiring. ~ ~~ 


(2 





Cat. No. Cat. No. 
. BL-W_ For Loom, no clamps MC-W For BX, with clamps 
BLC-W For Loom, with clamps RD-W For rigid conduit 
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ROACH-APPLETON MANUFACTURING COMPANY 


3440 North Kimball Avenue, CHICAGO, ILL. 45 Murray Street, NEW YORK, N.Y. 
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They Move FAST 


~and Pay YOU a Liberal Profit . 


Here’s an ideal line 


for every month in the year! 


gf45 ee 
Rerait Battery; 











These new Bright Star 
lights are replete with dis- 
tinctive features, such as 
the Folding Loop Hanger, 
Security Switch, Twin- 
Cushion Shock Absorber, 
new pattern Ribbed Fibre 
case, and many others. 


Dealer’s Cost $6.75 per com- 
plete unit, consisting of 6 
lights and 24 Bright Star No. 
10 Single Cells: 


6 Lights, complete, re- 


tail at $1.45. . . . $870 


12 Extra Cells, for re- 


placementsales,ati5c 1.80 | 


Dealer realizes . . . $10.50 


The attractive red display 
carton stands right on the 
counter and offers the 300- 
ft. range Focusing Spot- 
light ortheGeneral Utility 
Flashlight at a price that 
appeals to everyone. 


Now is the time to arrange 
for your stock of these 
fast-selling Bright Star 
profit-makers—get in 
touch with us today! 


Bright Star Battery Co. 


Makers of the famous Bright Star @ 


Flashlight Products, Radio 
Batteries and Dry Cells 


Hoboken, N. J. 
Branch: Chicago, II. 
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BRIGHT STaR 


rae baeleeme LOOP HANGER 
enéral Utility Flashlight 
| Supreme: cme 
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EIGHTEEN YEARS BUILDING THE QUALITY LINE 
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Loew’s Plaza 
Theatre, Corona, 
N.Y. A Triangle 
wiring installa- 
tion made by the 
George Weider- 
man Electric Co., 
Brooklyn, N. Y. 









LYOWELT BARRYMORE & PRINGLE * 
TT hie) oe) a ee eS 


ENB lemme soron 








plays LOEW’S CIRCUIT 9am 


x 

















Tue circuit we mean here is the electrical—not the 
theatrical—circuit in Loew’s PLAZA THEATRE, re- 


One of the batteries of braiders at Tri- 


cently completed in Corona, N. Y. angle’s Brooklyn factory putting the 
TRIANGLE RUBBER-COVERED WIRE and braid on Triangle Rubber-covered Wire. 

RIGID STEEL CONDUIT were used throughout 4 

the theatre and the offices of the building for light OTHER TRIANGLE PRODUCTS 


Armored Conductors (round and 


and power lines. 
? flat and leaded) — Rigid Conduit 


R. Thomas Short of Brooklyn is the architect. (galvanized and black enameled, 
The electrical work was in charge of the George elbows and couplings) —‘'Triex” 
Weiderman Electric Company, Brooklyn, N. Y. (non-metallic sheathed cable) 
‘ ‘ ‘ ; Non- metallic Flexible Conduit - 
Every inch of Triangle Rubber-covered Wire that is agra 
released to the trade has passed a series of repeated Triangle Armored Cable Tool. 


tests that would show up the tiniest flaw. You can 
depend on Triangle materials in any sort of job! 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 


Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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IN the MEANTIME 


HILE Mr. G. I. Wisht wastes his time 
yearning for skyscraper profits, Mr. 
Ike N. Gettum hops around the corner and 
sells “Red Spots” to the neighborhood 


haberdasher. 


In the aggregate, these weekly 12 and 24- 
unit orders mean a very comforting net 
profit to any jobber or lighting contractor. 


“Red Spots” are easy to sell. Jobbers’ 
salesmen who don’t believe so never really 


tried. 





Each “Red Spot” 
saves an average of 
ten minutes of the 
workman's time in- 
stalling. That adds 
to the profits. “Red 
Spots” are designed 
to save labor. 











Jobbers have made 
millions of dollars 
in gross and net 
profits selling “Red 
Spots” during the 
last ten years. 
They'll make more 
in 1928. 


THE F. W. WAKE BRASS COMPANY 
Vermi a. 2... 














